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Sparks 


gate of the Nation’s Economy: 


Up 

UsemMPLOYMENT—Stood 2,178,400 in 
week ended Feb. 13, according to 
tabor Department, an increase of 
900 over the preceding week. 

Groxe SaLes:—Department store | 
sles in week ended Feb. 20 were | 
s percent higher than in the pre- | 

week, according to Federal 

Reserve Board. 

Sue. SHipmMents—Totaled 80,151,- 
@g net tons last year, a gain of 
more than 12 million tons over 1952. 

ts to the auto industry, at 
nearly 15 million tons, were almost 
{million greater than in 1952. 

Russer CONSUMPTION — Rose in 
jomary to 97,747 long tons, a 
gain of almost 5 percent over De- 
cember. Use of synthetic rubber 
declined 0.54 percent in January. 
TION DivwheNps—Amounted 
~ Bto million in January, com- 
> Bpared with $548 million a year ago. 
st iwc Awarps—Rose to $225,- 

my in week ended Feb. 22, 
po $149,692,000 the preceding 


* * 


Down 


Avromotive Output — Was esti- 
mated last week by AUTOMOTIVE 
News at 129,945 units, compared 
with 134,634 the previous week. 
Business INpDEx — Physical vol- 
ume of business week ended Feb. 
% declined to 101.9 from 102.6 of | 
the 1935-89 base index in the pre- | 
teling week, reports Barron’s. 
Sree. Propuction — Operating 
hedules last week were 70.5 per- | 
-of capacity, compared with | 
t a week earlier, accord- 
American Iron & Steel In- 


* 


a 
Business Farures—Declined in 
week ended Feb. 20 to 215 from 
Min the preceding week, accord- 
ing to Dun & Bradstreet. Failures 
- like week of 1953 totaled 
Cittoapincs — Totaled 618,623 in 
wek ended Feb. 20, or 0.8 percent 
the previous week. 

7” a x 


General 
Peimary Prices — Remained un- 
d in week ended Feb. 23 at 
"5 percent of the base index, ac- 
A jording to Bureau of Labor Statis- 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


148,873 


Prev. 1953 
Week Week 
complete production totals 
makes, see table, page 57. 
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Output Declines 
As Storm Slows 
Parts Deliveries 


Production for Week 
Is 109,226 Autos 
And 20,719 Trucks 


By Tom Hewitt 
Staff Writer 

HE blizzard which roared across 

the midwest last week caused a 

slight decline in vehicle production. 

Many workers were prevented 
from reaching their jobs and deliv- 
eries of parts and materials were 
held up. 

Chevrolet, for example, was 
forced to reduce its original 
schedule for the week by 500 cars 
and 100 trucks. 

Built in U.S. plants last week, 
according to AuTomMoTivE News’ esti- 
mates, were 109,226 cars and 20,719 
trucks, compared with 113,044 and 
21,590 in the preceding week. 

The millionth car of 1954 was 
turned out last Friday (March 5), 
only two days behind the compa- 
rable 1953 car. 

a +” * 
—_— output so far this year is 5.7 
percent behind last year’s level, 
while truck production has declined 
15 percent. 

With the production decline, 
the Independents have suffered 
considerably, turning out only 5.2 
percent of the 900,183 cars built 
in the first two months of this 


| year. Of the 951,075 built in the 


like 1953 period, the Independents 
built 11 percent. 

Revised figures show that Febru- 
ary turnout amounted to 443,315 
cars and 85,805 trucks. That was a 
car-production drop of 3 percent 
from January and 8.6 percent from 
February, 1953. The truck decline 
amounted to 12.1 percent from 
January and 14.7 percent from the 
previous February. 

* * x 

HIS is how the various firms 

fared in February: Chrysler 
Corp. was 54.3 percent below the 
like 1953 month and 23.5 percent 
below January; Ford Motor Co. was 
52.3 percent above the previous 
February but down 5.5 percent from 
January; General Motors, up 1.4 
percent and 6.6 percent, respec- 
tively; Hudson, down 84.7 percent 
and 37.3 percent; Nash, down 66.4 
percent and 27 percent; Kaiser Mo- 
tors, down 71.1 percent and up 96 
percent; Packard, down 60 percent 
and up 8.6 percent, and Studebaker, 
down 31.6 percent and 28.8 percent. 


Ford division last week boosted 
its schedules even further and set 
two alltime highs for daily car 
output. Last Monday it produced 
5,667 cars to top the previous 
mark set in September, 1950. The 
next day the record was sur- 
passed with 5,675 cars. 

Ford also worked five plants Sat- 
urday, against three in the preced- 
ing week. It thus has pulled farther 

(Continued on Page 57, Col. 1) 
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NADA Seeks U.S. Help 
To Combat Bootlegging 


Phantom Freight 
Put Up to FTC 


Justice Department 
Is Also Consulted; 


Local Action Grows 


a has gone directly to the 
Federal government for help in 
its battle to wipe out new-car boot- 
legging, Executive Vice - President 
Frederick Bell revealed to AvurTo- 
MOTIVE News last week. 

Bell said NADA officials were 


, 


WN 


discussing the situation with both 
the Department of Justice and 
the Federal Trade Commission. 
The next phase of the NADA 
program, Bell said, “will involve 
action by manufacturers and by 
Government.” 

He added that one of the points 
brought up in discussion with FTC 
was the “phantom freight” situ- 
ation. He said NADA believes the 
freight differential on new cars is 
a basic cause of the trouble. 


* * * 


| were other developments 
last week in the war on boot- 
legging: 

1. James Moore, NADA general 
counsel, returned to Detroit to con- 





Washington Show a ‘Best Seller’'— 


Charles C. Freed, president of NADA, holds up the winning ticket for one of the 
five cars given away at the 25th auto show in Washington. At the microphone is 
Curt McCalip, show chairman. Directly behind Freed is Mike Murphy, show manager. 
Archie Connor, chairman of contest judges, is a right. The show drew 122,000 com- 
pared with 166,000 in 1953, but was called the best “selling” exposition in history. 





Used-Car Price Index Up 
Ist Time Since Dec. 14 


, the adjustment in the index which 


By Bob Lienert 
Staff Writer 

IHE wholesale used-car market 

was jacked up last week by a 
lusty gain in the average overall 
price. 

The Automotive News index 
went up $7 to $887, Aside from 


How Dealer Profit Picture Changed in'53 


‘Volume Group I ......... 
Volume Group H 


Mae 


At the End 
of 3 Months 


Gross Operating 
Profit Profit 


16.9% 39% 
17.0 4.4 
17.3 5.2 
18.2 5.6 
17.1 4.4 


At the End 
of 6 Months 


Gross Operating 
Proiit Profit 


15.7% 4.2% 
16.8 4.4 
17.2 4.8 
16.8 5.2 
16.3 44 


(See Story, Page 2) 


At the End 
of 12 Months 


Gross Operating 
Profit Profit 


14.6% 1.9% 
15.5 2.2 
15.9 2.6 
16.2 3.2 
15.2 2.2 


At the End 
of 9 Months 


Gross Operating 
Profit Profit 


16.2% 4.3% 
16.8 4.3 
17.0 44 
16.8 4.7 
16.5 4.3 


Grouns are based on 1953 retail deliveries as follows: Group I, 1 to 149; Group II, 150 to 399; Group III, 400 to 
Group IV, 750 or over. The figures are not for the individual quarters, but are cumulative up to the end of eack period. 





was made at the time ’54s were 
added and ’46s were dropped, that 
was the first increase in the aver- 
age price since Dec, 14—and the 
biggest advance since Aug. 17, | 
1953. 
The ’54s last week increased $44 
to an average of $2,192 — which 
more than made up the $41 loss 
they had suffered the previous 
week. The price on '54s was the 
highest reached for that model since 
they were first included in the in- 
dex report. 
x * * 
Tee next biggest increase last 
week came at the opposite end 
of the list — ’47 models — which 
gained $20 to push the price to $242. | 
(Continued on Page 57, Col. 3) 
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Hoffman Blames Makers 


Paul Hoffman, chairman of the 
board of Studebaker, blames over- 
production for bootlegging. See 
story on Page 2. 


fer with auto makers 
problem. 

2. Chicago dealers took steps 
to bring about full enforcement 
of the Illinois law on licensing of 
dealers. 

3. At a special meeting, the 
Missouri Automobile Dealers Assn. 
put full blame for bootlegging on 
the factories. 


4. Ohio’s Gov. Frank Lausche 
ordered State officials to crack 
down on bootlegging there. 

* + + 


on the 


oe moved quickly last week 
following conferences with 
manufacturers by President 
Charles C. Freed, Bell and Moore. 
The trio had talked the previous 
week with the presidents of 
General Motors, Ford, Chrysler and 
Nash. Talks with the top manage- 
(Continued on Page 10, Col. 1) 


Mobilgas to Stage 


Economy Run 
se 

Starting Apr. 5 

OS ANGELES.—The 1954 Mobil- 

gas Economy Run will start 
here Apr. 5, according to R. L. 
Minckler, president of the spon- 
soring General Petroleum Corp. 

The three-day test, which ends 
in Sun Valley, Id., will be con- 
ducted under the supervision of 
the American Automobile Assn. 
and is designed to prove the 
economy potential of automo- 
biles. 

“The average car delivers about 
15 miles per gallon,’’ said 
Minckler, “which is well under 
the par which the automotive in- 
dustry believes can be reached by 
better driving practices.” 

* * * 


T IS ESTIMATED that 1,800,- 

000,000 gallons of gasoline could 
be saved annually if the nation’s 

(See ECONOMY RUN, Page 8, Col. 5) 


Top Cars 


New-car registrations in all 
states for January. 
1954 Pos. Make 

1—82,233 Chevrolet 
2—81,413 Ford 
3—33,362 Plymouth 
4—24,655 Pontiac 
5—23,360 Mercury 
6—23,679 Buick 
7—13,777 Olds. 
8—11,583 Dodge 
9— 9,033 Chrysler 
10— 7,884 Stude. 
1l— 6,964 DeSoto 
12— 5,784 Nash 
13— 4,094 Packard 
14— 3,219 Cadillac 
15— 2,941 Hudson 
16— 2,669 Lincoln 
17— 1,404 Willys 
18— 479 Kaiser 
19— 160 Henry J 1,302—19 
1,595 Misc. 2,812 
Total All Makes 

340,788 386,221 

For further details, see page 
49, today’s issue. 


1953 Pos. 
69,933— 2 
76,617— 1 
47,002— 3 


26,845— 4 
19,831-—— 7 
26,102— 5 
18,798— 8 
21,604— 6 
11,702—11 
11,704—10 
9,356—12 
12,763— 9 
6,450—14 
8,118—13 
5,316—15 
2,929—17 
4,416—16 
2,621—18 
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Blamed in Dealer Profit Dip... 


Rise in U. C. Losses 


CCUMULATED losses on used- | 
car operations were blamed last 
week by NADA'’s business manage- | 
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The average profit for 1953 was, dealers averaged a profit of $22 on 
reported by NADA to be 2.2 percent, | each used car. 
compared with 3.6 percent for 1952. The used-car profit slump be- 
In 1953, the final figures for the; gan in the second quarter but be- 





ment committee for 1953’s sharp 
slump in operating profit for the 
average dealer. | 





loss of $45 on used ca 


How Dealers Fared in’ 


year showed an average per-unit| came most marked in the final 


rs. In 1952, 


53 


On Expenses, Profits 














Eprror’s Note: The following figures are taken from NADA’s latest per-unit loss had increased to it 
“Operating Averages for the Automobile Retailing Industry. '$11 for the nine-months period. : [ . = beet 
Overallowances during the last | pale cae 6 Ps a a consisting of PowerFlite automatic trons an 

° ¢ - mission an -horsepower PowerFlow engine, as it is conveyed to the chassis fin. 

, c Before Taxes. 1952 three months of the year were of |! : : : © chossis line 
Operating Pr rfit peianmaiie of such tremendous proportions that in aa ag John P. aaa i, teak a 2 and William J, Bird, Pd 
Total Sales the final figures for the entire year | 9°" sees manager. According fo Miymovin, a deluge of telegraphed deci 
Pet. Points || showed an average per-unit loss of orders” made it necessary to put a second assembly line into operation. ere 
year por tone, || $45 on all used cars sold,” NADA 5 | woe 
*VOLUME GROUP I said. Hi S B tl T 
Ross PROFIT 14.6% is How the used-car situation tied O man ays 0Oo Cg: s ing sior 
Selling Expense ....... ree ase in with the overall profit picture ow 
Sree eee : 12.7% 0.4% is reflected by NADA figures which * 
OPERATING EXPENSE 1.9% 1.5% showed that operating profit aver Is ue to very] production 
OPERATING : ; 5% z 
by ROT 15.8% 2.1% | aged 4.4 percent for the first three : 
Selling Expense 2.0.0.0... 3.9% 0.3% | months, held at 4.4 for the first half KANSAS CITY. — Bootlesgi os 
9.4% 0.4% ‘i ’ gging o there will be bootlegging or dis.| ™ 
ee eee 13.3% 0.7% canals Gaon. Oe 8 Ser Che SO) ow cars is the direct result of| counting and we will continue in| % 
OPERATING PROFIT 2.2% 1.4% B ; . . | overproduction, Paul G. Hoffman,| a mess. ye 
VOLUME GROUP III ut such heavy losses were sus hai f the b ‘s Ne 
GROSS PROF'T ..... 15.9% 2.3% tained in the final three months |Ch4irman of the board of Stude-| “No one can tell how many can cis 
Selling Expense ........... 4.3% 0.2% of 1953 that a nine-month operat- | @Ker, said here last week. will be sold in 1954, because psycho. 
Soetee Sinan eer nennreee ia rere 13.3% "12% ing profit of 4.3 percent was sud- “Production must be brought | logical factors do have a substan H 
OPERATING PROFIT . 2.6% 1.1% | denly reduced by nearly 50 percent ae with an i See noe “~ because we do na] re 
VOLUME GROUP IV jh , | at year’s end. s @ speec ore a jo now how fast we can reestablish 
2% -1.8% a : “- 
aan a... "43% 40.1% | “If there is still an automobile meeting of the Chamber of Com- | effective merchandising and creatiy - 
Operating Expense 185% —0.8% |dealer left in the country who| merce and the Motor Car Dealers salesmanship. a 
po a sa "11a doesn’t know that competition has| Assn. of Greater Kansas City. “As “The auto industry,” Hoffmar| po, 
Ena AL. GROUPS. (Continued on Page 51, Col. 1) long as there is overproduction, | said, “is paying a terrific price be. de 
VOLUME GROUP V a cause we have overproduced ani 
= foe en aoa undersold. But now is the time tp . 
: 6% = + turn a page in the book and 
es © 45 || Bad-Check Ring Exposed | ian itrm 
TOTAL EXPENSE ia ~~ 133 “tee ad- ec ms xpose the obvious remedy—that of limi 
OPERA vind saeesenes 2.2 “1.4% ing production. 
* s b d 1953 deliveries of new cars and trucks as follows: ‘ ‘ - on i a ove 
Group I, 1 to 149; Group II, 150 to 399: Group III, 400 to 749, and Group IV, ‘Buyer’ Bilks Dealers, Hides Behind Ga. Laws; Under no circumstances,” by 
750 and over . urged, “should any factory eve we 
and ov ’ 
; FBI Prepares to Crack Case ship a sin Co, 
gle car to a dealer un 
Tole mai 
s ; th 1 
Used va ee i _— By Tom Hewitt south to recover his cars, for coal ‘terthecmere teoaaael for 
Selling Price Unit Sales Per Used Per Used as wae ; which he still held the titles, he| must resist the temptation to urge| °™ 
Per Unit, to New, Unit Sold, Unit Sold, tye story of a bad-check ring,| was told by a detective: “If you dealers to sell cars even at a los 
Year 1953 Year 1953 Tas 86ers which preyed on Detroit and| wanted to take a worthless piece| to maintain a position in the indus. 
Volume Group To... $815 1.9 = = Chicago new-car dealers and hid|of paper (the check), that’s your | try» ‘ 
iiuse Gen i! ........ os 2 ia $15 behind Georgia's laws, came to/tough luck.” = | The one dmpentant gabe 
Volume Group IV oo...cseccccseeeeee- $754 0.9 $73 $33 light last week as the Federal he Detroit dealers were swin- , 7 
Industry Average ©... $816 4.6 es aa Bureau of Investigation prepared| dled by a man representing him- ey fReptrgrn” F to Hoffman one 
Pet. of to crack the case. | self as J. T. McDonald, of Chat- pom = a fodenier a a pore = 
No. Days’ Average Cost Used Units ° tanoo a, Tenn., whose checks were ’ e ° 
Ss eae SOO Oe SEES eee eae Se onoantad because he was taken to| i™& Program that will give its deal-| forr 
Inventory In Inventory 30 Days bad checks, took them to ers an opportunity to earn money. | pre 
12-31-53 12-31-53 or Longer Georgia and sold them without |e 4 southern buyer. 7 . the 
Volume Group I _ or as titles. * ¢*¢ *¢ Profitless prosperity on the part pa 
Yotune Groep iil 26 $719 50.1% When one of the Detroiters went ao Pa = wba os checks < a hee crepe G 
Vol G Vv 3 $646 48.1% — ere return no ac- 
iadesies avaene 3 40 $702 57.5% .% count,” it was recalled that Mc- the manufacturers, and an anemic} Vice 
N ash Conditioner Donald was known not as a buyer| industry,” he said. age! 
Parts Sales . but as a driver for others. Hoffman deplored what he de- aim 
(Accessories Not Included) Priced at $395 3 Losses were suffered by Gib | scribed as a lack of balance be- | PU 
Percentage of No. Months’ i a A - i a. ‘oa —_ tween production capacities and - 
Gross Profit Supply in cars valued a 000; Jerry (See HOFFMAN Page 58, Col. 4 
Se le” CS 1931-03 ‘Tarnever Available in P ril Bielfield Co. (Ford), four cars, ~ ee 
er New Un ear ear -31-55 ; “ 

Sold, 1953 1952 1953 DETROIT.—Nash’s new All-| $5,500; Tom Bowden Chevrolet, : he 
ices dienes ccna 28.8% 29.1% 6.2 1.9 Weather Eye air-conditioning sys- Inc., two cars, $2,250; George Chrysler Obtains thr 
Volume Group II _.......... $300 29.3% 29.4 % 5.2 2.3 tem will be priced at $395, includ-| Motor Sales, Inc. (Studebaker), tin 

oe a ; 8 : 100-Y L 
Volume Group IV : 3208 25.8% 28.2% 45 2.7 ing Federal tax, it was announced SS Pl en -rear Loan vag 
industry Average ........ $932 28.4% 29.0% 5.2 2.1 last week by H. C. Doss, sales vice- , ” » 1150, ane T 
; ident. and Gene Wallace, Inc. (DeSoto- M 
Cus Lab sales reais . : " he J Plymouth), one car, $1,875. Of $250 illion = 
ustomer Labor Sales sale peice ett dr ~ — Lawless was one of the dealers| DETROIT. — Chrysler Corp. his} q. 
Average Percentage of ce ennat heating and sentnating |Who did not know McDonald. His| arranged for a 100-year loan | oF 
_ Sales Per Gross Profit without heating and ventilating, a Wood $250 million from Prudential Ir 
New Unit Sold to Sales | nearly twice the cost of the Nash a : ‘gd cogent, Met A oe ae surance Co. of America. & =I 
Year Year Year system,” Doss said. “The lowest-| S00, Was suspicious an oA ; . Velo 
pasa — pe priced competitive unit sells for checked with Lawless. Lawless cues lank week alters ing 
Volume Group I we $268 38.3% 38.6% ; ; | called two other dealers and they| meeting of the Chrysler board tim 
3 ¢ % $594 for cooling only, with an addi- 5 ; 
a om tT $211 18.0% 16.4% tional $79.58 for the heater, for a told him that McDonald was/ directors. 
Volume Group IV |... a ae 47.8% 49.0% || total of $673.58.” ; (Continued on Page 57, Col. 3) | +L. L. Colbert, president, statel 
Industry Average scaeniigiagniaeatioe $240 42.0% 41.6% that, among other purposes, the 


Total Service Sales 


(Includes Labor, Parts and All Other Service and Stockroom 


Sales, Except Accessories with New Vehicles) 


Average Percentage of | “As time goes on,” he said, “you ns ital 
nF -4-J Ces Ses swenvieo can expect even lower prices from 5 am. 
New Unit Sold to Sales Absorption ” Ch : cm otes to 
Year Year Year Year Year Nash. rysler will issue n iat 
1953 1952 1953 1952 1953 Mason added that he was not Prudential at 3% percent inte 
Volume Group I wu. $918 30.9% 31.0% 62.1% 59.4% opposed to selling the unit to Proceeds of the loan are to 4 
Volume Group II sivees’ 34.5% 33.1% 59.3% 54.3% competitors, but pointed out that received by Chrysler in installment! 
Volume Group III . $605 35.1% 35.3% 60.7% 58.2% . ’ rong Id over a three-year period 
Volume Group IV $502 33.4% 35.4% 63.5% 59.4% there is no reason why they cou ; 
Industry Average ... 774 32.5% 32.3% 61.3% 57.9% not make similar units themselves. July 1. 


*The percentage of operating 
profit from all service and parts operations. 
selling (or variable) expense from total expense. 


To find operating expen 


(or fixed or semi-fixed) expense covered by gross 


se subtract 


Ratio, Departmental Sales to Total Sales 


te Gi is Cienmieities nro Rambler models later, he said. _ Conversion in 1962, wl 
and Trucks Vehicles and Parts Sales The only one in the industry to in a cost to Chrysler for 
Year "iow Year wae combine cooling, heating and ven- a and expenses equivalent to 4 
1953 1953 1953 1953 tilating in a single integrated air- Boi Ofi percent public bond issue maturing 
Volume Group I -scccccccsssseesessnnseseeeee 50.0% 30.2% 18.3% 1.5% conditioning unit, the Nash system | 80/Se cers— in 25 to 30 years. 
Volume Group II_ . 55.0% oe ee 1.7% operates by a single knob control.| New leaders of the Boise (Id.) Automo- Chrysler has had no funded de 
fa dees = — en 20.1% ae oc It weighs less than 125 pounds and| bile Dealers Assn. are (from left), Jack| Since 1935, when the last of 
Industry Average 53.6% 28.0% 16.8% 1.6% is mounted forward of the instru-| Maxwell, vice-president; Fred Killge, secre- | debentures assumed in the 


quarter of 1953. 
| “In the first quarter of 1953,” the 
| committee said, “dealers collectively 
| were able to mark up a gross profit 
| of $16 per used unit on their used- 
car operation. At the end of six 
| months, this profit had been wiped 
out and the combined figures 
showed a per-unit loss of $7. 
* * * 


“AT the end of September this 











George Mason, president, told 
newspapermen that Nash has taken 
air-conditioning out of the luxury 
class, opening up the possibility of 
large volume. 


The Nash unit, as factory-installed 
optional equipment, will be avail- 
able during April production of 
Ambassador and Statesman models, 





Doss said. It will be offered in 


ment panel. 





fary-treasurer, and Rynd Miller, president. 


Plymouth Gets Started on PowerFlite— 





















loan would finance expenditure 
for expanding and modernizing 
facilities and improving producti 
ity, including further automatiot, 
and would provide additional work 


Any time after Jan. 1, 1962, th 
notes can be converted by either 
party into 20-year notes, with 
annual sinking-fund payments 
with a reduced interest rate. 


SEPP PPP FOF F eS SSTESSo2r rer i= 





of Dodge in 1928 were paid off. 









on’s Note: While John Munn 
vacation, this space will be 
by a history prepared by 
of the early days of the 
when he was a Willys- 
i executive. 
Be . oe. @ 
Willys Buys a Home 
1910 licorice was an important 
item of trade. The market had 
been cornered by A. B. Tillinghast, 
an industrialist in Toledo. The mar- 
line! cet broke and Tillinghast lost a 
tir,| sequtiful home which he had just 
” erected at Bancroft St. and Robin- 
—| wood Ave. in Toledo. 

The beneficiary of this new man- 
sion was John Willys who was just 
moving to Toledo. 

In this home, Virginia, the only 
Willys child, was born. But the 
Willys fortune was expanding so 

that this beautiful home 

did not long suffice. Within a few 
years Willys moved his office to 
New York City where his finan- 
cial transactions took place. 

He bought and lived in a million- 

\ dollar estate at Oyster Bay, N. Y., 
which was at that time a popular 
residential district. He had erected 
for himself and spent much time in 

a forty-room palace at West Palm 

| Beach, Fla. He spent many seasons 

‘| abroad including service as a U.S. 

ambassador in Poland. 
The Overland manufacturing suc- 

.| cess was so conspicuous that Willys 
was beseiged on all sides to take 

over kindred enterprises, one of the 
first being the Russell Motor Car 

Co, at Toronto, which furnished 

manufacturing facilities not only 
for the Canadian trade but for ex- 
port to commonwealth countries. 

* * * 


Car Exports in 1910 


AS EARLY as 1910, many cars 

were exported, Australia being 
| one of the leading automobile im- 
-| porters. Distribution in Australia 
-\ was taken over by E. G. Eager, a 
-| former Toledo resident, who had 
ey.| previously met success handling 
the Hupmobile contract for that 
country. 

George W. Bennett, the original 
vice-president, was general man- 
ager, All departments were under 
him— manufacturing, engineering, 
purchasing and finance. 


It has been said many times 
that the great Overland plants 
his monument even though 


rans 
line: 





The day before his death he had 
visited the Garford plant at Elyria, 
and had killed the Garford car. 

ord cars were originally made 
and sold through Studebaker Corp. 
The Garford had just been de- 
Veloped by Carl Neeracker, a lead- 
ing automobile engineer ‘at that 
time. It was a high-priced car and 
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; Dealers tell me 


By John 0. Munn 


it was designed with one headlight 
in the center of the radiator. 
* * * 


Trucks Emphasized 


Alu car operations were canceled 
that day and the line of heavy 
trucks was to be emphasized. It 
wasn’t long before the Gram Motor 
Truck Co. of Lima was taken over, 
the Garford truck facilities moved 
to Lima, and the Elyria plant uti- 
lized for body building. 


To my duties was added the 
title of advertising manager for 
the Garford Trucks and Russell 
cars. Garford had few dealers. 
We instituted a campaign for 
truck dealers through the trade 
papers. 

It was immediately successful in 
signing sufficient dealers to absorb 
the entire output. Signing dealers 
through trade papers was the usual 
practice for most factories at that 
time, as compared with the present, 
when it is necessary for a factory 
to maintain large field staffs to 
accomplish the same result. 


John Willys was absent most of 
the time. He was in Europe even 
the first months after he arranged 
to take over the Toledo plants but 
his fortune was growing. 

+ * + 


Astounding Growth 
AM reminded of this financial 
growth during the first year be- 
cause Tom W. Warner told me that 
‘John Willys had offered him a 
quarter interest in Willys-Overland 
Company in the fall of 1909 for a 

quarter of a million dollars. 


He did not accept because he did 
not want to speculate. Warner felt 
that he knew the gear cutting busi- 
ness and a fortune from that source 
was more certain. 


But within a year John N. 
Willys owed Tom Warner more 
than a quarter of a million dol- 
lars, and Warner laughingly re- 
ported that he didn’t own a 
nickel’s worth of stock in Over- 
land. 


Within several years Tom Warner 
moved his equipment out of the 
Overland plant to a new building 
that has now become the Chevrolet 
gear plant in Toledo. 


Another indication of the growth 
of the assets is that before I was 
with the company three months 
there were rumors that an automo- 
bile manufacturing combination was 
to be formed (The United Motors 
Co.), the elements of which were 
to be Maxwell-Briscoe of Tarry- 
town, N. Y., Columbia of New Eng- 
land, Stoddard-Dayton and Willys 
Overland. 


$3 Million Offer 
To Willys Overland was to be 
taken in on the basis of a $3 
million valuation. 


Many years after this offer was 
made Willys told James Bentley, a 
Toledo contractor, that he regretted 
that he did not accept the $3 mil- 
lion offer and remain a person with 
one servant instead of becoming in- 
volved in the responsibilities and 
confusion of a great fortune. 


Within another year Willys was 
valuing his assets at $6 million. 
This information was given to 
Elbert Hubbard, a popular philos- 
opher of the day, who published 
the magazine entitled, The Philis- 
tine, in which appeared a series 
entitled “Little Journeys to Homes 
of Great Men.” 

Hubbard wrote a history of Willys 
which contained a reference to his 
$6 million assets. Arrangements 
were made by Willys, unknown to 


‘the advertising department, to pur- 


chase at 10 cents a copy 100,000 
copies of The Philistine issue in 
which the Willys article appeared. 

It was to be the job of the adver- 
tising department to sell them to 
dealers. We attempted to do so but 
the response was nil and we finally 
got rid of the magazines by tying 
them in bundles of 25 each and 

(Continued on Page 48, Col. 4) 





Chicago Dealers Scan 


Ad, Bootleg Problems 


CHICAGO.—Dealer reaction to 
a series of area meetings held 
by the Chicago Automobile Trade 
Assn. was favorable, according to 
the association. 

Each of the three meetings 
was attended by approximately 
100 dealers who discussed the 
group’s program on bootlegging, 
misleading advertising and fi- 
nance legislation. CATA Vice- 
President Charles Hermanek pre- 
sided at the meetings, while the 
presentations were made by 
Edward L. Cleary, general man- 
ager, and Seymour M. Lewis, 
general counsel. 





Open Houses Score in East. . . 
Detroit Show Draws 


Record 280,341 


By Bob Lienert 
Staff Writer 
RECORD-SMASHING crowd 
of 280,341 visitors had passed 
through the turnstiles when the 
Detroit Auto Show closed last week 
after a nine-day run. 

The former record of 134,753 
visitors had been set in seven 
days in 1940—the last previous 
show in Detroit. Prior to the 





J 


North Carolina Gets Behind Car Inspection— 


Gov. William Umstead of North Carolina 


hands his official indorsement of a volun- 


tary safety inspection plan to Thomas A. Williams, Greensboro dealer and chairman 
of the Carolina Safety League. Shown (from left), are Bessie Ballentine, secretary- 
treasurer of the league, and McAlister Carson, vice-chairman. At right is Motor Vehicle 


Commissioner Ed Scheidt, a league director. 


* * . 






RALEIGH, N. C.—A program to 
promote the mechanical safety of 
motor vehicles on the streets and 
highways of North Carolina will be 
launched this spring. 

The campaign was started by 
the North Carolina Automobile 
Dealers Assn. When representa- 

tives of government, the motor 
fuel industry, the insurance 
business and motor clubs ex- 


formed to promote the program. 
It has been indorsed by Gov. 
William B. Umstead and Motor 
Vehicle Commissioner Ed Scheidt. 
The actual inspection of cars, 
which will be done free in the 
service departments of NCADA 


NADA Appoints 
Hoitsma to Guide 
Sales Development 


WASHINGTON.—Appointment of 
Ralph K. Hoitsma, veteran figure 
in the field of sales and personnel 
management, to 
the staff of the 
NADA was an- 
nounced last 
week by Fred- 
erick J. Bell, ex- 
ecutive vice-presi- 
dent. ; 

Hoitsma, whose 
appointment will 
be effective to- 
morrow (March 

; 9), will work in 
R. K. Hoitsma the development 
of sales and merchandising 
programs. 

Hoitsma has resigned as assist- 
ant to the industrial relations di- 
rector of Standard Oil Co. of Ohio. 
In this position, he worked with 
management in the marketing de- 
partment and, in addition, had a 
one-year special assignment to de- 
velop, install and run a program of 
management development for 12,000 
in the company’s employment. 

During World War II, Hoitsma 
was assistant director of civilan 
personnel for the Army. Prior to 
this, he had served as general sales 
manager of Fuelane Corp., Liberty, 
N. Y. 





In ‘the 1920s, Hoitsma was a car 
salesman in Torrington, Wyo. 


Dealers Spark Car Check 


North Carolina Group Successful in Selling State 
On Need of Inspection Program 


. * . 





members, is expected to begin 
sometime in April. 

Cars and trucks will be inspected 
as to brakes, steering, lights, 
horns, mirrors, windshield wipers 
and tires according to rules set 
down in a manual which will have 
official approval. Vehicles found 
safe, or which are made safe 
following discovery of mechanical 
defects, will receive a windshield 
sticker. 

The North Carolina Legislature 
passed a mandatory inspection 

law in 1947, and the State set up 
inspection lanes throughout the 
counties. But the system drew so 
much criticism that the next 
Le repealed the law as 
one of its first acts. Since then, 
several bills have been introduced 
to provide a new form of man- 
datory inspection, but none have 


The plan of the Carolina Safety 
League, according to its chairman, 
Thomas A. Williams, a Greensboro 
dealer, is to promote the voluntary 
inspection of autos in garages des- 
ignated as inspection stations. 

Other officers of the league in- 
clude McCalister Carson, Charlotte, 
vice-chairman, and Bessie Bal- 
lentine, Raleigh,- secretary - treas- 
urer. Directors are Scheidt, V. E. 
Fisher and J. W. Ragsdale, all of 
Raleigh, and T. E. Pickard jr., 
Charlotte. 


On the House . 


1954 show, it was expected that 
250,000 would attend. 


M. T. Patterson, general chair- 
man of the show for the sponsor- 
ing Detroit Automobile Dealers 
Assn., termed the exhibit an un- 
qualified success from every view- 
point. He apologized to the throngs 
who were turned away at ticket 
offices on orders of the fire mar- 
shal and said that future shows 
in Detroit would be open for 
longer periods. 

* * * 


) iy THE New England area, heavy 
sales were produced by tradi- 
tional dealer “open house” observ- 
ances held in Hartford, Conn.; 
Worcester, Mass., and Boston. 


These open-house affairs have 
for years taken the place of formal 
shows in many cities in that area. 

The Hartford Automobile 
Dealers Assn. reported that on 
the single day of the open house 
276 new cars worth $765,000 and 
152 used cars worth $150,000 
were sold. 

In the Hartford affair, each 
person who bought a new car re- 
ceived a weekend for two at New 
York’s Waldorf-Astoria Hotel, plus 
radio and television tickets and 
rail transportation to and from 
New York. 


Special sections and news cover- 
age appeared in the Hartford 
papers in promotion of the event. 

* * a” 


N BOSTON, participating dealers 

estimated that 20,000 visitors 
crowded showrooms in Boston and 
Worcester. One Boston dealer re- 
ported 100 sales, about evenly di- 
vided between new and used units. 

Special awards were given by 
the Worcester New Car Dealers 
Assn. They included an _ all- 
expense trip for two persons to 
Miami Beach, four television sets 
and 20 electrical appliances. 


The Boston Chevrolet Dealers 
Assn. gave away a new car. 
Novelties and refreshments were 
free at all dealerships. 


The Boston affair was promoted 
by 20-page newspaper sections. 

Hartford also presented a formal 
show of antique and sports cars at 
the State Armory, with 60,000 
visitors in a five-day period. 


Though few sales resulted, pro- 
moters said publicity, not sales, was 
the main object of the show. 

cd * oo 


RECORD crowd of 22,000 at- 

tended the three-day show at 
Lowell, Mass., which was sponsored 
by the Lowell Automotive 
Merchants Assn. and the Lowell 
Exchange Club. 


Participating dealers reported 
that more cars were “sold from 
the floor” than last year. 


The auto show featured special 
vaudeville acts, and prizes con- 
tributed by dealers, other 
merchants and utility firms, were 
given away. 

The* Canadian National Motor 
Show closed a_ successful run 
Saturday (March 6) with attend- 
ance approaching 150,000. On dis- 
play were 200 cars and trucks. 


Is there a legion of phantom cars roaming the nation—thousands 


of new 1954 models which’were 


never registered as new cars; in 


some cases not even titled? Will Chevrolet or Ford—or for that 


instance, 


would have to 





face severe penalties . 
tect their new-car dealer sources, used-car oper- 
ators would tend to sell the new autos as used. 

Therefore, the various secretaries of state and 
the statistical compilers are finding it difficult to 


matter any auto maker—ever be able to prove that 
it sold a definite number of new cars in 1954? 

‘All of this may be one result from the ram- 
paging new-car bootlegging situation .. . 
in some of the large. states, 


For 
sellers 


of new cars are required to have a state license; 


therefore, used-car lots selling new 1954 models 


dispose of them as used cars or 
. . In other states, to pro- 


determine which are new cars and to register 
them properly. It is problematical whether these “ghost” cars ever 


can be accurately recorded. 


Pere Wemuorr, Editor, 
Automotive News 
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ow { |. Fair and equitable contracts between manufacturers and dealers in 
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Lack of Security Cited... 


A Salesman’'s Side 


gee publication of a survey on auto salesmen’s current 

selling habits, or lack of ’em, AUTOMOTIVE NEWS has 
received many letters pro and con on the subject. Most of 
the letters from salesmen merely denied the allegations or, 
if admitting some of the charges were true, offered no solu- 
tion or reasons. 


But up steps Murray P. Zealor of Wayne, Pa., with some 
pointed paragraphs on the situation. Here are a few. of 
Mr. Zealor’s comments which should interest all dealers: 


“Has it ever been. defined what a dealership offers a 
salesman?” Mr. Zealor asks. “There is usually but one 
answer, and that is money, and little of that today. There 
is rarely security and promotion; advance in pay is also 
rare; ownership or partnership is remote. And where is the 
agency that does not have a son, or brother, who assumes 
any position worth fighting for? 

“The only item one can look forward to as an automobile 
salesman is money, and there is more in the world than 
money. 


“The modern automobile market for the most part does 
not want salesmen. The common complaint is that salesmen 
are order-takers. Dealerships are causing this. People in 
today’s market are dollar-conscious. They are not interested 
in the product, nor how much the salesman impresses them 
. .- A salesman is faced by dealerships that are satisfied 
with a profit of $25 to $100 a car, and some are satisfied 
with the profit on financing and insurance. 


“It does not take salesmanship to give a car away. When 
the dealer is ready to earn a fair profit on his investment, 
then a salesman can sell. The excessive discounting, whole- 
saling of every decent tradein, and the snagging of deals 
by the house are more items that discourage salesmanship.” 


Events 


Dealers Auto Shows 


March 7-10—Evansville Automobile Show, 
Evansville , Evansville, indiana. 
March 11-13—Charlotte Automobile Show, 

Radio Center, Charlotte, N. C. 

March 13-20—Rochester Auto Show, State 
Armory, r, New York. 

March 13-2i—Chicage Auto Show, Inter- 
national Amphitheater. i 
arch a Aste Show, Lewis- 
ton e 

March 27-28 — Kansas Automobile Show, 
Hutchinson Sports Arena, Hutchinson, 


Kansas. 

April 3-11 —Quad-City Autorama, Rock 
Island Armory, Rock Island, Illinois. 
April 19-25 — Denver Auto Show, Denver 

Municipal Bidg., Denver. ; 
April 22-25—Sioux City.Automobile Show, 
Municipal Auditotium, Sioux City. 
May 22-3! — Indianapolis Custom Auto 
hoe. Manufacturers Building, Indiana 


t i e 
State Fairgrounds e . 


Dealers Conventions 

March 8 — Louisiana Automobile Dealers 
Association Convention, Roosevelt Ho- 
tel, New Orleans. : 

March 24—Rhode Island Automobile Deal- 
ers Association, Sheraton-Biltmore Hotel, 
Providence. 

March 29-30—lowa Automobile Dealers 
Association Convention, Hotel Fort Des 
Moines, Des Moines. 
jarch & Leng Island Auto 

lers Association Convention, Hotel 
Granda, Brooklyn. k 

April 15-l6é—Automobile Dealers Associa- 

a nn 
o! ndianapolis. é 
May 3-4—IIlinois Automotive Trade Associ- 


ation Convention, Leland Hotel, Spring- 
field, Ill. 


Hotel, Kansas Ci 
May 11-12 — Messechusetts 
bile Dealers Associeti 


Hotel Statler, Boston. . 
May 18-23— North Carolina Automobile 
Dealers Association Convention, Cruise 
to Bermude sboard the Queen of Ber- 


muda. 

May. 18-23 — Sosth Caroline Astomebile 
Dealers Associetion Convention, Craise 
to Bermuda aboard the Queen of Ber- 


muda. 

May 27-28—Michigan Automebile Dealers 
Association Convention, Paentlind Hotel, 
Grand Rapids. 

June 3-5 — Washington State Auto Deal- 
ers Association vention, Bellingham, 
Washington. ae 

June — Automebile Trade Association of 
eye ew Convention, Ocean City, 

a 


June Te Xvtomebile Dealer Associations 
of Ontario Cenvention, Sheraton Brock 
Hetel, Niagara Falls. — 

1 Asseciation 


= — Automebile Dealers 
e ne’ vreiele. Greenbrier Hotel, 
ite Sulphur s. 
Sept. 10-11—Celerado Automebile Dealers 
Association, Breadmoer Hetel, Colerado 


prings. 
— 12-14_New Yerk State Autemebile 
lers’ Convention, Saranac inna, Sar- 
anac, New Y. 


ork. 

Sept. 10-12— Maine Autemobile Dealers 
Association Convention, Semoset Hetel, 
Rockland, Maine. 

Sept. 19-20—Automobile Dealers Associa- 
tion of North Daketa, Convention, Far- 
go, North Dakota. 

Sept. 20-2i—Minnesota Automobile Deal- 
ers Association Convention, Nicollet Ho- 
tel, Minneapolis. 

Sept. 20-2i—Wisconsin Automotive Trades 
Association Convention, Hotel Schree- 
der, Milwaukee. 

Sept. 23-24—New Jersey Automotive Trade 
Association Convention, Atlantic City. 

Oct. 3-5—Autemebile Dealers Associati 
of Alabama convention, Bilexi, Missis- 
sippi. 

Oct. 8-9—Pennsylvania Automotive Asse- 
ciatien Convention, Haddon Hall, At- 
lantic City, New fe 

Oct. 10-12—Texas Automotive Dealers As- 
sociation Convention, Gunter Hotel, San 

Oct. 11:16—Georgia Automobile Desle 

° 'o| “a i rs 
Association faqvention, General Agle- 
Hetel, Savannah. 

Oct. [7-19—Tennessee Autometive Associa- 

tien Convention, Peabody Hotel, Mem- 


phis. 

Oct. 23-25—Arkansas Automebile Dealers 
Association Convention, Hotel Marion, 
Little Rock. 

Oct. 24-26 — Florida Automobile Dealers 
Association Convention, Hotel George 
Washington, Jacksonville. 

Oct.—Connecticut Automotive Trades As- 
sociation Convention, Hartford. 

Nov. 7-%—Ohio Automobile Dealers Asso- 
— Convention, Hotel Mayflower, 

ron. 


(Continued on Page 44, Col. 5) 


10 Years Ago... 


— AND, WITH SFRING, 
COME MQRE CROWDED 
HIGHWAYS , MORE ACCIDENTS, 
IF JHE TIREND CONTINUES, 


MORPABATHY % 
MILUONS OF inlets 
WITH MILLIONS OF NEW 
DRIVERS JOINING THEM ON 
THE ALREADY GLUTYED ROADS. 
WAKE UP AMER{A! 


‘Who Sold "Em? ...... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to 


letters but you may sign your name with the 


t it will not be 


assurance tha’ 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Dealer Speaks 

Your Feb. 8 issue carries a ban- 
ner headline reporting the sale of 
5,738,989 cars in 1953. 

On the same page appears an 
article entitled “Are Your Salesmen 
Really Selling?”. It has occurred to 
me many times during my 17 years 
as a new-car dealer that I would 
enjoy reading just once a comment 
by a self-styled sales expert that he 
had made a survey and had en- 
countered some good salesmen. I 
consider this article an insult to 
new-car salesmen generally, and to 
the intelligence of new-car dealers 
specifically. 

Were 5,738,989 cars sold in 1953 
by luck, by the grace of God, or 
by some good salesmen some 
place? Why does it never occur 
to the self-styled pollster that a 
savvy new-car salesman can 


The Big Story 


Tightened controls over the rationing of new cars were announced 
by OPA, but the number allotted for sale to civilians in March—10,- 
000 vehicles—is the same as in February ... Traffic deaths in the 
U. S. in January totaled 2,330, or 30 percent more than in January, 
1943, but 18 percent fewer than in January, 1941, and 27 percent 
fewer than in January, 1942 . . . Rationing quotas on tires and tubes 
for March show a slight increase over February. OPA fixed the 
tire quota at 691,025, an increase of 45,975 over February ... Ad- 
vocating a return to the steam car, E. R, Harouff, of Kansas City, 
said: “The life of the steam car is much longer than the gas car, 
and the upkeep and repair are much less also. It has been shown 
that a 15-horsepower steam car will do what any 25-horsepower gaso- 
line car of equal weight will do, and at half the cost for fuel alone” 
. . . Personal income in December aggregated $13,460 million, the 
highest monthly total on record. Total income in 1948 was estimated 


at $142 billion. 


From the Files of Automotive News. - 


smell a faker and prefers not te 
waste his selling efforts? 


Does he realize what it would} 


selling pitch to every walk-in, with 
no attempt at qualification? What 
would the salesman have left for 
the real buyer? 

As for his description of ¢ 
ing techniques and general 
men demeanor, I sincerely believe 
@ great exaggeration exists. The 
great majority of new-car salesmel 
at established dealers are well 
trained, hard-working and know 
their onions. If not, how come 
738,898 sales?—Wakrren Bices (St 
debaker), Los Angeles. 


More Outlets? 


One dealer here (Springfield, Mo) 
told me that he thought his next 
statement would show a loss fot 
the first time in 13 years. I 
all dealers are a little afraid 
what is directly ahead, but feel t 
as soon as the dealers in one or 4 
lines get enough guts to - 
factories when they have 
things will change somewhat. 

There is lots of bootlegging going 
on here, which should be stopped. 
It looks to me as if a couple @ 
factories are just egging the — 
legging of their cars along, 


the idea that they can get just G8) 


many more outlets for their 
without the responsibilities ¥ 
involved. i 

The thing that looks bad, thou 
is that every bootleg car starts 
a franchised deal er.—Spai 
DEALER. i 


e 
Salesmen DO Work’ 
No one has ever bec: more. 
terested in seeing the 2ut 
dealers get back in “°¢ 
groove than I have, a. the @™ 
(Continued on Page 4. “ol. 1). 
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MR. CARLSON, UNIVERSAL C.I.T.'s 
PLAN 1S THE BEST way TO BUY 
YOUR CAR. THEY'VE FINANCED 
OVER 14 MILLION CARS! 
LET ME SHOW YOU ONE 

OF THEIR CONTRACTS. ag 


MR. | YOURE REALLY / COME TO THINK OF IT, | MAY 
PAYMENT. THE REST HES FINANCING HOT TODAY, | COOL OFF FAST! MR.CARLSON 
THROUGH UNIVERSAL C.1.T. GOT BOY. JUST MOVED TO TOWN. EVERY 
A PROSPECT FOR HIS CREDIT REFERENCE HE'S 
OLD CAR,TOO ! GOT IS IN DALLAS - AND 

a HE WANTS HIS NEW 

CAR DELIVERED BY 

4PM. TODAY. 


nal RELAX, LOU. I'LL CALL TED MATSON AT JUST GOT A CALL FROM 
UNIVERSAL C.I.T HE'LL CHECK UP OUR DALLAS OFFICE. ; 
Beas poi taae eee ; 7 CARLSON'S CREDIT ™ 
- Y IS FINE! | 
THAN ANY OTHER . , ey THAT'S WHAT | 


COMPANY, THEY CAN . 1x7"9 —3= x 

CHECK A CREDIT \-@Fey | | Yas 3 gy cot pet aa 
at +a i, | | MAKE DELIVERY ON 
void ee Se TIME , THANKS TO 
eres Z, | © UNIVERSAL C.1.T. 
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SAE Discusses New Auto Developments .. . 





Power-Bred Problems 


Tenia problems created by 
new, faster and more powerful 
automobiles were reviewed at a 
three-day meeting of the Society 
of Automotive Engineers held in 
Detroit last week. 

Among the problems discussed 
were the need for better driver 
control; stability in vehicles; 
safety; valve lubrication; painting, 
and car shake. 

Delegates were told that over- 
head valves in new V-8 engines 
have created problems of wear, 
scuffing and spalling, which in- 
crease the severity of lubrication 
requirements and whose solution 
may necessitate some changes in 
material. 

H. A. Ambrose and J. E. Taylor, 
both of Gulf Research & De- 
velopment Co., reported troubles 

are eased when valve lifters are 
fabricated from hardenable irons. 

They warned that spalling and 
antiwear characteristics of lubri- 
cating oils must be _ evaluated 
under a variety of operating con- 
ditions, and explained that both 
wear and spalling appear to be 
significantly greater with low- 
viscosity oils. 

. 


W. HAVELY, C. A. Phalen 

* and D. G. Bunnell, of Shell 
Oil Co., said valve-train lubrication 
is difficult because of the wide 
variety of designs and materials 
currently employed in high-output 
engines. 

They quoted the results of tests 
of some 100 different lubricants 
as indicating that hardenable 
cast iron tappets may be pro- 
tected from scuffing by the use 
of proper lubricants, and added 
that phosphorous and _ sulfur- 
phosphorous compounds appear 
most suitable for use in motor 





Makers Urged to Adopt 


DETROIT.—Adoption of an in- 
dustry standard for muffler design 
has been recommended to all truck 
makers, the Automobile Manufac- 
turers Assn. said last week. 

The standard, which would apply 
to both original equipment and sub- 
sequent replacement units, would 
establish a maximum permissible 
noise level and an agreed method 
of measuring exhaust noise. 

The action originated with 
AMA’s motor truck committee, 
acting on the advice of its truck 
noise subcommittee. 
Recommended measuring proce- 

dure, using the Beranek - Armour 
equivalent tone method, was de- 
veloped by the Armour Research 
Foundation last year at the Illinois 
Institute of Technology, under terms 
of a grant from. the American 
Trucking Assns. 

A major advantage of the meth- 
od, the AMA committee said, is its 
use of commercially available in- 
struments. These include a high- 
quality magnetic tape recorder and 
microphone, a set of octave fiiters, 
ind means for acoustical calibra- 
* jon. - 

The proposed design standard 
calls for a maximum noise level 

| of 125 sones, with the sones meas- 

ured in each of eight bands cov- 
ering the frequency range from 
37 to 9,600 cycles per second, 
then added to produce the total 
of 125 or less. 

GMC was the first firm to come 
out with a muffler that meets these 
standards, incorporating it in the 
1954 models. Called the “Silent 
Power” exhaust system, the device 
uses heavier metals to deaden 
sound. 

The AMA committee pointed out 
that truek manufacturers have 
made significant advances in muf- 
fler design in recent years, but ex- 
pressed belief that adoption now of 
a standard method of measuring 
results would help stimulate fur- 
ther progress. 

At the same time, the committee 
emphasized that other promising 
methads of noise measurement 
may,fwhen thoroughly tested, pro- 
vide an even better standard. Such 
possibilities will not be overlooked, 
it said, 

The truck noise subcommittee, 


Standard Truck Mufflers 


Establish Maximum Noise Level 


oil formulations to prevent dis- 
tress of cams and valve lifter 
faces. 

They declared that no specific lu- 
bricants can be recommended be- 
cause in the overhead valve V-8 
engines there are seven different 
cam and tappet combinations, each 
probably requiring a different lu- 
bricant for complete satisfaction. 

i * * 


aceeatrr for speed in produc- 
ing automobiles has brought 
about many changes in paints, the 
meeting was informed by H. W. 
Redshaw and R. I. Peters, Ditzler 
Color division, Pittsburgh Plate 
Glass Co. 

They said that whereas in 
1923 automotive finishes were 
given 432 hours to dry, they now 
are allotted 45 minutes, which 
period covers all applications 
from bare metal to finish coat. 

Automation in spray painting 
has become a major objective be- 
cause many of the more than 25 
variables claimed to be involved in 
spray painting are subject to the 
action of the man who handles the 


Nashville Dealers 
Elect Gourley 


NASHVILLE. — W. H. Gourley, 
owner of Capitol Chevrolet Co., has 
been elected president of the Nash- 
ville Automobile Trade Assn. 


Other new officers are Lem. B. 
Stevens, vice-president, and Eugene 
L. Frazer, secretary-treasurer. 

Gourley, who succeeds Joseph B. 
Palmer, also serves as area chair- 
man for NADA. Recently he was 
appointed a member of the Chevro- 
let planning committee. 





Uniform Requirements, 





whose chairman is David C. Apps, 
head of the noise and vibration 


fy @t the General Motors 
‘ Ground, has prepared a 
re which explains evalua- 


tid@ of truck noise by the Ber- 
anek-Armour method. 


The brochure includes a descrip- 
tion of required equipment, as well 
as recommended operating proce- 
dure. It has been supplied to all 
truck manufacturers with a recom- 
mendation for adoption of the de- 
sign standard for all mufflers, 
whether intended for original equip- 
ment or replacement use. 







Aired 


gun, it was reported by R. E. Van 
Deventer, Packard Motor. VanDe- 
venter said the purpose is to es- 
tablish controllable mechanical de- 
vices which are_ reproducible, 
limiting hand-painting operations 
to around door and window open- 
ings. 
i @ * 

OOD roads, great power and 

high speed make the average 
driver less certain of safety and 
delays driver response, the parley 
was told. Comfort and fatigue also 
have become subtle but important 
factors. 

S. A. Lippmann, United States 
Rubber Co., Detroit, described de- 
velopment and utilization of a me- 
chanical method of measuring both 
car stability and transient tire 
forces more accurately than a 
human driver can record them. He 
explained that the driver custom- 
arily adjusts himself to the re- 
sponses of the car when it is oper- 
ating, adding that there is an enor- 
mous unexplored field for study in 
the relations of the self-adjusting 
system composed of the driver and 
the car. 

Engineers devoted an _ entire 
session to causes and cures for 
car shake, with emphasis upon 
the troubles of convertibles. 
Mark Garlick, Pontiac, advised 

the meeting that requirements of 
supports for radiator, battery, 
bumpers, engine mounting and 
shock absorber brackets merit at- 
tention, since elements not con- 
sidered related to structure are 
most likely to be sources of shake 
problems. M. Kamins and W. B. 
Love, Studebaker, reported that 
stiffened frame sections, stabilizer 
bars, and diagonally mounted shock 
absorbers have been found helpful, 
as has also the reduction of tire 
pressure. 

Max Ruegg, General Motors, de- 
scribed the design and use of 
laboratory apparatus for simulating 
car shake. 

* + = 
ave taxation of gasoline 
and engine power have forced 
British manufacturers to produce 
small, economical automobiles, the 
meeting was told. 


Engineer C. L. Goodacre, Clifford 
Motor Components, Ltd., Birming- 
ham, England, described how a 
taxation formula has limited the 
power of engines. A fuel cost 
equivalent to 54 cents per American 
gallon, he added, (of which 60 per- 
cent is tax) has imposed further 
handicaps upon technical de- 
velopment. 

He said British designers pre- 
fer engines with reasonably equal 
bore and stroke, overhead valves 
and liquid cooling. They custom- 

(Continued on Page 8, Col. 3) 





Studebaker Dealer Council Meets— 


In Los Angeles, a council of 13 Studebaker dealers representing the 
confers with factory officials. If was one of the first formal meetings of 










new sectional dealer councils. With their backs to the camera are H. S. Vanes. § 


baker president; C. K. Whittaker, executive vice-president, and Paul G, 
board chairman. The dealers around the table are Gerald Madren, 
Belcourt, Seattle; Afton Welch, Caldwell, Id.; Don Rasmussen, Portland, 
Schuktheis, San Francisco; Robert McAuley, Merced, Calif.; Clyde N. Young, 








Calif.; Roy J. Keller, Idaho Falls, Id.; Warren Biggs, Los Angeles; J. B. To nd: 
Diego, Calif.; J. D. Morris, Bakersfield, Calif.; Charles J. Ketcham, Las Veoos 


and David J. Bricker, Hollywood, Calif. 









New GOP Tax Plan Bars 
Cut in Auto Excises 


WASHINGTON. —The House 
Ways and Means Committee last 
week approved a Republican-spon- 
sored measure that would level off 
Federal excise taxes at 10 percent. 


Although the bill would reduce 
the annual intake from some 20 
excises by about $1 billion, it 
would cancel the scheduled Apr. 
1 cut in automotive excise levies. 


Automobile excises now are due 
to be trimmed from 10 percent to 
7 percent, and those on trucks, 
buses and automotive parts from 8 
percent to 5 percent. Under the 
proposed 10 percent ceiling, the 
automotive rates would remain 
unchanged indefinitely. 

The committee voted the excise 
reductions in spite of opposition 
from the White House level. 

The bill would cut to 10 percent 
the excises on such items as long- 
distance telephone calls, now 25 
percent, as well as furs, cosmetics, 
luggage, theater and night-club ad- 
missions, and photographic equip- 
ment, now 20 percent. Not affected 





Late Auction Report 


A heavy snowstorm in Detroit 
last week forced postponement of 
the Apteo Auto Auction from 
March 3 to March 5. As a result, 
the regular feature, “Latest 
Auction Prices,” is missing this 
week. ° 








Oldsmobile Dealer Council Holds Session in Lansing— 


A two-day meeting in Lansing bright members of the Oldsmobile dealer council and factory officials together for discussion 
of common problems. Participating were (front row, from left), E. W. Schuon, Oldsmobile comptroller; V. D. Johnson, Duluth, 
Minn.; Ralph Zenor, Mason City, la.; J. F. Wolfram, Oldsmobile general manager; G. R. Jones, general sales manager; J. W. 
Amon jr., Emsworth, Pa.; S. F. Klauser sr., South Milwaukee, Wis.; R. E. L. Morgan, Ada, Okla.; William la Riche, Lakewood, 
O., and J. C. Swanson, Danville, Va. 

Second row: Ralph Nichols, Nashville; G. H. Lumb II, Pawtucket, R. |.; Paul Weidenbacher,: Decatur, Iil.; E. R. Langley, Jack- 


sonville, Fia.; Harry Krouse, Philadelphia; T. C. Downey, Oldsmobile 


Murphy, Los Angeles; W. A. Rush, Boulder, Colo., and C. C. Westfall, Werth. 

Third row: J. T. Minyard, Anderson, S. C.; V. J. Corsaro, Rome, N.¥.z Charles Robke, Cincinnati; F. R. Perry, Junction City, 
Kans.; F. J. Walters, Newark, N. J.; J. L. Drummy, Detroit; A. J. Turmell, Migseula, Mont.; Henry Feferman, South Bend; lL. F. 
Carlson, Oldsmobile general merchandising manager, and H. N. Metzel, chief engineer. (See story on Page 54.) . 





moanager; H. W. Shepard, Oakland, Calif.; C. B. 





























would be the gasoline, 
tobacco rates. 
Following a strategy r 
held last week, Republican | 
gressional leaders indicated | 
they feel they have the ve 
with the backing of the 
House—to defeat a_ Den 
move to enact in the sanie. 
lation a $200—or even a § 
boost in the personal inéom 
exemption, a 
House Speaker Joe J} 
following a meeting at ‘3 
House, that the President # 
opposed to making such an exe 
(Continued on Page 52, Col 


U.S. Makers Top 
Last Year’s Pace 
In Auto Exports 


DETROIT. —U. S. car 
started off the year by shippi 
greater percentage of their 0 
to foreign markets, accordil 
figures announced last week t 
Automobile Manufacturers 

AMA said that out of 4 
sold at the factory in J 
total of 19,502, or 4.3 percent, 
exported. The average share of car 
production sent abroad throughout! 
1953 was 3.04 percent. January ca 
exports showed an increase from 
4.12 percent in December. 

Truck exports, too, exceeded the 
1953 pace. AMA said that 
units, or 13.1 percent, were char 
neled abroad out of 96,167. The 
average last year was 11.53 pe 
cent, although December saw 152 
percent of output exported. 

Including 40 coaches, motor 
vehicles exported in Januaty 
totaled 32,146, accounting for 5# 
percent of factory sales numberitg 
549,946. The December figure W# 
6.3 percent, and the 1953 averag 
was 4.43 percent. 


Hydraulic Review 
Set for Montreal 


MONTREAL.—A group of Cans 
dian and American represen 
of large fleets will hear a review of 

hydraulic systems 
on Apr. 21, whet 
M. J. Taup 
Vickers, Ine, 
address the 13th 
annual 
of utility fleet & 
erators at Mont: 
real, 

The confe! 
sponsored by Mf 
Edison Electr 
Institute trans 

M, J, Taup tation comm 
and the American Ges Assn. aute 
motive and mobile equipment & 
mittee, will be held at the 
Royal Hotel. 

Taup, sales manager for ™ 
products at Vickers, will as 
“Hydraulics as Applicd to 
Machinery.” 


ae 


es 


































a Baek E 


28 


— ERE SESE Stes 


tk oh Bo Bee Md 


AUTOMOTIVE NEWS, MARCH 8, 1954 





DODGE SETS THE PACE! 


Bill Newberg, President of Dodge, with Wilbur Shaw, President of Indianapolis Speedway 


Now— Official Recognition of its Record-Breaking, History-Making Performance Year... 


‘54 DODGE Chosen Official Pace Car for 
38" Indianapolis 500-Mile Race! 


Then, later, at the famous Bonneville Salt Flats, Dodge turned in 
the most spectacular demonstration of endurance, stamina and 
dependability ever recorded. Dodge set 196 new AAA records, a 
mark unequaled by any American stock car ever built. 


Selection of Dodge as official 
pace car is authoritative recog- 
nition by the Indianapolis Motor 
Speedway of its unprecedented 
achievements during the past 
year. Never has a pace car been 
chosen with a record like this! 


Take the Mobilgas Economy 

Run, for example. Here were 
25 entries competing for the trophy symbolic of greatest gasoline 
economy. When the results were in, Dodge outperformed all other 
“eights,” and won top honors in’ its class as well. The Mobilgas 
Feonomy Run proved the Dodge car’s great economy! It proved 
the Dodge to be America’s V-8 gasoline economy champion! 


The outstanding achievements in the Mobilgas Economy Run and 
at the famous Bonneville Salt Flats verify that Dodge is the first 
car to combine flashing performance with proved economy. 


Dodge dealers have every reason to be proud of their product. The 
elegant 1954 .Dodge is the greatest Dodge in 40 great years. 


DODGE DEALERS SPONSOR TOP TV AND RADIO PROGRAMS 


DANNY THOMAS—ABC-TV | BERT PARKS—ABC-TV | MEDALLION THEATRE | ROY ROGERS | 


“Make Room For Daddy” “Break The Bank” CBS-TV NBC-Radio 


A limited number of dealer franchise oppertunities are now open. For more information write... 


DODGE DIVISION + CHRYSLER CORPORATION, DETROIT 31, MICHIGAN 





, 
| 
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Tribute to Angelo's— 


A plaque marking completion of 25 years as a Studebaker dealer is given to 
Angelo Strazzante (second from left), owner of Angelo’s Auto Sales, Chicago. Harry 
B. O'Neil, regional manager, presents the award. At left is R. E. Brennan, assistant 
regional manager, and at right, E. W. Ready, district manager. 


OVER THE RUGGED 
ROCKY MOUNTAINS 


(and everywhere else in the U.S.A.) 


THE WORLD'S MOST TRIED AND TRUSTED 


AIR BRAKES 


(Continued from Page 6) 


arily plan tooling for 15 Years 
of model production. 

Goodacre pointed out that the 
British engines chiefly are four 
and six-cylinder designs of rel- 
atively low horsepower, but with 
high economy. In-line designs are 
preferred to V-types, he added, 
because of the ease with which 
standardized parts can be utilized 
for four, six and eight - cylinder 
powerplants. 

" + * * 
DVERSE taxation and eco- 
nomics doom Europeans for at 
least a decade to the production 
and use of small automobiles, the 


‘ 


‘ 


thon with 


SAE Discusses New Auto Developments ‘ws 


Power-Bred Problems Aired 


meeting wus informed by Laurence 
Pomeroy, of The Motor Magazine 
of England. 


He explained that because of 
railway and other transportation 
facilities, the need of an auto- 
mobile for personal travel is less 
in Europe than in the U.S. and 
the possibility of purchasing an 
operating car is not only lower 
now but is likely to remain perma- 
nently lower. 


Pomeroy asserted that an an- 
nual income of $4,000 is essential 
to automobile ownership abroad 
and that only about 1.3 million 
families receive that much. ., 


“In practice,” he explained, “more 
than 90 European cars out of 100 


more miles with — 


any other 


AIR BRAKES — 


Probably the best way to learn the reasons for 
this outstanding record of acceptance would 
_ be to ask the scores of individual truck oper- 
ators and manufacturers who make it possible. _ 
Some of these individuals would oe 


are purchased with com 

but used for both busi 
pleasure. This may well ies 
three differing points of view ga 
will govern the choice of the 
and type of car bought. Compas 
earning high rates of profit” 
endow their senior executives, 
expensive and exotic types of m 
which will be regarded as thegs 
of office. He 


“In other cases, the initial a 
will be considered of Brey 
portance compared to ny 
running and maintenance, That is, 
the car will be judged ag & m.- 
chine tool. In the third Case, 
companies will seek to pre 
their employes with transport at 
the bare minifmum cost.” 5 


Charting Test— 


Robert L. Minckler (seated), president 
General Petroleum Corp., and A, C, 
bury, regional director of the 
Automobile Assn., meet in Los Angeles 
discuss preparations for the Mobilga 
Economy Run, slated to start Apr. 5. 

ee 


Economy Run 


(Continued from Page 1) 


drivers increased their fuel mile 
age only one mile per gallon. 

The exact route of this year's 

run will remain a secret until all 
cars have been selected and are 
impounded by AAA. All cars will 

be 1954 models fresh from a 

sembly lines or showrooms and 
will be selected by AAA without 
prior knowledge of the auto in- 
dustry. 

As in previous tests, the tom 
mile-per-gallon basis will be used 
under which the gross weight o 
the car is multiplied by the mile 
traveled and the result divided by 
the gallons of gas used. 

. + * 
ARS will be divided into low 
low - medium, upper - mediu 
and high price classifications. 4 
special class for lightweight vehi- 
cles also will be opened to eligible 
entrants. 

Cars of the first three classes 
will be divided among 
and oer -—<— eaaal 
equipped vehicles, an ° 
with automatic transmissions. In 
the high-priced group, all em 
trants are equipped with saute 
matic transmissions. 

Grand prize will be the sweePr 
stakes award, which goes to th 
car, regardless of classification 
that attains the highest to 
ratio per gallon. 


Charlotte Exhibit 
First in 20 Years 


CHARLOTTE, N. C.— The first 
auto show for this city in 20 yee® 
will be staged this week (Ma 
11-13). 

The show will be sponsored by 
local dealers at two auditoriums # 
the new Radio Center. 

Stage shows and other entertal 
ment attractions are planned @ 
each day. Co-sponsors of the 
are the Charlotte Charity Less 
and the Junior Chamber of @ 
merce, 
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OF THE EXPERTS! 


Whether it be a beauty contest or a beauty treatment for 


fine car finishes, you can depend on the experts to pick a winner. 


Blue Coral is the Number One choice of America’s most 


expert, most discriminating manufacturers of fine cars. 


They have consistently recommended and endorsed periodic 


Blue Coral Treatments. 


They know there is no finer way to protect, prolong and 
enhance the NATURAL beauty of finely engineered car finishes. 
BLUE CORAL stands alone in the world of beautiful cars! 


© 1954—H.D.T. COMPANY FACTORS, INC. 


| re 


H. ©. T, COMPANY FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 


x | 
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Phantom Freight Problem Aired . . . 
Bootleg Issue Put Up to U.S. 


(Continued from Page 1) pressed sympathy for harried of risks...” Bell told the member- 


ment of Studebaker and Packard| "©W-Car dealers. ship. 
are imminent. In a report to NADA members Emergency 


measures, he said, 
Bell said he is hopeful that | Prepared last week, Bell said: will be followed by a plan of 
through concerted action by the | “We (Freed, Bell and Moore)| 2¢tion directed at the 
Government, the makers and | went to Detroit with a definite plan| ©#uses of which bootlegging is a 
NADA, safeguards can be thrown | of action to propose, but eager to| result. 
up to avert complete disruption | listen to any other plan that might “NADA is- not interested in pre- 
of retail new-car selling. sound better.” serving a system merely for the 
“Only disaster can result for both He said they had asked each | sake of historical continuity,” he 
manufacturers and dealers if pres-| manufacturer three questions: said. “We don’t want controls, we 
ent bootleg operations continue 1. Do you agree with us that the don’t want coercion; we do want Railroad Car Accommodates Six Autos— 
unchecked,” he said. situation is serious and that time | COMmon sense and cooperation.” A new type of auto-transport car has been manufactured by Evans Products Co 
The causes of bootlegging must| is of the essence? He urged the dealers to buy | Plymouth, Mich. This railroad car permits the shipment of six instead of four autome. 
be found, Bell said, before the evil 2. Have you a remedy that can/| wisely and sell aggressively. biles, the conventional freight-car load. Through modification of present loading ang 
‘ : x ‘ loading practices, it is expected that the Auto Loader will increase 
be licked. Finding the remedy | °€, #PPlied at once ‘Roadblocks . . . are due in part| ¥ 9 Pi railroad 
—— 3. If not, are you willing to ac- revenues, Evans says. Autos may be driven aboard under their own power, and 
will be the biggest problem, he said. >| © the shortsightedness of some wide 
ge gi ’ cept the solution that we propose?| dealers, the overzealousness of | entrances facilitate loading. ; 
Answers, in order, he said, were| some factory sales forces and to 
Bz added that he thought a/ Yes, No, Yes. laws and regulations that need re-| written by Mr. Curtice and Mr.| talks “the fact that definite effory 
good start in finding both the , 42% vising and reinterpreting,” Bell| Ford will act as deterrents to those| are being made to gear production 
causes and the remedies had been | « VIOUSLY, there is more to| said. who would engage in business} to the demand that can be create 
made as a result of the Detroit our overall program than we SS eae practices that are shortsighted,| by aggressive selling was reaffirmed 
conferences and said that NADA'’s| can outline here, but I can tell you | “ LIKED what we saw and_| silly. to us.” 
views had been favorably received| that our plan was accepted, after heard in Detroit. We liked the|| “We know—and they know— He said he believed “this 
by the industry. lengthy talks in an atmosphere of | obvious recognition of mutual] that the letters don’t provide the | can be worked out and worked oy} 
He said he was not inclined to | complete cooperation, even though] problems and mutual interest. We| whole answer...” soon. But constant cooperation op 


blame used-car dealers and ex- ' our proposal is by no means ‘ree| think that the excellent letters Bell said that during the Detroit| the part of state and local deale 
Re ee NS ee ee eee 


proposed solution,” he said. 
* * * 


“. ..We naturally selected Pittsburgh Plate Glass Products [puss csicup ssicnshte ms 


Assn. has taken several 
steps in the growing fight against 


to give us the most outstanding automobile showroom Meare. Cleary, Cote de 


ager, said the association is pro. 
e ° e e 4“ moting full enforcement of the 
in automobile row in Pittsburgh ee Sone ee 
OF J sored discussions of newspaper ad- 
vertising ere and is punish- 
ing members who participate in 
reports Don Allen, bootlegging operations. 
P Cleary said one member al- 
: : ready has been ousted by the 
Don Allen Chevrolet Company, Pittsburgh, Pennsylvania quvotietion ter beetnaae a 
12 others have been called in for 
a hearing with a view toward ex- 
pulsion. 
“The word gets around fast,” 
Cleary said. “We feel that expulsion 
from a dealer association involves 
the loss of enough prestige that a 
dealer can’t afford to take a 
chance. 
“Expulsion - won’t stop  boot- 
legeing.” Cleary said; “but it should 
oo PL nel go a long way toward discourag- 
en coe as eS CA Fe ing, ~~ pr 
: , haa —— eT at as 
TL. Fr eee SL mee ee te fe ae joint meeting of CATA officials, 
¥ Re the Chicago Better Busines 
si a eee Bureau and advertising represent- 
mamma ~ saan ; atives of Chicago newspapers, 4 
decision had been reached whereby 
the newspapers agreed to reject 
ads of questionable nature in re 
gard to the sale of new cars. 
” * * 


: : LEARY said, however, that the §. 
PITTSBURGH PRODUCTS used in this mod- snail eitestive waneel inst # 


ernization job include Polished’ Plate | 1) 064) ts belne formed al 
Glass, Forest Green Carrara Structural cieahe ke “tania tie ‘Sinte ne 
Glass, Pittco De Luxe and Pittco Premier | the statute on licensing of auto 
Store Front Metal, and a Pittsburgh Door- | dealers. 
way. Use the magnetism of a modern Illinois law provides that to 
front like this to bring more customers to _ a “Ty — a a — 
ve a franchise for 
eo are handled. A used-car dealer can 
handle used cars only. The law 
provides for revocation of i 
censes, if those terms are vie 
lated. 
’ Cleary said the law has been on 
His automobile dealer proved—with heavy traffic competition? Modernize, inside and out,with eye-catch- ee eee ime 
I and favorable comments—the pulling power of an ing, sales-winning Pittsburgh Products and reap the re- he added, is in the process of pre Jil 


attractive building when he modernized with Pittsburgh wards of increased traffic, bigger sales volume, bigger paring a court case on a license) 
Products. No doubt about it, it’s the establishment that profits. In the meantime, send for our modernization i 


looks good that makes a good sales showing. booklet which contains further information on the com- can stop the used-car dealers - as 
i -to-the-mi i i 2 selling new cars and new 
Why not give your showroom the up-to-the-minute plete line of Pittsburgh Products, and examples of actual dealers from selling new cars othet ky 


look that makes a place of business stand out from its Pittsburgh modernizations. Just return the coupon. hunts Gaels Gen: wane.” 
= = os 
HE Illinois law, he sald, 
Pittsburgh Plate Glass Company waar eee ek ond on in 


Room 4187, 632 Fort Duquesne Blvd., Pittsburgh 22, Pa. the ordinary sense for business 


Store Fronts 4 ve Without obligation on my part, please send me a FREE copy of your pleasure. the 


modernization booklet, “How To Give Your Store The Look That st ip ate Mires 


° bf ~ ‘<) ¥#) pA 
and Interiors sore i te ies snes Sa 
5 Ht . 5 for which they hold no franchise 
° SAS Some of these cars, he said, a 
V itts urg edged into the bootleg market by 
| "Saar local sources, but most are brought 
- in from out of town. 

Cleary said he believed faatey 
warnings to dealers wou!d hele 

clean up the situation, but said 


; : . . felt any ultimate solution m 
PAINTS GLASS CHEMICALS BRUSHES PLASTICS FIBER GLASS tebe eves siackiee eotiou 


part of factories. : 
PITTSBURGH PLATE GLASS COMPANY sa i ee 
: Assn., meanwhil accused 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED (Continued on Page 54, “ol. 1) 
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ANY OF my local competitors find 

themselves in a tough inventory 
uation. This is the result of extra-heavy 
w-car shipments from their factories. 
because we’ve avoided that situation, I 
el I should write to you at Hudson and 
mpress my approval of your policies in 
is and other matters. 


he fact that Hudson never ships any- 
ling to me unless I sign an order for it 
# helped to put my firm in a good, 
falthy condition in a competitive market. 
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It certainly has helped to establish a very 
friendly, yet useful and businesslike rela- 
tionship between me and my people, and 
Hudson factory representatives and 
executives. 


“T always feel that my Hudson franchise 
is my own enterprise, to be run by my 
own organization. And over the last 18 
years it has been even more than a very 
profitable business. 


‘“‘With Hudson cars, I’ve built and main- 
tained a degree of owner loyalty and ap- 


Mr. Bernard 
Ferriero, Hudson 
dealer since 1935, 
whose pertinent 
comments about his 
franchise appear 
below. 


99 
martest move Ive ever made 


preciation that I’m sure isn’t equaled any- 
where in my whole area. Being a stock-car 
racing enthusiast, and having personally 
driven Hudsons in these events, I’m proud 
to be associated with an automobile that 
is so outstanding in every type of competi- 
tion throughout the U.S. 


“After having expanded our operation 
many times over in terms of building, 
equipment, owners and customer-friends, 
I’m very positive my Hudson dealership 
is the smartest move I’ve ever made.” 


There are a few Hudson franchises available in desirable areas. If 
Mr. Ferriero’s 18 years of success with Hudson describes the type 
of business opportunity you'd like, contact: C. A. J. Hadley, Sales 
Manager, Hudson Motor Car Company, Detroit 15, Michigan. 
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Boston Dealers Hold Open House— 


Following a 49-year-old tradition, Boston dealers marked Washington's birthday 
with open house programs which drew thousands of shoppers into their stores. Shown 
is part of the crowd at Clark & White (Lincoln-Mercury), where special cutaway chassis 
and engines and a Pan-American race car were on display beside the new models. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 





Glare-free instrument panel, glamorous complement to decorator-matched interior. 
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FOB FACTORY 





Forging Strides Leave 
Village Smithy in Dust 


eee curiosity, ingenuity, improved knowledge of 
materials and mechanics have enabled the forging indus- 
try to leave the village blacksmith far, far behind. 
Production speeds are skyrocketing. By combining two or 
more forgings into one, time and material are being con- 
served. Tolerances are closer?— as rane 


than ever before, even though 
the tendency has been to pro- 
duce stronger, more complex parts 
in the new automatic or semiauto- 
matic forging machines. 

Members of the Society of Auto- 
motive Engineers who attended the 
national passenger-car body and 
materials sessions in Detroit could 
searcely escape the fact that the 
forging industry — as well as the 
machine-tool, metal-stamping and 
materials-handling industries—have 
all crammed many years of techno- 





logical advancement into a few 


short years. 
* * x 


Costs Lowered 

PAPER, “Trends in Modern 

Forging,” by Robert G. Fried- 
man, vice-president and assistant 
general manager of National Ma- 
chinery Co., summarized the new 
developments in hot and cold forg- 
ing that have enabled this industry 
to more than hold its own in the 
technological competition that has 








Stop with light pressure on Power Brakes. 


From the moment you turn the key ina 


DeESoro AUTOMATIC 


you do less and the car does more! 


>» because of fully automatic 
no-clutch Powerflite drive 


> because of Full Time Power 
Steering and Power Brakes 


because of new engine might, 
level ride, balanced weight 


i pA 2 Bes ¥ 


For instance, the astonishingly 
smooth PowerF lite drive eliminates 
the clutch and gearshift. Full Time 
Power Steering does 80% of your 
wheel work. Power Brakes cut pedal 
effort in half. » But these optional 
features are just part of the story. 
No other car in its class matches 
De Soto’s comfort features. The road- 
hugging ride stems from a full-width 
frame that’s heavier than ever— 
plus new No Sway Ride Control for 


sharp curves and corners. Five kinds 
of insulation cloak you in soothing 
silence. The lightning-bolt getaway 
is from FireDome’s mighty 170 h.p. 
The rich new interiors have the lux- 
ury of choice fabrics in beautiful 
weaves. » In every way that counts 
for driving that’s better than ever— 
DeSoto is the car of the year! Try 
a FireDome V-8 or Powermaster 
Six before vou decide! De Soto Divi- 
sion, Chrysler Corporation. 





DE SOTO-PLYMOUTH Deolers present GROUCHO MARX in “You Bet Your Life” every week on both RADIO and TELEVISION ,. . NBC networks, 


‘ for finish forging on the 



















a 


developed so spectacularly qd 
the past few years. 

Among other things, it 
served that new and in ae 
ways of producing forging 
have contributed substantially 
the production of better forgings 
at lower cost. In this 
operation, a rectanguiar blank jy 
placed between two roll dies 
against a stock gauge. This starts 
the machine automatically, jy 
less than five seconds, a f 
blank is produced that ig ready 

Same 


heat. 


The new method, it wag 
out, produces a clean, d 
blank. Flash is held to a minimun 
by accurate distribution of materig 
Roll cost is low and rolls are inter. 
changeable, making the Process 
economical for short rung, 

* * * 


Saves Weight 


AN AUTOMOBILE brake ped 

is an example. A small bar j 
given two rolling passes, prior tj 
finish forging on the same he 
Formerly, a long bar had to 
heated, gathered in an u 
machine, reheated and then 
forged. The forging weighed fiy 
pounds two ounces. The change ty 
the new method saved 11 ouncy 
of material per forging, eliminatg 
one heating operation and mag 
possible a large increase in pp. 
duction rates. 


Press forging has been th 
forging industry’s answer to the 
growing demand for volume out. 
put of close tolerance forgei 
parts. Some of today’s modem 
forging presses have increased 
production four times as com- 
pared with previous methods, 

Artisanship in the drop forging 
industry has been removed — pres 
operators become experts quickly 
Most press forgings become 
in two or three swift blows. Mech- 
anical ejection has reduced the 
necessity for large drafts. Dies that 
are subject to squeeze rather than 
impact tend to last longer, M 
over, presses tend to avoid man: 
of the foundation problems. associ- 
ated with press hammers. 

* * * 

Long List 
A 700-TON Maxipres is producing 

universal joint housings at a) N 
rate of 200 pieces per hour in four| ps 
blows. Die life is reported in excess 
of 30,000 forgings. Seven cold draw- 
ing and six annealing ope ye 
were formerly used to produce 
blank from which the finish forging 
was made. 


The list could go on indefinitely. 
Automobile wheel spindles are 
being produced by a modern forge 
plant with a materials saving of 
30 percent over previous methods. 
The savings here amounts to 1 
tons of steel per day at a produc 
tion rate of 400 spindles per hour. 
Adoption of the new method also 
saved 4,000 square feet of floor 
space and 65 percent of the for- 
mer labor cost. 

Engine valves are now being pr 
duced on a modern forging press # 
a rate of 700 per hour by one oper 
tor. The machine is equipped, # 
course, with automatic heating and 
handling. 

An automatic -hot-nut former & 
capable of producing one-inch 0 
at a rate of 85 per minute. 
pared with a previous scrap loss 
30 to 50 percent, the scrap loss 
been reduced to only 8 and 10 pe 
cent. 


* * * 


ASTE Exhibit to Feature 
Carbide Tool Production 


PHILADELPHIA.—Actual pf 
duction of carbide tools, from 
raw materials to the crating ¢ 
finished tools for shipment, De 
one of the features of the 4 
Industrial Exposition in Philadel 
phia’s Convention Center, APt. % 
30. 





ric! 








More than 25 firms are Pe 
pating in the production line. © 
bide Tool Co., Detroit, will sup 
vise the operating exhibit une 
the sponsorship of Carbide *™ 
cessors Supply Co., I'ctroit. 

“We believe this is the first ® 
an actual productio: line for cat 
bide tools has been 
any industrial exposi 
Conrad, executive secre 
American Society ci Tool a jus 
neers, said in ani uncing Fo 


exhibit. 
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“With the Staff... 





ALONG DETROIT'S AUTO ROW 


The Angles 


A Chrysler-Plymouth dealership 
jn the Detroit area has hired its 
first saleswoman, an attractive girl 
with no previous retailing ex- 


perience. 

Partners in the dealership say 
they believe she: 

1. Will convince prospects’ 
wives — selling hard on features 
that appeal to women. 

9. Can learn to know every- 
thing about the cars — thereby 
astounding male customers and 
softening them up for a quick 
close. 

3, Will make it difficult for the 

of buyer who is eager to cut 
the dealer’s throat on discounting. 
(The age of gallantry is not yet 
dead, the dealers believe.) 
a 


On Firing Line 

A Detroit-area dealer who feels 
that promptness is the most de- 
sirable quality in a salesman, fines 
any salesman $1 who is as much 
as 10 seconds late for work in the 
morning. 

The money goes into the office 
coffee fund. 

The dealer proudly reports that 
only two fines have been levied in 
the past month. 

* 


* * 


Ride Comes First 


A Detroit-area new-car dealer 
has adopted special tactics to 
take the steam out of shoppers 
who don’t want to talk about any- 
thing but price. 

No salesman in this dealership 
is allowed to quote’ any price be- 
fore the prospect has driven a 
demonstrator. And even after that 
a price is not quoted unless the 
prospect is comfortably seated— 
either in the car or in a closing 


room. 
* + * 


No Ulcers Here 


Pete Hursh, sales manager of 
the used-car lot operated by 


at 24 North and Northwest Chevrolet, 
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pays no attention to either the 
optimists or the pessimists. 

“ve been in the business 20 
years,” he says. “I’ve seen it 
worse and [I’ve seen it better. 
Things always level off. 

“Prices don’t make much dif- 
ference either, High or low, the 
dealer and the buyer always seem 
to be about $200 apart.” 

aa * * 


No Flakes 


“A lot of salesmen have the 
wrong idea about car shoppers,” 
says Jim Irvine, sales manager of 
Floyd Foren, Inc. (Ford). 

_ “Everybody who walks in here 
8 @ potential car buyer,” he says. 
“Nobody’s a flake. It’s the stupid 
salesman that makes flakes out of 
potential customers.” 

* : + 


Blood in the Salesroom 
Floyd Foren, Inc, (Ford), Royal 


| Oak, Mich., turned over its sales- 


toom recently to the Oakland 
County Red Cross to establish a 
Special kind of blood bank. 

Foren, along with three other 
dealerships, Matthews-Har- 
greaves Co. (Chevrolet), Weis- 
man Motor Sales (Chrysler- 
Plymouth) and Royal Oak Buick, 


' and two other business firms, set 


up a joint blood bank. 
Blood contributions were credited 
to each business, About 40 percent 
of the employes of each firm do- 
hated blood, according to S. E. 
randenstein, business manager of 
Ten. He said that 115 pints of 
were contributed in six hours. 
Afother drive for blood is plan- 
hed by the participating firms in 
six months. 
* * ” 


Intre-Competition 
A Detroit Ford dealer says his 


est competition comes from 


er Ford dealers, not from Chev- 
Tolet dealers , 


“My salesmen can point out fea- 
of the }ord until he’s blue in 


face, but it doesn’t do any 
ng he ssid. “The prospect will 
80 dow: the street to another 


Ford dealer. tip and get his price. 
“We're not selling cars, We're 


selling price. So how can the 
salesman be blamed?” 


The dealer says the public doesn’t 
want to know about mechanical 
features—“they know all cars are 
good”—or other features. All they 
want to know is: “How much can 
I get off?” 


Show’s the Showdown 


A lot of salesmen in the Detroit 
area are placing their hopes for 
better business on the turnout at 
the Detroit Auto Show. 

“People always get worked up 


. 


over a new car after a show,” 















Stromberg* Carburetor =i Bendix®™! 


remarks a salesman for one of 
the Big Three makes, “but it’s 
still going to take a lot of bush- 
pounding to swing them. 

“That’s the only way you can 
make a half-decent deal anyway. 
The ones that come into the show- 
room are either just looking or 
they’re out to beat you into a big 
deal.” 

Money Problem 

“We would have the best turn- 
over of cars in company history if 
we were wealthy enough to give 
them away,” is the comment heard 
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at a dealership handling a low- 
priced Big Three car. 

“We certainly can’t complain 
about the traffic on our show- 
room floor, but none of them 
seem to have any money. Some 
have too many debts already, 
while others won’t buy because 
they’re scared they'll be laid off. 
“You can’t sell people in that 

frame of mind no matter how good 


your salesmen are.” 
oo * a 


Transition 


A sales manager, who recently 
moved from a Detroit ‘dealership 
to a suburban Mercury firm, notes 
these changes in his operations: 

1. Salesmen do less shifting 
around in a small town. This is a 
radical change from the “fast 
track” of the large cities. 

2. Suburban salesmen have to 
develop a conversational line far 


removed from automobiles. “The 


STi of G 


fo mance in Today’s Cars 
ill be Tomorrow’s 
Strongest Selling Point! 
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farmer wants to hash over crops, 
politics and half a dozen other 
topics before discussing cars.” 

3. The use of high-pressure sales- 
manship is taboo. 


4. The service department really 
has to be sold to the suburban 
buyer. “He'll come in until his war- 
ranty period has expired, but after 
that he’ll usually take his work 
back to some old friend in a gas 
station or alley garage.” 

ok co * 


Overallowance Blues 


“Another month like February 
and I'll be throwing in the sponge,” 
says a salesman for a higher-priced 
independent make. 

“It isn’t that it is so hard to move 
the cars, but you have to overallow 
so much that there isn’t any com- 
mission left in it for the salesman. 
You don’t sell cars anymore on 
value, but on how much you can 
undersell your competitor.” 





Today, more than ever, new car buyers are looking for features 
that assure long, satisfactory performance. Engine components 
that contribute to this accomplishment now assume even 
greater importance as they not only influence today’s sales, 
but become tomorrow’s strongest selling point. 


For owner loyalty as well as immediate sales, it pays to specify 
Stromberg* — the carburetor built for lasting performance. 


*REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION OF Bendix 


e Standard Equipment Sales: Elmira, N. Y. 
© Service Sales: South Bend, Ind. 
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AVIATION CORPORATION 


Export Sales: Bendix International Division, 205 East 42nd St., New York 17, N. Y. 
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AUTOMOTIVE WASHINGTON 
Lawmakers Debating 


Which Tax to Cut 





By William Ullman 

Washington Correspondent 

geval Walter George, Georgia Democrat and veteran 

member of the Senate Finance Committeee, stands firmly 

by his pending bill to raise the personal exemption of each 
taxpayer and dependent from $600 a year to $800. 

George said he has no quarrel with steps the House Ways 


and Means Committee has® 
recommended to ease other | 


tax burdens affecting busi- 
ness. But he insisted these remedies 
can safely be postponed on the 
theory that higher personal exemp- 
tions will do more at the moment 
to relieve unemployment by increas- 
ing consumer purchasing power. 


George declared he does not see 
anything in the current economic 
picture that would lead to a serious 
depression. But he emphasized that 





William Ultman 
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the psychology of 
the people gener- 
ally can become 
an important fac- 
tor in whether the 
economic trend 
turns upward or 
downward. 
Georgetold 
newsmen that 
higher personal 
exemptions would 
have a favorable 


and durable... 


mental effect on the buying public 
—resulting in an upward trend. 
+ * * 


Accord on Excises 
| panes ce House Republi- 
cans have decided to proceed 
with Speaker Joe Martin’s proposal 
for a $1 billion cut in excise taxes. 
Also, House Ways and Means Re- 
publicans and House leaders are 
understood to be in agreement to 
accede to President Eisenhower's 
request to cancel the Apr. 1 auto- 
matic tax reductions for corpora- 
tions and certain excises. 


The House leadership, it was said, 
is anxious to push the Martin plan 
onto the House floor ahead of the 
general top-revision bill in an effort 
to stop the growing movement led 
by the Democrats to boost personal 
exemptions $200. 

Under the Martin plan, which 
was first put forward more than 
a month ago, liquor and tobacco 
taxes would remain at their pres- 
ent high level, but all other items 
would be cut to 10 percent. 


In announcing completion of the 
general revision measure, Ways 
and Means Chairman Dan Reed 
estimated that of the $1.3 billion of 


in fiscal 1955, over one-half will di- 
rectly benefit individuals. 
“Changed tax treatment for busi- 
ness,” he added, “will encourage in- 
vestment and business expansion, 
thus creating new jobs and a higher 


standard of living.” 
* * * 


Split on Tax Cuts 


4 gene eight Republicans and six 
Democrats on the Senate-House 
economic committee last week de- 
clared that they believe “any fur- 
ther recession” in the American 
economy can be avoided if the Gov- 
ernment uses the available tools “in 
a timely and courageous manner.” 

But the two groups were split 
wide apart on whether one of the 
major tools should be an immediate 
reduction in personal income taxes 
and a general lowering of excises 
to stimulate purchasing power. 

The Republicans said: 

“The committee emphasizes the 
importance of a flexible tax policy 
to meet the needs of economic 
stability and growth. The situa- 
tion today is unsettled.” 

The Democrats urged: 

1. The plan proposed by George 
for increasing the personal tax ex- 
emption. 

2. A drastic reduction of all ex- 


revenue reductions it will produce | cise taxes on necessities and semi- 
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luxuries to increase the purchasing 
power of the consumer’s dollar (the 
Martin plan). 

The Democrats pointed out that 
the tax on a moderately priced 
automobile is sufficient to buy a re- 
frigerator, a radio set and a wrist 
watch. 

* * * 


Business Census 

os to be used in taking a 
detailed census of business are 

being sought by Secretary of Com- 

merce Sinclair Weeks. Weeks is 

trying to arrange a supplementary 

appropriation of about $8 million. 

At the height of the economy 
drive last year, Congress cut off 
the business census, but there has 
been so much sound argument 
for it that Weeks believes it will 
be restored. 

The business census, he feels, is 
necessary to provide a comprehen- 
sive picture of the national econ- 
omy. Sales, advertising, statistical 
research and other major segments 
of industry and trade in the past 
have relied on the detailed census 
report for basic data not available 
elsewhere. 

Turnpike Boosters 
VAN HOWELL, former con- 
gressman from Illinois, is pres- 
ident of the newly formed National 
Turnpike Assn., Washington, whose 
membership is made up of State 
turnpike officials, engineers and 
contractors. Purposes of the new 
organization, according to Howell, 
“are to foster and abet the finan- 
cing, construction and planning of 
properly integrated toll highway 
facilities.” 
* * 


Inspection Problem 

N ESTIMATED 125,000 cars 

come from Maryland daily into 

the District of Columbia. Hence it 
is a source of disappointment to 
District officials that Maryland has 
not seen fit to reinstate compulsory 
auto inspection, which it once had, 
but abolished in 1940. The most re- 
cent move to try it again, in an- 
other guise, was killed the other 
day. 

Writing in the Washington Star, 
John W. Thompson jr., observes: 

“It is interesting that in the 
year ending last March 31, out of 
2,870 Maryland cars bought sec- 
ond-hand by District purchasers 
and required to be inspected in 
the City, 75.6 percent were re- 
jected on first appearance for me- 
chanical defects. This figure com- 
pares with 70 percent for cars 
bought by District purchasers 
from Virginia owners (4,928) and 
50 percent for exchanges between 
District owners (11,616).” 
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District officials feel that the local 
safety record would be definitely 
improved if Maryland readopted in- 
spection. The system Maryland dis- 
carded was similar to the one now 
in use by Virginia. 

* a * 


Check This! 


HECKERED crosswalk lines on 

downtown streets in Washing- 
ton are painted easily by an ingeni- 
ous method. District employes first 
paint small squares of hard rubber, 
then press them into the asphalt 
with a hand roller. 

* * * 


TV Post for Dealer 
EE BUTLER, veteran Stude- 
baker dealer in this territory, 
has been named a public member 
of the board of trustees of the 


SVashinhia 


tebe Whey 





Get extra springtime profits with 
- Thermoid “Redi-Curv” Hose 


During your spring check-ups, replace Coiled wire reinforcement gives it added 


worn, suspicious-looking radiator hose with 
Thermoid “Redi-Curv.” Its flexibility and tybe withstands all radiator chemicals. 
Greater Washington Educational 


tapered ends make those hard-to-fit con- ; : : er 
S : > Durable cover resists aging and cracking. Television Assn. 
nections easier...save you time and * * + 


kin . . ‘ Mental Monster 

skinned knuckles There’s no cutting, no waste with A. FEW weeks ago we told you 
‘“Redi-Curv” absorbs motor vibration—  ‘“‘Redi-Curv.” Just 16 sizes fit popular pas- ee ee ee 
won’t pull, strain or break connections. senger cars. Ask your Thermoid jobber. 


strength ... prevents collapse. Neoprene 


house mechanical wizard visiting 
Washington. Last week another 
mental monster came to town—this 
time a 200-tube electronic machine 
that can figure your income tax, 
furnish cocktail recipes and tell you 
to “drop dead” if you try to spoof 
it. 

If you want to play games with 
ALWAC—the name of the $50,000 
prodigy—it will be found agreeable, 
but you'll lose every time. It thinks, 
but its thoughts are prefabricated. 

Officials of Logistics Research, 
Inc., Redondo Beach, Calif., which 
built the machine for a Swedish 
firm, said they never have known 
it to make an error. 


Cert) 


Thermoid Company * Trenton, New Jersey 





Brake Linings « Fan Belts « Radiator Hose + 
Hydraulic Brake Parts and Fluid « Car Mats « Clutch 
Facings « Thermoid Precision Process Equipment. 














There's a Fidelity-Insured . 
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MINNESOTA 


Tri-State 


Automobile Auction 


Almost Everywhere... 


Where every check you get is worth 


every dime it’s written for... 


Yes, Mr. Dealer, there’s a Fidelity-insured Auction almost 
everywhere. Take a good look at the map. Every one of Freddy’s 
darts represents a Fidelity Auction. See the one nearest you? 
Okay. Here’s what it offers you... 

ACTION, HIGH BIDS, GUARANTEED CHECKS AT ALL FIDELITY AUCTIONS 


Action it is, Mr. Dealer . 
reasons or other troublesome red tape. 
. high bids that are the best bids, because every 


Mr. Dealer . . 


. . because there’s no delay for credit 


And high bids, . 


check you get is worth every penny it’s written for. 


SO TAKE A GOOD LOOK AT THE MAP, MR. DEALER .. . PICK OUT 
THE FIDELITY AUCTION NEAREST YOU . . . CONSIGN YOUR 
USED CARS FOR SALE THERE . ... FOR ACTION, TOP BIDS, AND 


GUARANTEED CHECKS. 


FIDELITY 
INSURANCE COMPANY 


OF TENNESSEE 


204 Stahiman Building 


Nashville, Tennessee 


va, Red Farmer's .. 
7? 


\ Columbus. _ 
Yliddle Georgia 





Montgomery 
Tinnin 


Aptco Auto Auction 
19241 Dix-Toledo Hyw., U.S. #25 Melvindale, Mich. 
Baize & Flippo Auction Co. Tuesday 
North Locust Ave., Lawrenceburg, Tenn. 


Baker Auto Auction Thursday 
Gulfport Airport, Gulfport, Miss. 
Bowling Green Auto Auction Friday 


Highway 31 W Bypass — Bowling Green, Ky. 
Capitol Auto Auction Friday 
4365 Florida Ave., Baton Rouge, La. 


Cofield Auto Auction Monday 
Boaz, Alabama 

Columbus Auto Auction Thursday 
2603 Cusseta Road, Columbus, Ga. 

Concord Auto Auction, Inc. Mon. & Fri. 
29 Sudbury Road, Concord, Mass. 

Decatur Auto Auction Monday 
Highway 48, N., Decatur, Illinois 

Dixie Auto Auction Sales Monday 


217 Gadsden Road, Birmingham, Ala. 


Dixie Motors Auto Auction Tues. & Fri. 
718 Angier Ave., Atlanta, Ga. 

Red Farmer's Auto Auction, Inc. Wednesday 
1010 S. State St., Jackson, Miss. 

Greater Shreveport Auto Auction Thursday 
1310 N. Market St., Shreveport, La. 

Grand Rapids Auctions, Inc. Tuesday 
0168-M21, Jenison, Michigan 

Doc Greiner Auction Thursday 
714 Huron Street, Toledo, Ohio 

Indianapolis Auto Auction, Inc. Wednesday 


4501 West 16th St., Indianapolis, Ind. 


Don Kelly's Auto Auction Thursday 
West Lytle St., Murfreesboro, Tenn. 
Lapiner’s Auction Co. Wednesday 


125 So. Delaware, Mason City, lowa 

Lebanon Auto Auction, Inc. 

State Highway 29, N. Plainfield, N. J. 
Louisville Auto Auction 

3601 S. 7th St. Road, Louisville, Ky. 

Maney Auto Auction 

Jordon Lane, Huntsville, Ala. 


Wednesday 
Tuesday 


Friday 
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Sell Only Through These 100% Safe Fidelity-Insured Auctions 
Wed. & Fri. 


Mauldin Auction Sales, Inc. 
1227 New Buncombe, Greenville, S. C. 


Tuesday 


Middle Georgia Auto Auction Wednesday 
Eastside Highway, Macon, Georgia 

Moline Auto Auction Wednesday 
4216—23rd Avenue, Moline, Illinois 

Monroe Auto Auction, Inc. Tuesday 
Highway #80, Monroe, Louisiana 

Montgomery Auto Auction Wednesday 
729 N. Court St., Montgomery, Ala. 

Montpelier Auto Auction Co. Monday 
Route #1, Montpelier, Ohio 

Muncie Auto Auction Friday 
3344 So. Madison St., Muncie, Ind. 

Nashville Auto Auction, Inc. Wednesday 
1406 Lebanon Rd., Nashville, Tenn. 

Quincy Auto Auction Friday 
3200 Broadway, Quincy, Illinois 

Owosso Auto Auction Thursday 
1450 E. Main St., Owosso, Mich. 

Rockford Auto Auction Thursday 
6402 Forest Hills Rd., Rockford, Il. 

Slaton Auto Auction Wednesday 
U. S. Highway 11, Cleveland, Tenn. 

Cliff Soderberg Auto Auction, Inc. | Monday 


13th and Locust Sts.. Omaha, Nebraska 


Southern Auto Sales Wednesday 
Route 5, Warehouse Point, Conn. : 
Pal-Waukee Airport Auto Auction Thursday 


Milwaukee Ave. at Palatine Rd., Wheeling. Il. 


Tinnin Auto Auction Tuesday 
Buckwalter Stadium, Meridian, Miss. 

Toledo Auto Auction Co. Tuesday 
5902 Telegraph Rd., Toledo, Ohio 

Tri-State Auction Co. Thursday 
3021 Front St., Fargo. N. Dakota 

Tri-State Auto Auction, Inc. Friday 
Valley Springs, S. D. 

West Kentucky Auto Auction Mondoy 


Chestnut at W. 12th St., Murray. Ky. 


x. 





AUTOMOTIVE NEWS, MARCH 8, 1954 


in selling lies in meeting a hostile territory—a territory, by the way, 
attitude and changing it. which the employes said had 
ras be never been touched by salesmen 
M h d 2 e Never Easy for authorized new-car dealers. 
ere an ising _— is difficult. Hard selling has There’s a moral to that story— 
always been difficult—a chal-| which we won’t touch. Make up 
lenge to the highest type of sales/ your own, if you like. 
Memos to Dealers ability. And compensation should * * * 
be on the same high level for those Spoofed? 


who can do this difficult job. > c 
It is interesting to note that gy yy og “ae. 


i some of the so-called new - car : a as 
-" oe we “bootleggers” have adopted hard- | _ Shortly after publication of the | 
selling tactics. 
Employes of a Detrolt lumber Stolen Safe Recovered 
ALESMEN are human. They| that the hope for improved sell- | company were visited the other day A safe stolen from Romney Ford 
resent any implication that they| ing lies in sales leadership. Sales- | by a couple of men who identified | Motor Sales Co., Romney, W. Va., 
aren’t trying to sell. That fact has| men must be sold on the adven- | themselves as salesmen for an auto|has been found atop a mountain 
been forcefully impressed on us| ture of selling, as contrasted with | broker. near Covington, Va. Some $700 in 
from the number of letters AuTto-| the boredom of order-taking. They offered to supply the em-/| checks were found strewn around 
motive News received shortly after The salesman who complains that | ployes with cars of any make at/| the 500-pound safe when it was dis- 
publishing a survey on selling. the public has the “wrong” attitude | substantial discounts. covered by passers-by. All cash had 
We have believed for some time | hasn’t been sold, for the adventure They were out exploring cold | been removed. 


OTreti aia! 


PRODUCTION 
i 


GREY IRON CASTINGS 


Ae 


a 


ONE OF THE NATION’S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


a 
ESTABLISHED 1866 


ee ey 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 


story, “Are Your Salesmen Really 
Selling?,” a new-car salesman 
dropped up to our offices with 
the announced plan of selling a 
car to everyone on the staff. 


Anticlimax: All members of the 
staff except one were out to lunch. 
One swing, one miss. But spoofing 
or not, chalk up “A” for effort. 

+ * * 


Crumbs 

ACK GELLER, veteran Detroit 

used-car dealer, notes a more 
cordial attitude on the part of fi- 
nance men toward used-car dealers. 
And it’s about time, Jack says, com- 
menting: 

“They threw away the bread 
looking for crumbs.” 

He was referring to the squeeze 
last year, when, Jack says, the fi- 
nance companies discriminated 
against used-car dealers. 


“They knew who were good deal- 
ers and who were bad,” Jack said. 
“They had the financial statements 
in their offices. And they shunned 
the dealer with a half-million dol- 
lars in the bank just as they 


shunned the shoestring operators.” 
* * * 


Grave Diggers 


N° DOUBT, with the squeeze on 
the used-car market, blanket 
orders came from the top to put 
the clamps on without regard to the 
specific information the regional 
offices had in their files on used-car 
dealers. 

But, as Jack says» 

“When you dig a grave for 
someone else, you dig one for 
yourself, too.” 

He referred to the fact that the 
indiscriminate tightening up 
worsened the already rough used- 
car market, with the result that 
where a finance company might 
have had one repossession, it got 
two, instead, because it had helped 
kick the market in the teeth. 

“Not,” Jack said, “that I expect 
a finance company to buy bad 
paper, anymore than I'd buy a 
bad car.” 

Jack is still at the same old 
stand. He could afford to handle 
his own paper. But he contends 
that many used-car dealers less 
fortunate were pushed out of busi- 
ness when they might have made 
it had finance companies used more 
sensible discrimination. 


New London Gets 
Prod from Dealers 
On Parking Delay 


Protesting against the inaction of 
the City Council on the parking 
situation, the New London (Conn.) 
Automotive Trades Assn. has initi- 
ated a campaign to arouse the pub- 
lic, according to Joseph M. Sulli- 
van, president. 

There is no question, Sullivan 
said, that off-street parking pays 
for itself in due time, providing the 
parking lots are properly located 
within convenient distance of shop- 
ping areas. 

Much business which should have 
remained in the city has already 
been lost to outside areas where 
parking facilities are provided, Sul- 
livan declared. 

“New London,” he added, “seems 
content to wait and wait—stall and 
delay and toss the question back 
and forth from one agency to an- 
other, doing nothing.” 


Endicott Show 
Attracts 3,400 


ENDICOTT, N. Y. — More than 
3,400 persons witnessed the three- 
day auto show here. 

The show was jointly sponsored 
by the Endicott and Vestal Junior 
Chambers of Commerce. 


Automotive Wholesalers 


Set Up Group in Idaho 


TWIN FALLS, Id.—A total of 
62 firms have joined the newly 
organized Automotive Wholesalers 
Assn. of Idaho. The association 
plans to promote safety programs 
as well as establish better relations 
between retailers and wholesalers. 

Directors of the group are 
Wendell McMurray, Burley; Earl 
Brunt, Idaho Falls; Frank Flint, 
Twin Falls; C. S. Oden, Idaho 
Falls, and M. E. McKenzie, Poca- 
— Mel Smith, Caldwell, is presi- 

ent. 
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NOW NG 
Is as Easy as ccolorating 




















It is no longer necessary to lift the foot and exert leg 
power pressure to bring your car to a stop. With the 
Bendix Low Pedal Power. Brake on about the same level 
as the accelerator, an easy ankle movement, much like 
working the accelerator, is all the physical effort re- 
quired for braking. And by merely pivoting the foot 
on the heel, shifts from "go" to “stop” controls are 
made in far less time. 





keotubt! MORE DRIVING COMFORT, 
LESS FATIGUE AND GREATER SAFETY 
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Than Any Other Make 


The car buying public has been quick to recognize that the Bendix* Low 
Pedal Power Brake is not only a most desirable new car feature but that 
its effortless, quick and positive braking is a revolutionary advancement 
in motor car control. Thus, the car manufacturer offering his customers 
this advanced feature has a decided advantage over competition. 

That this is an established fact and not a theory is unmistakably proven 
by the ever increasing percent of car buyers specifying the Bendix Low 
Pedal Power Brake on cars offering it as optional equipment. . . tangible 
evidence that the Bendix Low Pedal Power Brake is one of the most 
popular devices offered-the public in years. 

This greatest improvement in braking since four wheel brakes is unique 
in many ways. It is, for example, the only low pedal power brake that 
has met the test of millions of miles under all operating conditions. In 
fact, Bendix Low Pedal Power Brake is specified by more manufacturers 
than any other make. Remember, too, this new low pedal power brake 
is the product of Bendix—world’s largest producer of power brakes and 
leader in braking developments since the earliest days of the industry. 

For any car manufacturer interested in adding a big plus to his sales 


story, the Bendix Low Pedal Power Brake is the answer. REG. U.S. PAT. OFF. 


BENDIX sivision SOUTH BEND 


Bendix 


AVIATION CORPORATION 








Export Sales: Bendix International Division, 205 East 
42nd St., New York 17, N. Y. © Canadian Sales: ‘ 
Bendix-Eclipse of Canada, Ltd., Windsor, Ontario, Canada 
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Specified by More Car Manufacturers 
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Purolator’s Biggest— 
Randy Allen, Miss Bonanza of 1954, and 
Carl Schnippel, west coast manager of 
Purolator Products Co., Inc., check the larg- 
est single order of automotive oil filters 
ever to be shipped to Los Angeles in the 
history of the firm—six freightcar loads, 
or a total of 470,501 filter elements. The 
shipment was for dealers participating in 
Purolator’s nationwide Filter Check Time. 


Jakcon Appoints Ozonby 

Wylie Ozonby has been appointed 
general sales manager of the Jak- 
con Motors, Inc., Houston. 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Pittsburgh 

While business in the Pittsburgh 
area during the week ended Feb. 20 
dropped in comparison with the 
preceding weeks, new-car registra- 
tions increased for the second week, 
according to the Bureau of Business 
Research of the University of Pitts- 
burgh. 

The used-car situation looks more 
promising. Wholesale prices are 
firming, and out-of-town buyers 
again are coming in from the south. 

Finance companies report that 
used-car queries are 30 percent 


© | higher.—(Leon M. Leffingwell.) 


Sioux City, Ia. 

New-car sales in Sioux City 
totaled 229 in February, compared 
with 234 for January and 256 for 
February, 1953. 

Sales by makes were: Ford, 
53; Chevrolet, 50; Buick, 24; 
Plymouth, 21; Mercury, 20; Pon- 
tiac, 15; Chrysler, 10; Dodge, 7; 
Cadillac, 6; Oldsmobile, 6; De- 
Soto, 4; Lincoln, 4; Nash, 3; 
Packard, 2; Studebaker, 2; Hud- 
son, 1, and Kaiser, 1. 

New-truck sales in February 
were 36, compared with 42 a 
month earlier. Sales by makes 


were: Chevrolet, 9; International. 
9; Ford, 8; Dodge, 6; GMC, 2; Reo, 
1, and White, f. 


* 


Cleveland 


Continued slowness in the new- 
car market is being noted in the 
Cleveland area. The Federal Re- 
serve Bank, in its Feb. 19 report, 
said, “New-car sales to date are 10 
percent ahead of 1952, but roughly 
10 to 25 percent below last year.” 

According to the bank, “New 
passenger sales declined to 1,078, 
and similar dips brought sales 
totals for other motor vehicles 
down to 1,159 for used passenger 
cars; 80 for new trucks and 48 
for used trucks.” 

Morton Venig, president of the 
Cleveland Used Car Dealers Assn., 
said, “Offerings of late-model, clean 
and mechanically fine cars, at a low 
price, are basic reasons for a 
stronger demand in used cars for 
the first 30 days of the year. How- 
ever, February sales are below that 
of a year ago. Indications, though, 
are that this should be a strong 
used-car year as buyers are par- 
ticularly sensitive to price offer- 
ings.” 

Last released figures for used 
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HELPER SPRING 


cars showed February sales about 
100 below those of a year ago.— 
(Sanford Markey.) 


Toronto 
With virtually all 1953 cars off 
the floor, sales of 1954 models are 
picking up, Toronto new-car 
dealers say. 


Few 1953 cars could be bought 
new in Toronto, and most dealers 
reported being completely sold out. 
A few had some demonstrators 
left, and there were still a small 
number of '53 Studebakers availa- 
ble. 


Sales of 1954 cars have been 
better than anticipated, with 
dealers reporting stepped-up sell- 
ing and promotional campaigns. 
Salesmen are undergoing inten- 
sive training programs, as more 
competitive selling is expected. 

Dealers say that . prospective 
buyers are shopping around more 
than formerly and that hard sell- 
ing is successfully switching pros- 
pective used-car buyers to new 
cars.—(James Montagnes.) 


Richmond, Va. 

New and used-car sales for Rich- 
mond in January totaled 2,890, 
compared with 3,178 sold in Janu- 
ary last year, according to the 
Richmond Chamber of Commerce. 

The figures included 815 new 
cars and 2,075 used cars in Janu- 
ary, 1954, and 851 new cars and 2,- 
327 used cars a year ago.-—(T. D. 
Eaton.) 


* * * 


Ottawa 


| Canadian dealers can expect an | 
assist in selling cars this year be- 


cause there is apparently no inten- 
tion on the part of the government 
to restrict auto credit. 

“While many customers are of- 


| fering cash this year, I’m sure that 
such a credit policy will help sales,” 
| commented an Ottawa dealer. 


Other dealers agreed but claimed 
that they have been surprised by 
the amount of cash which prospec- 
tive buyers have been ready to 
offer, particularly in small-car 


deals. 


One dealer in smaller cars re- 


ports that he has a list of pro;-, 
pects for new cars which is longer 
than last year at this time, bit 
what has impressed him most is the 
willingness of many of the pros- 
pects to pay more cash in the deals, 
“When the weather warms up.” 
he said, “there’ll be a sudden rush 
for our cars. They’re just waiting 
to look around a little more before 
buying.”—(M. L. Schwartz.) 


Buffalo 


Loss of overtime pay and layoffs 
in some industrial plants are 
pinching many persons who are 
buying cars on an_ installment 
basis. 

One of the big finance companies 
in Buffalo has reported that 29 
percent of its installment - paying 
customers have requested adjust- 
ment of time payments to smaller 
paychecks. 

In many instances, time-pay- 
ment contracts on cars are being 
rewritten. In some cases, split 
payments have been arranged. 

One bank has reported that it 
is permitting creditors to skip one 
to three payments when the family 
budget is pinched. 

A finance company is reported 
to have increased the staff of its 
delinquency department by a third 
to work out terms with workers 
who have suddenly found their in- 
come reduced. The plan reportedly 
has been successful in holding 
down delinquencies. — (George E. 
Toles.) 


Columbus, O. 


New-car sales in Columbus in the 
first 15 days of February totaled 
870, an increase of 41 percent over 
the same period of January. 

Chevrolet had a slight edge 

over Ford in sales, 199 to 189. 
Buick, with 91, was third, and 
Plymouth and Pontiac were tied 
for fourth and fifth with 69. Run- 
ning a strong sixth, with 64, was 
Oldsmobile. 

Other sales by make were: Chrys- 
ler, 45; Mercury, 40; Dodge, 33; De- 
Soto, 14; Studebaker, 13; Cadillac. 
11; Nash, 10; Packard, 8; Lincoln, 
6; Willys, 3; Hudson, 1; Kaiser, 1. 
and miscellaneous, 4. 

New-truck sales in the first half 
of the month were up 17 percent 
over the same period of January, 
totaling 82. 

Sales by make were: Chevrolet, 
29; Ford, 19; International, 13; Reo. 
7; Dodge, 6; GMC, 4; Autocar, 1; 
Studebaker, 1; White, 1, and Willys, 
1.—(Bert Strang.) 


Blood, Sweat and Cash Registers 


Gadgets and gimmicks are used by Byron Cleveland, of Markad 
Motors Co, (Ford), Cleveland, in his morning talks to his sales staff. 

A bottle of slightly colored water thus becomes “sweat,” and a 
bottle of darkened water becomes “blood.” A bag of salt represents 
the salt mines in which thé men theoretically work. Books are the 
ingredients whereby men obtain education, and a portable radio is 
a reminder that the dealership down the street is also on the job. 


Cleveland says the gadgets add sparkle to the sales meeting and 


pep up the men’s spirits. 


A chart of the firm’s report to date is also placed in view so that 
the men can see the good for the month, the results to date, and 


how far they are ahead or behind. 


that if you continue to fight, “you’ll never be whipped.” A three by 
five file cabinet is a reminder of the ever-increasing need to call 


customers, 


The daily 8:45 a.m. get-together usually is opened with a quotation 
from the Bible, the favorite being Verse 13, Chapter 3, Philippians: 


A sign, “Fight One More Round,” becomes a catchy slogan to 


“I count not myself to have apprehended; but this one thing I do; 


forgetting those things which are behind, and reaching forth unto 
those things which are before.” i 


a 
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do you know 


about Dana? 


Charles A. Dana 


The Dana Corporation comprises a group of industries that is widely diversified in lines 
of manufacture. Its principal service is to those companies producing passenger cars, 
trucks, buses and tractors, and other self-propelled vehicles, for civilian and military use. 
Many Dana products are used in the aircraft industry, and as components in a wide 
range of machinery and appliances. 


The Dana Corporation had its founding in the Spicer Corporation in 1904. This company 
was formed by Clarence W. Spicer, inventor of the first commercially-produced 
automotive universal joint. Spicer Joints now are used as standard equipment on a 
majority of the world’s automotive vehicles. Today the Dana Corporation produces 

in its 10 modern domestic plants, and associated plants in Canada, Great Britain and 
France, the following products: transmissions, universal joints, propeller shafts, 
Brown-Lipe and Auburn clutches, forgings, axles, stampings, Spicer Brown-Lipe gear 
boxes, Parish frames, torque converters, power take-offs, power take-off joints, rail car 
drives, railway generator drives, aircraft gears, and welded tubing. 
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For nearly 50 years, 


“SPICER SALISBURY” 
has meant guee/ axles 


The Spicer Salisbury Axle for passenger car and light 
commercial use is engineered for long, quiet life. It offers 
these special features: 


RIGIDITY—The special Spicer design and construction 
maintain accurate alignment of gears and bearings 
under all speeds and loads. Result: quiet axles! 


LUBRICATION—Scientifically developed control of oil 
circulation provides a constant, correctly proportioned 
flow to all gears and bearings for effective lubrication 
and cooling. Result: quiet axles! 


RUGGEDNESS—Sturdily constructed to withstand the 
high speeds and extremes of punishment which are com- 
mon in modern automotive vehicle operation. Result: 
quiet axles! 


SPICER MANUFACTURING DIVISION 


of Dana Corporation ° Toledo 1, Ohio 


TRANSMISSIONS « UNIVERSAL JOINTS * PROPELLER SHAFTS « BROWN-LIPE ENGINEERING 
and AUBURN CLUTCHES * FORGINGS « AXLES « STAMPINGS e« SPICER 
BROWN-LIPE GEAR BOXES © PARISH FRAMES * TORQUE CONVERTERS * 
POWER TAKE-OFFS « POWER TAKE-OFF JOINTS « RAM CAR DRIVES 
© RAILWAY GENERATOR DRIVES « AIRCRAFT GEARS « WELDED TUBING 


MANUFACTURING 
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: Highways & Safety . . . 


1954 Courtesy Drive 
Seeks Dealers’ Help 


By Gerhardt Neumann 
Staff Writer 
— year’s safety campaign, 
which opened last week, fea- 
tures the slogan, “Make Courtesy 
Your Code of the Road.” 

A total of 13 suggestions and aids 
is offered dealers for participation 
in the nationwide program an- 
nounced by the Inter - Industry 
Highway Safety Committee. 

The N ational Committee for 
Traffic Safety and the National 
Safety Council are co-sponsors in 
the campaign. . 

Among the aids which dealers 
may distribute among their cus- 
tomers are “Code of the Road” cal- 
endar cards, dash stickers and 
bumper stickers. 

A cartoon booklet, a special news- 
paper cartoon series, a display 
poster and a film also are available. 

Dealers are urged to display cour- 
tesy posters in their showrooms and 
distribute them among local groups; 
include the courtesy drive in their 
advertising; encourage participa- 
tion in the program by local groups; 
select a “courteous driver of. the 

* * * 





THE WINNING WAY... 


COURTESY! 





Her hero—THE GUY WHO YIELDS THE RIGHT 
OF WAY TO OTHER DRIVERS . . . TO PEDES- 
TRIANS. The driver who wins everyone's 
respect is the motorist who MAKES COUR- 
TESY HIS CODE OF THE ROAD. 


Campaignn Aid— 


This cartoon is one of special mat series 
for the “Make Courtesy Your Code of the 
Road" program. The cartoons illustrate 
how accidents can be avoided by thought- 
ful driving. 








week,” and enlist the cooperation 
of high schools. 

Information about the. program 
may be obtained from the Inter- 
Industry Highway Safety Commit- 
tee, 1200 NW. Eighteenth St., Wash- 
ington 6, D.C. 

* 


* * 


Task for Pa. Dealers 


ENNSYLVANIA dealers were 
urged last week to intensify 
their efforts to keep traffic fatalities 
in the state on the decrease. 
Citing a 3 percent decline last 
year in traffic deaths, compared 
with 1952, E. W. Parkinson, assist- 
ant manager of the Pennsylvania 
Automotive Assn., told a dealer 
meeting in Waynesboro that a part 
of the association’s program for 
improvement of safety was the sup- 
port on the part of dealers of the 


Scientist Thinks 
Steering Wheel 
Is on Way Out 


BUFFALO. — Smoother, rounder, 
more heavily padded interiors and 
eventual elimination of the steering 
wheels will, help make the car of 
the future safer, a Cornell Aero- 
nautical Laboratory spokesman has 
declared. 

“We believe that further research 
and its ultimate application will 


|} someday make possible the design 
\|}and manufacture of cars from 


which occupants can walk away 
after a crash at, say, 50 or 60 miles 
an hour,” said Edward R. Dye, 
manager of the laboratory’s indus- 
trial division. 

“We think we have now found 
out what really happens to passen- 
gers in a car under rapid accelera- 
tion. We are beginning now to 
think about the design of a safer 
car.” 

Dye believes the steering wheel 
and post may be eliminated by 
using aircraft-type levers and 
handles, 

He also disclosed that the labora- 
tory has made crash tests with a 
new kind of plastic material that 
absorbs 14 to 18 times as much im- 
pact damage as steel compounds 
now used in auto bodies and 
fenders. 

Dye’s observation was made as 
Liberty Mutual Casualty Insurance 
Co. of Boston signed a contract to 
sponsor another year of research at 
the laboratory, aimed at reducing 
deaths and injuries in auto acci- 
dents. 


Dodge Truck Sales Heads Meet in Detroit— 


Eight division managers and 24 regional managers of the Dodge truck sales field staff met in Detroit with home office sales 
officials and department heads to discuss sales, service and mechandising plans. 


Seated (from left) are Ross M. Godshalk, Chicago division manager; Thomas 
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high school driver training pro- 
gram. 

The meeting, which was under 
the chairmanship of B. J. Roberts, 
of Roberts Chevrolet Co., Waynes- 
boro, was one of a series to be 
held in the state’s 67 counties. 

Claude S. Klugh, general man- 
ager of the association, explained 
that these meetings will keep deal- 
ers abreast of the latest informa- 
tion on traffic safety, legislation and 
similar topics. 

Pennsylvania’s dealers are now 
contributing about 400 cars for 
driver education, Parkinson re- 
ported, who also urged his listeners 
to support the state’s long-range 
road improvement program. 

* * * 


People Are Satisfied 


UDGING from a survey made by 

the Buffalo Courier-Express, the 
man in the street seems to think 
that auto manufacturers are doing 
a good job on safety. 

One merchant thought that de- 

igners are emphasizing style at 
he expense of safety, but others 
believed that tires, brakes and 
engineering, low center of gravity 
and better visibility give the 
driver better control than ever 
before. 

A policeman ventured the opinion 
that most accidents are not due to 
faulty designing, but to the fact 
that there are twice as many cars 
on the roads as in 1940, while the 
roads were not built for such loads. 

“The steel in some cars,” said a 
steelworker, “may be lighter than 
it used to be, but the reinforced 
steel tops certainly are safer than 
the wooden tops they used to have. 
I think the designers and manufac- 
turers are doting as good a job as 
they can in making cars as safe as 
possible.” 


Double Taxation 
NHUC Report Shows Effecis 


Of Automotive Levies 


The story of the effect that du- 
plicate taxation by Federal, state 
and local government has had on 
motor vehicle owners is outlined 
in a paper released by the National 
Highway Users Conference. 

The duplication of the various 
kinds of taxes from 1917 until the 
recent appointment of the Federal 
Commission on Intergovernmental 
Relations is dealt with in the 
NHUC history. 

The report aims to give an ac- 
count of the effect of such taxation 
on highway transportation. 

The paper points out that auto- 
motive excise taxes are, in effect, 
sales taxes which are ultimately 
borne by the consumer and sub- 
ject to duplication in 31 states and 
the District of Columbia, as well as 
a growing number of municipalities. 

Copies may be obtained from the 
National Highway Users Confer- 
ence, National Press Bldg., Wash- 
ington 4, D. C. 





D. Brislin, Kansas City division manager; 


Robert S. Schuyler, west coast sales supervisor; Thomas A. Tingle, Atlanta division manager; T. W. Nugent, Dallas division 
manager; Eugene A. Rees, Memphis division manager; Edward H. Rice, director of truck field operations; William S. Woolsey, 
general truck sales manager; D. A. Geil, sales supervisor; Byron S. Snowden, merchandising manager; Frank A. Tiedge, Detroit 
division manager; Herman H. Mesick, New York division manager, and Donald L. Markey, budget director. 

Second row: William D. Straub, merchandising department; J. M. Wilson, Memphis regional manager; W. K. West, Oklahoma 
City regional manager; George H. Bradley, Syracuse regional manager; Rolland S. Swain, Denver regional manager; Paul T. 
Glick, Jacksonville regional manager; W. H. Witham, Greensboro regional manager; J. O. Guy, Atlanta regional manager; 
G. D. Guild, Minneapolis regional manager; W. C. Kiernan, New York regional manager; J. M. Cochrane, Cleveland regional 
manager; Charles G. Anderson, Chicago regional manager; Albert L. Touchette, Cincinnati regional manager; J. |. Hurley, Mil- 
waukee regional manager, and C. B. McCracken, San Francisco regional manager. 

Back row: J. W. Frazier, Sf. Louis regional manager; Ralph N. Nutter, Detroit regional manager; J. C. Long, Pittsburgh 
regional manager; Donald J. Hatzenbuhler, manager special equipment; William S$. Durham, distribution manager; John R. Miller, 
sales statictician; Charles A. Fisher jr., Omaha regional manager; Matthew R. Naughton, manager merchandising centers; S. M. 
Murray, manager sales analysis, marketing and sales agreements; William C. Hoffman, Dallas regional manager; M. N. Eade, 
assistant regional manager in Dallas; Leo C. Sherry, Portland regional manager; C. B. Black, Kansas City regional manager; 
Morris A. Jones, Philadelphia regional manager; B. F. Bennett, Los Angeles regional manager, and James H. Brooks, Boston 


regional manager. 










Announcing Six New Manuals Featuring 


AUTOMOTIVE 
SALESMANSHIP 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 
: A LIFETIME OF EXPERIENCE 

Ms AT A FRACTION OF ITS REAL VALUE. 
W. K. BRAASCH 
FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
tN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN ALL 
OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 
FULLY IN TRAINING OVER 50,000 AUTOMOBILE SALESMEN. 


TRY AT OUR RISK 
Money back if not completely satisfied 
ORDER THESE SPECIALIZED MANUALS TODAY! 
Please send me the following NEW MANUALS: 
$2.00 
each 





1—The Eight Automotive Success Fundamentals. 
3—fighty W Find Prospects. 
ays to 
: 
eg egy Af -— - 
ts ae ae ie ae Your Sales Talk. 
All six is for only $10.00. 








Don’t Worry About 
Nuts In Hard-To-Get-At Places 


MIDLAND 
Welding Nuts 


THIS IS ALL YOU DO—Just insert collar of Mid- 
land Welding Nut in hole for bolt or screw, re- 





sistance weld the Nut in place, and the mut is there 
for the life of the job. Nuts can be automatically 
fed to the welder. No time wasted or trouble screw- 
ing-on nuts in hard-to-get-at places. Write for facts’ | 


about these better connections at Jess cost. 


The MIDLAND STEEL PRODUCTS COMPANY 


6660 Mt. Elliott Ave. ¢ Detroit 11, Michigan 
Export Department: 38 Pearl &t., New York, N. Y. 
Manufacturers of 4 


AIR AND VACUUM AIR AND ELECTRO-PNEUMATIC 
POWER BRAKES DOOR CONTROLS : 


AUTOMOBILE AND - 
TRUCK FRAMES 
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Woman Signs Packard Franchise— 


Mrs. Lucille Frank is the president of a new Packard dealership in the Cleveland 
suburb of Shaker Heights. Seated beside her is Joseph Mittermiller, general manager. 
Standing (from left), are Jack J. Lane, Packard parts and accessories merchandising 
manager; M. A. DuPont, assistant zone manager; Albert M. Terry, Cleveland city 
manager, and Ross H. Schroeder, Detroit zone manager. 


Fields Names Sheets 


Philip L. Fields, owner of Fields | Sheets has been with the firm since 
Chevrolet Co., Portland, Ore., has | 1926, supervising used-car recondi- 
announced the appointment of | tioning since 1932. He succeeds 


O’Dell Sheets as used-car manager. | Harold Peterson, who resigned. 


When you find 

































SLUGGISH VALVE ACTION 








STICKING HYDRAULIC VALVE LIFTERS 


































profitable to sell. Make sure you have it! 





Here’s where to find the 


Your quickest, easiest answer to these problems is to 
use Quaker State Special Detergent Additive, a highly 
concentrated, specially formulated detergent. When 
added to a good quality motor oil in the crankcase, it 
supplies super cleansing action—gives the exact de- 
gree of detergency needed. It also provides added 
protection against rusting, corrosion, and engine wear. 


A high quality Quaker State product—easy to use, 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 


Attorney at Law 

ECENTLY a reader asked, “If 

a purchaser has good intentions 
when he signs a contract, and then 
proceeds to fulfill his obligations, 
what are his various legal rights 
against the seller who breaches the 
contract?” 

Modern higher courts consist- 
ently hold that if a seller com- 
mits a clear and positive breach 
of the contract sale for an auto- 
mobile the purchaser may re- 
cover full damages sustained by 
the purchaser. 

If the purchaser has made any 
payments he may recover the 
payments made on the contract, 
plus all sustained damages. 

For example, in Martin v. Terre, 
438 So. (2d) 925, the testimony 
showed that Martin made a verbal 
agreement whereby a _ purchaser 
was to receive a motor vehicle for 
$2,600, of which $500 was to be paid 





ae | 


in cash, and the balance to be 
paid from profits earned by Terre. 
* * * 


Contract Breached 


Fgh lower the purchase, Martin 
breached the contract, although 
he had no intention of performing 
a breach. 

In subsequent litigation the 
higher court held that as Martin 
was the one who breached the con- 
tract, he must return the $500 
downpayment to the purchaser. The 
court said: 

“It seems that the deal was not 
called off by the defendant 
(Terre), but by the plaintiff 
(Martin) himself; in other words, 
the plaintiff himself revoked the 
sale made to the defendant, and 
under these circumstances, it is 
equitable to put the parties back 
in the same position that they 
were prior to the deal. Defendant 
is entitled to recover this amount, 

” 


The fact that the purchaser failed 





SLUDGE AND VARNISH DEPOSITS 


PLUGGED PISTON RINGS 





ATTENTION! DEALERS 
AND- SERVICE MANAGERS 

Your Quaker State distributor's 
salesman will be glad to give you 
all the facts about this amazing 
product.—Ask him! 













QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PENNSYLVANIA 





to assert and prove that he su:- 
tained any caused by 
Martin’s breach resulted in the 
court not allowing the purchaser 
any damages in addition to return 
of his $500 down payment. 

* + > 


Maker Defrauds Dealer 


oe a higher court held 
that an automobile dealer may 
be defrauded by an automobiie 
manufacturer by false statements, 
and that such dealer may sue and 
recover all moneys and payments 
previously made to the manu- 
facturer, without rescission or 
other legal formalities pertaining to 
the contract. 

For instance, in Calhoun v. 
Davis, 262 Pac. (2d) 620, the 
testimony proved that Davis rep- 
resented to a dealer named Cal- 
houn that the Davis car would 
soon be in production, and sold 
FOB factory, Van Nuys, Cailif., 
for $995 per’ car, 

Also, Davis stated to Calhoun 
that many of the employes of Davis 
were working for nothing because 
of their great interest in the car 
and they hoped to be paid later 
when the car was in production. 

Calhoun became suspicious that 
Davis had misrepresented the facts 
to him. Calhoun sued Davis to re- 
cover $55,000, of which, $10,000 was 
paid forthwith when Calhoun was 
assigned a distributor-dealer fran- 
chise for the sale of the Davis car 
in King County, Wash. 

* om 


False Statements Made 


— the trial Davis pre- 
sented many arguments as to 
why Calhoun should not have a 
favorable verdict. However, since 
the testimony proved that state- 
ments made by Davis to Calhoun 
were untrue, the higher court 
ordered Davis to pay back to Cal- 
houn the money paid by the latter 
for the distributor-dealer franchise, 
and said: 

“In the present case the evidence 
discloses that plaintiff (Calhoun) 
received nothing of value from de- 
fendant (Davis). 

With respect to Davis’ argu- 
ment that Calhoun could not 
have a favorable verdict because 
Calhoun had not notified Duvis 

that he would rescind the agency 
contract, the court said: 

“It is the law that where money 


| is obtained by false and fraudulent 


representations and the plaintiff 
(Calhoun) has not received any- 
thing of value from the defendant 
(Davis), it is unnecessary to re- 
scind the contract other than to in- 
stitue suit to recover the consider- 
ation which plaintiff (Calhoun) has 
paid.” 





F. our Catmanoes 
Appointed for 
Alabama Dealers 


MONTGOMERY, Ala.—Appoint- 
ment of four committees to serve 
during the coming year has been 
announced by Clarence E. House, 
Birmingham, president of the Au- 
tomobile Dealers Association of 
Alabama. 

The committees are: 

SaFETY AND PuBLic RELatTions Com- 
MITTEE—F’. E. Davidson, Demopolis, 
chairman; W. H. Ray, Huntsville, 
vice-chairman; John Thomas jr., 
Gadsden; R. G. McNelly, Decatur; 


W. N. Roberts, Brewton; David 
Canon, Opelika; W. J. Landrum, 
Wetumpka. 

LEGISLATIVE COMMITTEE — R., S. 


Hicks, Decatur, chairman; Hershal 
Littrell, Athens, vice-chairman; W. 
H. Stewart, Hartselle; P. B. Mc- 
Lauchlin, Dothan; Nabb Drennen, 
Birmingham; J. E. Still, Bay Min- 
ette; T. D. McGough III, Montgom- 
ery; E. E. Delaney, Mobile; T. Ed. 
Campbell, Florence, 

MEMBERSHIP CoMMITTEE — Rhea 
Fayssoux, Tuscaloosa, chairman; 
Harry Hooper jr., Selma, vice- 
chairman; Blaine Brownell, Ens- 
ley; Judson Colley, Troy; Edgar 
Vickery, Winfield. 

CoMMITTEE ON LocaL ASSOCIATIONS 
— Joe Wittmeier, Oneonta, chair- 
man; Jones J. Dunham, Birming- 
ham, vice-chairman; L. H. Woodley 


jr., Tuscaloosa; T. D. McGough, 
III, Montgomery; Charlie Morris 
Tuscumbia. 


Bengle Bankrupt 


Jean Bengle Automobiles, Mont- 
real, has made an assignment in 
bankruptcy. 
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The power of leadership 
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Chrysler Division, Chrysler Corporation, Detroit, Mich. 
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Started in June... 
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Sales of Foreign Cars 
Drop 1% from 1952 


By Ed Brown 
Staff Correspondent 

NEW YORK. — Registrations of 
foreign cars in the U. S. in 1953 
declined 1 percent from 1952. In 
1953 29,178 foreign cars were regis- 
tered, compared with 29,505 for 
1952. 

In December, 1,749 were regis- 
tered in the U. S., against 2,547 for 
the same month of 1952, a drop of 
31.3 percent. 

Foreign car sales hit their peak 
in June, 1958, at which time they 
started falling. June registra- 
tions were 2,936, but declined to 
2,511 in July. The drop was con- 
tinuous through December, 

MG took top honors again in 
1953, with 6,606 sales. However, it 
was 11 percent below 1952, MG 
took 22.6 percent of the market.in 
1953, compared with 25.2 percent in 
the preceding year. 

Morris and Riley, which complete 


the Nuffield Group, sold 2,082 and 
38 cars, respectively, in 1953. This 
compares with 1,945 and 49 in 1952. 
The Morris made great strides in 
1953. It is one of the few cars 
which gained. 

Hillman took second place with 
4,506 registrations, good for 15.4 
percent of the market, as against 
4,182 sales for 16.1 percent of the 
1952 market. 

In the other Rootes Group reg- 
istrations, Humber sales totaled 
146. Rover, 422, and Sunbeam Tal- 
bot, 809. The entire Rootes Group, 
then, accounted for 5,883 registra- 
tions in 1953. 

Jaguar, which took third place 
in 1953, was a fairly consistent 
gainer all year, ending the year in 
better condition than in 1952. In 
1953 it registered 3,914 vehicles for 
13.4 percent of the market, com- 
pared with 3,347 in 1952 for 11.5 
percent. However, Jaguar slipped 
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Funk Gets Austin Franchise in West— 


A veteran advertising executive turned auto dealer, Dawson Funk (center) signs 
the franchise for an Austin dealership in Walla Walla, Wash. With him are Earl C. 
Gallagher (left), Pacific northwest distributor for Austin, and G. K. Clowes, west coast 
manager. 





in December to 220 sales, against| ket, This compares with 3,854 
386 in the like 1952 month. units in 1952, or 13.1 percent of 


The English Ford captured | the market. 
fourth place in 1953, with 3,644 Austin took fifth place with 3,087 
units or 12.5 percent of the mar- | sales at 10.6 percent of the market, 





Once upon a time there was a Dealer who found he 
could sell cars by offering long, long, long terms. He 
called them “easy terms” because they made his cars 
easy to buy (though very, very hard to pay for.) 


Well, a lot of his customers bought cars that way. 
And they paid and they paid and they paid. They were so 
busy paying they didn’t trade-in for new cars until their 
trade-in values were way, way down. Then at last, 
when they learned how little trade-in allowance their 
cars would bring, they added up the costs of those long, 
long terms. And then they all said, “@@??%%”! 


So, once upon a time, there was a Dealer. 


On the same street, there still is another Dealer, who 
sold his cars on shorter, thrifty terms. He showed his 
customers how much they would save by paying a little 
faster, comfortably. Then he showed them how they 
would save expense, time, worry and trouble when he 


used the GMAC Thrift-Guard Plan. 


And, in the end, he sold many more cars than the first 
Dealer, because his customers bought again and again! 
And because he used GMAC, he gained: 1. Control 
of the whole transaction. 2. Gross from time contracts. 
3. Extra business from satisfied customers. 

4. Repeat business from GMAC service. 


The GMAC 
Thrift-Guard Plan 
available to 
General Motors 

—— 
CHEVROLET 
PONTIAC 

AE PAYME = OLDSMOBILE 


BUICK 
CADILLAC 






PLAN 





aT eRe aeRO Ore 








against 4,804 units in 1952 and 16.3 
percent of the total. This is a 
slide of almost 40 percent in one 
year. 

It is interesting to note the rela- 
tive positions of the top five ve- 
hicles in 1952. MG was in first place 
with 25.2 percent of the market, 
followed by Austin with 16.3 per 
cent. Hillman had third place with 
16.1 percent. The English Ford was 
in fourth place with 13.1 percent 
and Jaguar occupied fifth place 
with 11.5 percent. These five makes 
in 1952 accounted for 82.2 percent 
of foreign-car sales. 

However, in 1953, some of the 
relative positions changed, and 
market penetration decreased. 
The same automobiles occupied 
the first five spots, although in 
different order. MG was first with 
22.6 percent of the market, Hill- 
man replaced Austin in second 
place with 15.4 percent, Jaguar 
took third at 13.4 percent, Eng- 
lish Ford remained in fourth 
place with 12.5 percent, while 
Austin slipped from second to 
fifth place with only 10.6 percent. 

These five automobiles accounted 
for a total of 74.5 percent of the 
entire market. 

The decrease of 7.7 percent in 
the market penetration of these 
five automobiles from 1952 to 1953 
was partially caused by the in- 
creases of Morris, Volkswagen, and 
the miscellaneous group itself, 
which gained 6.1 percent in market 
penetration. This indicates that the 
new entries in the foreign-car mar- 
ket have made it more difficult for 
some of the older, more established 
names. 

In 1953 the Renault and the 
Singer registered 110 and 822, 
respectively. This compares with 
374 in 1952 for Renault and 389 
for Singer. 

Volkswagen chalked up 1,237 reg- 
istrations in 1953, at 4.2 percent of 
the market, compared with 601 reg- 
istrations at 2 percent in 1952. 

The 1953 total of other miscel- 
laneous cars was 2,255, almost a 
50 percent increase over 1952. The 
gain can be accounted for in part 
by the increase in the number of 
automobiles being offered for sale 
in this group. 

* * * 


FOREIGN CARS 
1953 Registrations in U. S. 





Others. 
Grand Total 


04 Tool Exhibit 
To Open Apr. 26 
In Philadelphia 


DETROIT. — Unprecedented in- 
terest in “tooling for competition” 
has resulted in a record-breaking 
number of exhibitors and amount 
of exhibit space for the 1954 Amer- 
ican Society of Tool Engineers’ 
Industrial Exposition scheduled for 
Philadelphia’s Convention Center 
Apr. 26-30. 

Latest figures on the ninth bien- 
nial exposition sponsored by the 
28,000 - member ASTE reveal that 
more than 480 exhibitors will oc- 
cupy approximately 155,000 square 
feet. The 1954 Exposition will be 
the largest in the history of the 
series, started in Detroit in 1938.’ 

A feature of the Philadelphia 
event will be the new machines, 
tools, and processes which will be 
unveiled for the first time. Conrad 
said numerous exhibitors had ad- 
vised him they were rushing work 
on new equipment in order to have 
it ready for the ASTE show. 

Newest type of cutting tools, 
ultra-fast and extreme - precision 
machine tools and their accessories, 
giant presses, and the latest devel- 
opments in workholding and other 
devices will be on display. All are 
designed to increase precision pro- 
duction, while relieving operators 
from manual drudgery. 

Continuing its policy of present- 
ing timely conferences and discus- 
sions on the latest technical ad- 
vances and production problems, 
the ASTE has arranged for 35 con- 
ferences and panel discussions. 

Topics for the conferences range 
through the entire field of manu- 
facturing practices, from first de- 
signs of the production to its final 
inspection “OK.” 








5 million. Before the war (1939) 


the circulation of The Saturday Evening - 














Post was just about 3 million. In 1946 it 
was 3%. It reached 4 million in1949. A. 
recent issue passed the 5 million mark. 
To advertisers the implications are im- 
‘portant. Not only is the Post gaining, 
but it is gaining at an increasing rate. 
And it is gaining with those you want 





most to reach, fam- 





ilies that read—and 
buy. The Post gets to 
the heart of America. 








Oneida Offers ‘Safest’ School Bus— 


A new model unveiled at a meeting of the American Assn. of School Administra- 
tors in Atlantic City is claimed by Oneida Products Corp. to be the safest bus of its 
kind. The bus incorporates doubly riveted body panels, six feet of headroom, 
spacious safety windows, a fingertip control panel, eight-inch bumpers and wider 


rub roils. 





Car buyers like the idea 


--.another instance of Borg-Warner 
Engineering that helps sell cars 


The famous Borg-Warner Overdrive, offered on 
thirteen leading makes of cars, has many advantages 
that strengthen the dealer’s sales story. For here is 
the advanced type transmission that lets the engine 
laze along at 28 miles an hour with the speedometer 
showing 40. Or, at 42 while moving along at 60. 
You can feel the smoother performance—quiet, free 
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Used-Car Notes... 





Sun Breaks Through 


MIAMI. — Used-car dealers in 
Miami are convinced that business 
is on the upswing. 

The Miami Used Car Dealers 
Assn. held an informal forum on 
prospects for 1954, and the general 
sentiment was that the outlook 
has improved. 

Ed Lane, manager of Olin’s 
Four Corners, declared that 
used-car dealers have the know- 
how, and if they can transmit it 
to their salesmen, the task for 


|For Miami Dealers 


1954 will not be as hard as some 
folks think, 

“The new-car dealers are in the 
used-car business now,” he said. 
“Most of them lack the experience 
that you have had. 

“You are the best salesmen in 
the business, and it is up to you 
to teach your salesmen how to sell 
cars at a profit. Our principal 
handicap is lack of trained person- 
nel, Teach your men to take a 
customer and turn him into a 


of Lhiving 
without Hwing De 





from engine vibration, restful — as B-W Overdrive 


cuts engine revolutions 30%. 


The customer is well satisfied to know that engine 
wear is greatly reduced, with longer life and fewer 
repair bills. And he gets the thrill of a perpetual 
bargain—saving gas on every Overdrive mile. 

B-W Overdrive, product of B-W’s Warner Gear 
Division, is a good example of the “design it better— 
make it better” policy applied to every Borg-Warner 


product. Proof again that . 


. . B-W Engineering 


makes it work—B-W Production makes it available. 


Year by year you find B-W Overdrive on the cars with 
the best mileage per gallon in the Mobilgas Economy Run. 


BorG-WARNER 


Almost every American benefits every 
day from the 185 products made by 





profit. Your people can chase 
buyers away or sell them, 

“I look at it this way: If = 
customer comes on my lot and 
doesn’t buy, he’s a trespasser; but 
if my salesman lets him get away 
without a sale, then he’s the tres 
passer.” 

Stacy Rowell, president of the 
state association, declared that 
“salesmanship is enthusiasm 
You’ve got to be in love with your 
job to make a success of it.” 

He added, “If any of you 
small dealers have no-good sales- 
men, get rid of them and do the 
job yourself. Let the no-good go 
to work for the big lots—maybe 
they can teach him something.” 

Barney Barnett called attention 
to the fact that a short time ago 
as many as 100 complaints a 
month were filed against used-car 
dealers with the Better Business 
Bureau, but due to the activity of 
the association, he said, only one 
was made during January. 

* * * 


Colorado Dealers 


Have Good Month 


DENVER. — Used-car dealers in 
Denver and most of Colorado had 
a good month in January, accord- 
ing to R. B. McCoy, executive-sec- 
retary of the Used Car Dealers of 
Colorado, 

McCoy said that, although prices 
are at “rock bottom,” most of the 
dealers have cleaned out their 
stocks of slow moving models. 


Denver dealers are reportedly 
feeling much more confident now 
than they did the latter part of 
1953. 


Utah Association Elects 


Graff to Presidency 

SALT LAKE CITY.—G. Kirk 
Graff, owner of Kirk Graff Kars, 
was elected president of the Utah 
Used Car Dealers Assn. ° 


Other officers elected are Ran- 
som Quinn, Ogden, vice-president; 
Robert Deck, secretary, and Dale 
R. Roberts, treasurer, both of Salt 
Lake City. 

Featured speaker at the annual 
dinner was Elias J. Strong, execu- 
tive secretary of the Utah Automo- 
bile Dealers Assn. 

* * * 


Vancouver Dealers Form 


Association, Pick Watters 


VANCOUVER, B.C. — Used-car 
dealers of Vancouver have formed 
an association and have asked for 
provincial legislation to permit 
bonding. William Watters was 
named president. A committee has 
been appointed to draft a code of 
ethics. 

This action followed a series of 
newspaper articles criticizing the 
sharp trading practices of a few 
dealers. The group is planning to 
establish a teletype circuit to Vic- 


toria to check car liens. 
* * * 


Hamilton (Ont.) Dealers Ask 


More Careful Licensing 


HAMILTON, Ont. — Some 125 
used-car dealers here are going to 
ask the City to “weed out” dishon- 
est salesmen through more strin- 
gent licensing. 

Frank Richter, president of the 
newly organized Used Car Dealers 
Assn., said the dealers are con- 
cerned over the “black eye” they 
are getting every time a car with 
a lien or other encumbrance is sold 
He said the new association mem- 
bers are the first auto dealers in 
Canada to become bonded. 

Anyone can get a used-car dealer 
license, Richter said, providing their 
lot is properly zoned. He said the 
association wants the City to screen 
applicants to prevent those with 
criminal records from getting li- 


censes. 
* . 


. 
Hicks, Kinsey Open Lot 
AUGUSTA, Ga. — Charlie Hicks 

and J. W. Kinsey have opened a 
used-car lot at 1466 Walton Way. 
It will operate under the name of 
United Motor Sales. 

aa * 


New Portland Lot 


PORTLAND, Ore.—George Elling- 
son and Frank Taylor, operating as 
partners, have opened a used-car 
lot at 2010 NE Union Ave. The firm 
name is George & Frank Used Cars. 
Both formerly were associated with 
Chevrolet dealerships here. 
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On the Financial Front .. . 


College Investors Buy 
More Common Stock 


ost colleges in recent years 
‘VE have found a partial solution 
to the problem of higher expenses 
py increasing their holdings ‘of 
common stock, which normally 
brings a greater return, according 
to Vance, Sanders & Co., an invest- 
ment house. 

The survey of 15 representative 
endowed colleges indicated that 
they had about $3800 million in- 
vested in these proportions: Com- 
mon stocks, 45 percent; bonds, 
41 percent; preferred stocks, 6 
percent; real estate, mortgages, 
etc., 6 percent, and other invest- 
ments, 2 percent. 

Harvard University, which has 


Goodrich Sales 
Climb 8.1 Pct. to 
Alltime Record 


Sales of The B. F. Goodrich Co. 
in 1953 were at an alltime high and 
were 8.1 percent above 1952, John 
L. Collyer, chairman and president, 
reported to stockholders last week. 
Net sales amounted to a record 
$674,613,276 compared with $624,102,- 
207 in 1952. 

After providing for all costs, 
including taxes and depreciation, 
and after a reserve of $2 million for 
increased replacement cost of facil- 
ities, net income amounted to $34,- 
226,745, or $8.16 a share on the 
4,194,250 shares of common stock 
outstanding at year end. 

The corresponding net income for 
1952, after a reserve of $2 million, 
was $32,364,008, which, after deduct- 
ing dividends paid on the preferred 
shares then outstanding, amounted 
to $7.60 a share. 

Total taxes in 1953 amounted to 
approximately $93,480,000, compared 
with $91,416,000 in 1952. 

Inventories at year end amounted 
to $128,322,640, compared with $131,- 
242,828 the previous year. 

Dividends totaling $2.75 a share 
on common stock were paid in 1953, 
which compares with $2.65 a share 
paid in 1952. 


Current assets at the énd of 1953 


were $315,951,473 and current liabil- 
ities were $105,581,406, a ratio of 3 
to 1. 

Net working capital increased 
from $197,116,466 to $210,370,067 dur- 
ing the year. 

Capital expenditures during 1953 
for expansion and betterment of 
manufacturing, distribution, and re- 
search facilities amounted to $23,- 
420,000. Capital expenditures during 
1952 were $21,915,000. 

The’ board of directors also an- 
nounced a quarterly dividend of 80 
cents per share on the common 
stock, payable March 31, 1954, to 
stockholders of record at the close 
of business March 12. 

= cad * 


Bowers Battery Records 


14.7% Volume Gain in ’53 
Stockholders of Bowers Battery 
& Spark Plug Co., Reading, Pa., 
have been told that the firm re- 
corded a unit volume gain of 14.7 
percent last year, compared with a 
gain of 5.1 percent for the replace- 
ment battery industry as a whole. 
National output of replacement 
batteries last year totaled 23,603,- 
000, said Clarence P. Bowers, presi- 
dent. He predicted that in 1954 his 


company would exceed last year’s 


production record. 
” * * 


Commercial Solvents Reports 
Net Earnings of $2.6 Million 


Net earnings of Commercial Sol- 


| 


vents Corp. for 1953 were $2,656,394, | 


equal to $1.01 per share of common 
stock. Net sales were $51,310,204. 
Dividends totaling $2,636,878, or 
$1.00 per share, were paid on com- 
mon stock in 1953. 

Expenditures for new plant and 
equipment during the year amount- 
ed to $11 million. In January, plans 
were approved for construction of 
a full-scale plant for nitroparaffins 
and derivatives. The cost, estimated 
at $5 million, will be financed from 
current funds. 





$307 million invested, now obtains 

5 percent return on its common 

stock holdings, compared to 2.7 per- 

cent from its fixed-income holdings. 
* *~ + 

HE financial statement of Har- 

vard, the largest investor in 
the group, showed that the univer- 
sity gets 64 percent of its endow- 
ment fund income from the 49 per- 
cent of its portfolio invested in 
common stocks. 

The investment company said 
that the financial problems of 
colleges is further complicated 
these days by a declining rate of 
return from bonds and real estate 
mortgages. 

A study of the colleges’ invest- 
ment program also revealed these 
characteristics: 

1. There is an obvious desire to 


ee U. . 


How Endowed Colleges Invest Their Funds 


Institutions 
Amherst College 
California, Univ. of 
Cornell University ...... 
Dartmouth College ....... 


Total 


Mount Holyoke College.. 


Oberlin College 
Pennsylvania, Univ. of.... 
Princeton University ...... 
Radcliffe College .......... 
Smith College 

Trinity College 
Vanderbilt University 
Williams College 


keep the capital working at all 
times, and a conspicuous absence 
of short-term trading and in-and- 
out activity. 
* aa + 

2 Although emphasis on specific 

*types of securities shifts peri- 
odically, most funds maintained a 
balanced portfolio. 


3. Most investments were confined 


brings its 


research lab 


right into your office =|) 


Without moving from your chair, you can sum- 
mon United States Rubber Company engineers 


from their office in the New Center Bldg., De- 
troit. These experts are your direct link with 
the “U.S.” plant at Fort Wayne, housing the 
great research laboratory for the automotive 


industry. 


At Fort Wayne, “U.S.” makes engineered 
rubber and plastic parts, rubber-bonded-to- 
metal parts. In the laboratory, physicists, metal- 
lurgists, chemists and design engineers are 
constantly probing and testing, seeking new 
developments that will improve your product. 
Backed by stockpiles of research data, fur- 
nished with the most modern equipment, these 


“U.S.” engineers will tackle any problem you 


care to give them. For full information, phone 
Trinity 4-3500 and ask for Mechanical Goods 
Division, or write to address below. 








UNITED 


< 


Automotive 


$23,461,786 
. 62,428,769 
. 58,532,872 
. 29,490,401 
Harvard University ........307,984,832 
8,416,191 
Northwestern University 87,283,110 
27,450,980 
45,010,946 
70,404,830 
8,439,561 
11,713,802 
. 7,055,577 
. 38,137,000 
. 19,304,821 


STATES 


Sales, Mechanical Goods Division, New Center Bldg., Detroit 2, Michigan 


Real 
Estate 
Pfd. Common Mtgs., 
Stocks Stocks ete, 
8.01 49.95 3.12 
10.60 29.28 2.23 
3.08 46.79 
$3.53 43.25 
5.33 49.03 
9.46 32.95 
30 37.56 
17.58 30.98 
10.73 49.26 
9.37 48.23 
8.28 44.93 
10.20 55.71 
5.23 67.96 
4.11 37.84 
15.51 47.96 


Other 


16.29 
1.01 
2.11 

24.50 

11.90 

67 
1.30 


16.22 
5.86 
1.89 

13.88 


61 
24.26 
3.99 





to seasoned securities which have 
shown the ability to cope with a 
variety of economic conditions. 

4, Most funds employ a variety 
of securities to help reduce the 
loss inherent in all investments. 

5. The funds are mostly managed 

by people trained in handling in- 
vestments. 


_— 
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RUBBER Cc 


“U.S.” Research perfects it 
“U.S.” Production builds it 


°03 Sales Reported 
By General Tire 
At Record Peak 


AKRON.—Sales of General Tire 
& Rubber Co. for the year ended 
Nov. 30, reached a record high of 
$205,371,098, an increase of $19,456,- 
851, or 10.4 percent, over the previ- 
ous record in 1952. 

Profits after taxes were $7,431,- 
802, including an _ unconsolidated 
$1,156,644 as General Tire’s share of 
its radio and television subsidiary, 
General Teleradio, Inc. 

The improvement in the profit 
picture amounts to 3.9 percent over 
last year and represents an earning 
of $5.87 per share of common stock, 
according to William O’Neil, pres- 
ident. 

The firm expects to put its new 
$6 million polyvinyl chloride resin 
plant in Ashtabula, O., into opera- 
tion by mid-1954, and also expects 
its new factories in Amsterdam, 


Holland, and Rio de Janeiro, Brazil, 
to begin production in the next sev- 
eral months. 
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Still Many Drawbacks, API Members Told. . . 


Gas-Turbine Engines Sized Up 


By Tom Hewitt 
Staff Writer 


AS turbines “eventually will 

take their place in the field of 
prime movers (engines)” but many 
mechanical drawbacks must be 
overcome, according to Max M. 
Roensch, Chevrolet’s director of 
laboratory tests. 

Speaking at a Detroit meeting 
of the American Petroleum In- 
stitute last week, Roensch said 
present disadvantages are high 
fuel consumption, large space re- 
quirements due to large exhaust 
ducts, no braking from turbine 
for deceleration, expensive ma- 
terials and high idling speed. 
Advantages over piston engines 

are light weight, freedom from vi- 
bration, no clutch, maximum tor- 
que at standstill, operation on wide 
range of fuels, single gear ratio, 
low oil consumption, simplified lu- 
bricating, and good cold-starting 
and warmup. 

Roensch said the gas turbine’s 


excellent torque characteristic is 
offset by its high fuel consumption. 
* * +” 
LE the specific fuel con- 
sumption at full load and 
maximum speed begins to approach 
that of the piston engine, the 
specific fuel consumption of the 
turbine increases‘ rapidly with a 
decrease in speed at full load,” he 
said. 
As an example, he said that at 
idle a 235-horsepower gas turbine 


Textileather to Expand 


Facilities in Toledo 

TOLEDO.—A construction proj- 
ect totaling more than $200,000 is 
under way at the Textileather 
Corp. plant here, according to J. 
D. Lippman, president, 

Included in the project are two 
warehouses and an additional em- 
ploye parking lot. The warehouse 
will cover 32,000 square feet and 
be used for storage of plastic 
coated fabrics. 


would use eight to 10 gallons of 
fuel per hour, compared with 0.7 
to one gallon per hour for a 235- 
horsepower piston engine. 

“Since the gas turbine would 
only be competitive with a piston 
engine in applications where the 
engine is operating at full load 
the majority of the time, it would 
seem that the first commercial 
service of this engine would be 
in the truck and bus field,” 
Roensch said. 

Following Roensch to the podium 
was R. Cubicciotti, of L. Sonneborn 
Sons, Inc., a refining firm, who 
said, “In just a short time great 
strides have been made in tur- 
bines.” 

A few years ago engineers as- 
serted a turbine for _ vehicles 
couldn’t be built, Cubicciotti said. 
Now it’s been built but still has its 
drawbacks. 

* * + 
f bypoone first gas-turbine automobile 
was built by Rover Co, in Eng- 
land, and tests were started in 


How the Gas Turbine Works— 


This is a typical gas turbine installation, such as used in the General Motors Fire- 
bird. The compressor turbine drives the air compressor, while on a separate shaft is 
the power turbine whose output is transmitted through a reduction gear to the 
transmission and drive shaft. 


. . . 





1950. In 1952, a Rover turbine-| edly, to power aircraft, locomotives, 


powered car established an aver- 
age top-speed record of 151.2 miles 
per hour. 


ships and industrial uses. 


The success of the aircraft gas 
turbine, in the form of the turbo- 


In 1950, Boeing installed one of} jet engine, has led many people 


its 175-horsepower turbines in a 
Kenworth truck and has used it 
for extensive experiments. 

The latest firm to unveil an 
automotive turbine was General 
Motors, which introduced its 
370-horsepower Firebird in Jan- 


Roensch said turbines now are 
being used successfully, but limit- 


yew C2) casoune 


THAT REVOLUTIONARY REGULAR! 





The finest non-premium gas sold in the West! 





Flashes engines from cold starts...to smooth, full power far faster. 


New 76, that Revolutionary Regular, 
gives fastest engine warm-up of any non-premium 
gasoline sold in the West. 
Put New 76 in the cars you sell and service... your customers 
will be quick to notice its revolutionary performance. 


UNION OIL COMPANY 


OF CALIFORNIA 


The West’s Oldest and Largest Independent Oil Company 





to believe that the piston engine 
soon will become obsolete in all 
fields of transportation, Roensch 
said. 

“But if anyone feels he shouldn’t 
buy a 1954 car because it will be 
outdated soon, I’d suggest he go 
ahead and buy that 1954 model,” 
Roensch told the meeting. 


Hinshaw, Cullen, 


Burleigh Get New 
Posts with DeSoto 


DETROIT. — Appointment of 
three new city managers for De- 
Soto was announced :last week by 
J. B. Wagstaff, 
sales. vice - pres- 
ident, 

A. B. Hinshaw, 
R. K. Cullen and 
R. T. Burleigh 
were named to the 
posts in Cleve- 
land, Chicago and 
Kansas City, re- 
spectively. 

Hinshaw had 
been district 
manager in Ak- 4. 3, Rew 
ron since coming to DeSoto in 1950. 
Previously he worked in the dealer 
co-operative advertising program 
for DeSoto’s ad agency, Batten, 
Barton, Durstine & Osborn in De- 
troit. ‘ 

Joining DeSoto as district man- 
ager in 1950, Cullen was first as- 
signed to the Beloit (Wis.) sales 








R. K. Cullen 


R. T. Burleigh 


area. He later served as district 
manager in the Chicago area. 
Burleigh last was district man- 
ager in the Kansas City area, His 
first assignment with DeSoto, in 
1947, was as district manager in 
Tulsa, Okla. He previously was 
general manager of a Chrysler 
Corp. dealership in Saginaw, Mich. 


Indianapolis Show 


Set for May 22-31 


INDIANAPOLIS. — The fifth 
annual custom auto show will be 
held May 22-31 at the Indiana 
State Fairgrounds here, concur- 
rently with the 500-Mile race week. 

On a space of more than 90,000 
square feet there will be exhibited 
more than 100 cars, including ex- 
perimental models, classics, an- 
tiques, sports cars, custom cars 
and roadsters. 

Display arrangements may be 
made with Indianapolis Custom 
Auto Show Corp., 850 Massachu- 


setts Ave., Indianapolis, Ind. 


Fobes-Fadely Deal 

Fobes-Fadely, Inc., has been 
formed as the new Dodge-Plym- 
outh dealership in Greenwood, Ind., 
succeeding the late Lowell Spring, 
who was a Dodge dealer for 40 
years. Officers are H. Ellison Fade- 
ly, president; Jack Forbes, vice- 
president; Bud Slaughter, general 
manager; Tom Shaw, service man- 
ager, and Paul DeBolt, parts man- 
ager. 





‘ 
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EN Mamie Eisenhower 
smashed that bottle of cham- 
pagne on the nose of the new sub- 
marine, Nautilus, and the ship slid 
down the ways at New London, 
Conn., the age of atomic power in 
America had officially begun. 

We have been dreaming and 
talking about atomic power since 
1945. Now it has been achieved. 
Let’s see whether I can tell you, 
in the simplest words I know, 
just how it works. There has 
never been a submarine like the 
Nautilus—the first to be driven 
by steam—not steam that is pro- 
duced by expensive combustible 
coal (a 60,000 kilowatt steam- 
generating plant would burn 40,- 
000,000 pounds of coal a month 
while an atomic plant of the 
same capacity would need only 
about 15 pounds), 

Atomic energy can no more be 
used directly than lightning can be 
used to drive a subway train. It is 
heat that drives a steam engine 
and it is heat that will drive the 
steam-driven Nautilus. 


When Uranium 235 is split into 
fragments when bombarded by 
neutrons in a reactor, billions of 
neutrons and atomic fragments fly 
about every second and collide with 
one another and with the alumi- 
num in which the uranium is 
sheathed. Strike a piece of iron 
often enough and it becomes hot. 
So it is within the reactor when 
the flying fragments are suddenly 
stopped. 

= * = 


Big Problem Is Heat 


a simple, doesn’t it? But 
so much heat is generated that 
the engineers had to figure out 
how to control the radioactive rays, 
released from the inferno-like in- 
terior of the reactor. If the reactor 
were not enclosed in a heavy lead 
shield no one would dare approach 
it. 

Radioactivity contaminates ev- 
erything — the aluminum, the 
water used as a coolant, even 
changes the electrical conductiv- 
ity of the metals and creates 
what metallurgists call “fatigue” 
(like bending a wire back and 
forth until it breaks). That’s the 
problem science solved. 

Nothing burns in a reactor in the 


N. Y. Proposals 
Would Increase 
Gas, Tag Taxes 


NEW YORK.—The Temporary 


State Commission on Highway Fi- | 


nance, set up to find ways of ac- 
quiring more money to finance a 
highway program for New York 
State, has several proposals before 


it. 

Included in these proposals is 
one which would raise the gasoline 
tax between two and four cents a 
gallon. Another proposal would 
double the yearly registration fees 
for the automobile owner. And yet 
another would raise the ante on the 
truck mileage tax. 

There are many other proposals 
before the group, which must make 
a report to Gov. Thomas E,. Dewey 
soon, but all of the reported pro- 
posals make further heavy de- 
mands upon drivers’ pocketbooks. 

The Citizens Public Expenditure 
Survey, which recognizes the need 
for a comprehensive long-range 
road construction program in New 
York State, has told members of 
the Temporary Commission that 
the amount of taxes necessary to 
finance the program can and 
“should be lessened by savings 
made through economy in existing 
State government operations.” 

To impose added taxes to the al- 
ready heavy load, according to the 
Survey, would serve to intensify 
the burden of taxation under un- 
certain economic conditions. The 
result, it said, would be a heavier 
strain upon the economic resources 
of the State. 
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usual sense. There is no boiler, but 
there is a heat exchanger in which 
water heated 
heated in a coil. The water must 
be purer than any we drink for 
any dissolved chemicals would be- 
come radioactive. 
o * * 


First True Submarine 


HE Nautilus is the first true 

submarine and it cost $55 mil- 
lion. Undersea boats of the past 
had to come to the surface after 
limited periods of submergence. 
The Nautilus can travel submerged 
around the earth at 20 knots. Her 
underwater range is 30,000 miles or 
about 50 days. 

It’s possible, of course, that 
human endurance will set the 
limit — since the crew will not 
know, without looking at a chart, 
whether they are under the In- 
dian Ocean or under a floe at the 
North Pole. No day ... no night 
+ +» . same old stories being re- 
peated . . . how long can the 
nerves stand ‘the strain? 


Comforts have been provided for 
the crew on the Nautilus—in con- 
trast to those on our first sub- 
marine, the Holland, 50 years ago. 
The bunks are comfortable, uphol- 
stery is pleasant in design and 
color, there is soft illumination, 


in the reactor is|/ 


American Look in Denmark— 





This Ford dealership has all the familiar features of the average dealership in 
Middletown, U. S. A., except that it happens to be Slagelse Motor Co. in Slagelse, 


Denmark. 


roominess, pingpong tables, phono- 
graphs and juke boxes. 

The reason for the luxury is that 
she is 340 feet long and her dis- 
placement is 3,000 tons. Fully half 
of this large hull will be occupied 
by the power plant and its aux- 


iliaries. 
* ¢ @ 


Sister Ship on Ways 


A SISTER ship of the Nautilus 
is now being built — the Sea 












DELCO RADIO 


Wolf, whose power plant is being 
built by General Electric, near 
Schenectady. The power plants are 
different. The Nautilus uses pure 
water as a “coolant” in the heat 
exchanger. The Sea Wolf will use 
molten sodium because scientists 
want to explore the subject more 
fully. 

Out of the power plant, con- 
structed by Westinghouse for the 
Nautilus, will come the largest 


EASIER °*>~- 


e DIVISION OF GENERAL MOTORS e 


There's nothing/easier than 
tuning an auto radio equipped with 
Delco Signal-Seeking Tuner ! 


29 





civilian atomic power in history 
... also being built by Westing- 
house, When it is ready, in 1957, 
it will generate at least 60,000 
kilowatt, enough to supply the 
power needs of a city of 100,000 
population, 

P.S. If you read the papers you 
know that a British Comet has just 
flown from London to Karachi — 
over 3,500 miles—in a little more 
than 6 hours. One of that Comet’s 
slower sisters is flying from Lon- 
don to Tokyo every week, at 490 
miles an hour, in 36 hours — but 
that’s another story. Meanwhile, 
the politicians in Washington are 
trying to decide whether those 
gentlemen who framed the Consti- 
tution of the United States should 
not have waited for a Congressman 
from Ohio to tell them how to de- 
fine the powers of the President 
and the Congress. 


Worcester Dealer Marks 


50th Year with Buick 


Chester M. Stanley, president 
and treasurer of Worcester Buick 
Co., Worcester, Mass., is cele- 
brating his 50th anniversary of 
selling Buicks. 

In 1929, he established a Wor- 
cester record that still stands by 
selling 231 cars in one month. 





Wherevér you drive, merely touch the 


trfnic perfection for your listening pleasure! 


bar again... 


There are no knobs to twist . . 
even to watch the dial. The Signal-Seeking 
Tuner operates electronically and automati- 
cally to bring in stations faster and more 


hen you want another station, touch the 
and so on across the dial. 


. no need 


accurately than you can yourself. It’s the 
surest, easiest car radio tuning available .. . 
safer, too, for you need never shift your eyes 
from road to radio to find a station. Made 
only by Delco Radio, the Signal-Seeking 
Tuner is an exclusive General Motors devel- 
opment. Available now on some of America’s 
finest cars. Ask your car manufacturer. 


KOKOMO, INDIANA 
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Friends. 
Romans. 
Competitors- 


(AND ALL DEALERS IN NORTH AND SOUTH AMERICA) 


We want to say this— and say it emphatically — 


We of Nash have ready now a complete Air Conditioning System for 
automobiles. Something so new and revolutionary that — with this 
announcement — every existing system on the market is made obsolete! 


THE PRICE is a bombshell 


The price of the new Nash system will be a bombshell 
to the public. Here, for the first time, will be complete 
year-round air conditioning not for the millionaire 
trade alone but for the millions—and it will be avail- 
able in Nash cars of lowest price. 


And that’s not all 


Here, for the first time, is one, single, complete system 
that cools, heats, ventilates the entire passenger com- 
partment, front seat and back—spring, summer, 
winter, fall—all automatically and all by one simple 


thermostatic control. It’s the new Nash single-unit 
ALL-WEATHER EYE Air Conditioning System. 


And that’s not all 


The new Nash system represents an entirely new 
approach to car air conditioning. It cools people not 
only faster but more evenly than anything now on the 
market. It will not shock the human system with cold 
drafts on the back of the neck. It will not fog or frost 
up windows. It will eliminate the usual stuffy, clam- 
my, stale inside air because it continually brings in 
fresh outside air... cleans it, filters it, cools and de- 
humidifies it, circulates it evenly, without draft. 
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Exclusive! New Single Unit 
Mass All-Weather Eye 
Air Conditioning System 








COOLING UNIT 
(EVAPORATOR) 


FRESH AIR FILTER 


SOLENOID VALVE 


RECEIVER 


(Separate Heating System Required) 


E ion Val 
Cooling Coil a 


Power Bulb HERE’S 
Kt HOW IT 
. Sight Glass COOLS I 


RECIRCULATED AIR 
TO COOLING UNIT 


Receiver 


HERE’S 
HOW IT 
HEATS! 
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HERE’S 
HOW IT 
COOLS! 


HERE’S 
HOW IT 
HEATS! 














Yes, let’s compare prices 
of Air Conditioners 
and Heaters 


ai 

CONDITIONING 

rm aewroo | wa0a0 | —wer0o 

8610.00, | $121.03 | $731.03 

$674.82 

$673.58 
a 


The 444 price ¢ 

for the complete unit Ob: 
Pa 
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AIR CONDITIONER 
AND HEATER 

Once again . . . Nash Dealers will be ahead of the Industry for the full story and the franchise facts on open points to 

... With the hottest new engineering development in years, Nash Sales Department, Nash Motors, Division Nash-Kelvin- 


the NASH ALL-WEATHER EYE Air Conditioning System. If ator Corp., 14250 Plymouth Road, Detroit 32, Michigan. 


you want fo be in on it—if you want to get in on the new 
ground-floor opportunity of the industry—write or wire now Math shortest 


THERE’S MUCH OF TOMORROW IN ALL NASH DOES TODAY! 
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And that’s not all! 





The new Nash system does not waste one single, 
valuable inch of trunk space. Does not clutter up the 
outside of the car with extra air intakes or exhausts, or 
disturb the inside passenger compartment. 


It is self-contained, under the hood and instrument 
panel—-weighs up to 125 pounds less than present 
systems. 


And still you haven’t 
heard the half of it! 


The new Nash system is a miracle of simplicity. It 
uses dozens less parts. It is quieter. It needs far less 
power. An ingenious magnetic clutch automatically 
disconnects the cooling compressor when operation is 
not required. 


And Nash will have it ready—in cars on the road—in 


the Nash Ambassador and Statesman series—in April. 
With Ramblers soon to follow! 


When will competition 
catch up? 


Frankly, we couldn’t hazard a guess. This new sys- 
tem has taken years of research and development at 
Nash, with the teamwork skill of Kelvinator engineers 
who are recognized leaders in refrigeration. 


But one fact is quite obvious. You saw Nash pioneer 
the whole principle of fresh air heating and ventilation 
in 1937. And still—today—there is no other system as 





the Nash price is 
| >» a Bombshell! 
~~ LOOK! 





efficient as the Nash Weather Eye, no other with the 
simplicity of one-knob control. Yes, today—16 years 
later—a major manufacturer has finally followed 
Nash and placed the air intake where it should be— 
above the hood . . . and then made this priceless 
safety feature available on only their top three high- 
est-priced lines. 


You’ve seen Nash dare before—and come out ahead. 
You saw Nash pioneer Bonderizing . . . Airliner Re- 
clining Seats . . . true gasoline economy in big, roomy 
cars. You saw Nash pioneer the whole concept of 
compact cars. You saw Nash introduce continental 
styling to America and set the whole new style trend 
with lower hoods and silhouettes, higher fenders, 
curved one-piece windshields on all models. 


You saw Nash bet $40,000,000 fourteen years ago on 
a new and better way of building automobiles, with 
Unitized Airflyte Construction—and you’ve seen the 
immeasurably longer car life that results. To change 
over to the advantages of this one feature alone— 
Airflyte Construction—would today cost the industry 
more than a billion dollars! 


But meanwhile, all these features are offered by Nash 
and Nash dealers only! 


Today, more than ever before, you can watch for 
headline news from Nash .. . sensational new devel- 
opments... new types of cars for the needs of America 
. .. new evidence that— 


Mass —The Pattern 


of Cars to Come 
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New Hudson Dealer on West Coast— 


Walter F. Burgin signs his Hudson franchise for Long Beach, Calif. With him are 
(from left), Edward G. Burgin; L. T. Mortensen, Los Angeles zone manager of Hudson 
Sales Corp., and W. E. Young, Pacific division sales manager. William E. Burgin will 
be the dealership's parts and service manager. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 
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Over 334-million 
screened for the BUY a 


“FPHE more they have, the more they want” 
goes the old saying. 


Better Homes and Gardens offers you readers 
who own 1,124 cars per 1,000 families—2,300,000 
of whom take vacation trips by car in a single 
year—and roll up a total of four billion miles. 


Here is your real high-gear market 
for automotive products ! 


Editorial planning has preselected 
these families for you—for high in- 
come, home ownership, the desire 
to live better—and the means to 
do just that. And from BH&G 
they constantly get the urge to 
travel and see the world. 


Latest available complete 


e Well over 800,000 BH&G families bought a car 
in a single year. 


e Over 90% own at least one car—1 in every 6 
owns two or more. 


e 87% use their cars for vacation travel. 
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New Hudson Dealer on West Coast— 


Walter F. Burgin signs his Hudson franchise for Long Beach, Calif. With him are 
(from left), Edward G. Burgin; L. T. Mortensen, Los Angeles zone manager of Hudson 
Sales Corp., and W. E. Young, Pacific division sales manager. William E. Burgin will 
be the dealership's parts and service manager. 








Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 











Earl Davis Buick, Delaware, O., 
has been granted incorporation 
papers. Incorporators are Earl G. 
and Eleanor Davis and Franklin 
Welker. 

+ 


* * 
Chrisman’s Changes Hands 


Chrisman Motor Sales 
bile-Buick), Millersburg, O., has 
been sold to Walter Doty, of Apple 
Creek, and Alvin Geiser, of Fred- 


ericktown. It will be known as/| 


Doty Motors, Inc. 
* * 


Craig Buys Horton’s 


Horton Motors, Inc. (Mercury- 
Ford), Elkins, W. Va., has been sold 
to Thomas L, Craig, of Keyser, W. 
Va. Lyle F. Horton, the former 
owner, will be engaged in the auto 
business in Greensburg, Pa. 

+ € * 


Edwards Motors Expands 

Edward L. Borkin, president of 
Edwards Motors, Inc. (Lincoln- 
Mercury) New York, has announced 
the opening of a new-car showroom 
at 395 Broadway. The new show- 
room, which occupies 1,600 square 


(Oldsmo- | 


AUTOMOTIVE NEWS, MARCH 8, 1954 


Dealer Doings 





feet of space, will be under the 
management of Bill Reiter, form- 
erly with Cy Holzer, Inc. (Chrysler- 
Plymouth), New York. 

* * * 


Gard, Hunter Buy 


Jess J. Gard and Byrie H. Hunter, 
former officers of Interstate Trac- 
tor & Equipment Co., have pur- 
chased Spencer Motor Co, (Chrys- 
ler-Plymouth), Hillsboro, Ore. Hun- 
ter will manage the firm, whose 
name has been changed to Hunter- 
Gard Motors. The former owners, 
Tom M. Spencer, and his son, C. H. 
Spencer, are now operating a used- 


car business. 
* * * 


Pa. Dealer Group Installs 


Frantz as President 

Charles S, Frantz (Ford) has 
been installed as president of the 
Wyoming Valley Automobile 
Dealers Assn. at the organiza- 
tion’s annual meeting in Wilkes- 

Pa. 

Frantz announced appointment 
of the following committee chair- 
man: Leon Uhle, policy; Lee Mc- 








automotive industry, every week throughout the year. 


- Shift into 


HIGH 


with these millions! 


Over 3%4-million families, 
screened for the BUY on their minds 


“THE more they have, the more they want” 
goes the old saying. 


Better Homes and Gardens offers you readers 
who own 1,124 cars per 1,000 families—2,300,000 
of whom take vacation trips by car in a single 
year—and roll up a total of four billion miles. 


Here is your real high-gear market 
for automotive products ! 


Editorial planning has preselected 
these families for you—for high in- 
come, home ownership, the desire 
to live better—and the means to 
do just that. And from BH&G 
they constantly get the urge to 
travel and see the world. 


Latest available complete 





e Well over 800,000 BH&G families bought a car 
in a single year. 


e Over 90% own at least one car—1 in every 6 
owns two or more. 


e 87% use their cars for vacation travel. 


BH&G BUYological Briefs 


statistics (full year of 1952) show that BH&G 
led all magazines with over 3,000,000 circulation 
in average number of editorial lines per issue 
devoted to travel and transportation—and led 
all monthlies with over 3 million circulation in 


resort and travel advertising pages. 












e Just look at what BH&G families bought in a 
single year! 250,000 bought car radios—350,000 
bought tire chains—670,000 bought seat covers 
— 1,480,000 bought batteries— 1,500,000 bought 
tires—1,670,000 bought spark plugs— 1,720,000 


bought oil filter cartridges. 


Third largest of all man-woman 
magazines, BH&G is the only one to 
grow great by a consistent policy of 
showing people the why and where- 
fore of living fuller, richer lives. 


Whatever you make for the auto- 
motive market, BH&G is your 
primary medium—where your ad- 
vertising works harder—dollar for 
dollar, line for line, page for page. 


MEREDITH PUBLISHING COMPANY, Des Moines, lowa 











Carthy jr., publicity and safety; 
Edward Conrad, program and 
entertainment; Howard Isaacs, 
finance; Frank O, O’Neill, mem- 
bership, and Russell W. Franiz, 
legislative. 


Bay State Pontiac Group 


Elects Haddad President 


George Haddad, of Pittsfield, has 
been elected president of the West- 
ern Massachusetts Pontiac Dealers 
Assn., a new organization. 

Other officers are Nicholas Car- 
telli, Holyoke, vice-president and 
treasurer, and Everett H. Wing, 
Chicopee, secretary. 


* * 


Abrahar Ahead 


Forgets Common Complaints 
And Just Sells Cars 


While many automobile dealers 
are chanting the refrain, “If we can 
survive till 55,” Anthony R. Abra- 
ham of Miami, is doing quite well 
in 1954, thank you. 

Abraham, who had been an ad- 
vertising and merchandising 
specialist in Chicago and New 
York, bought Thiel Chevrolet last 
April. Dick Thiel, who established 
the firm and for many years held 
the Chevrolet franchise for Coral 
Gables, had moved to a new lo- 
cation and erected a modern plant 
only a short time prior to his re- 
tirement. 

At the time Abraham took over 
about nine months ago, Thiel was 
moving some 35 to 40 new cars a 
month, and about the same 
number of used jobs. Today new- 
car sales are running 100 to 180 
a month and used cars from 125 
up, In one month, Thiel sold 190 
used cars. 


In every month since last April, 
sales have shown a_ substantial 
gain over the previous month, ex- 
cept last December, and that was 
due to inability to get delivery of 
new cars, Abraham said. 

Abraham explained how this has 
come about. 

“We simply followed through at 
the local level with a merchan- 
dising and advertising program 
matching the national efforts of 
our manufacturer. We have the 
prospects in our territory, they 
have money and need automobiles, 
and we have the product. What 
else does a dealer need, regardless 
of what he’s selling?” 

* * - 


Cincinnati Chamber Elects 


Zorniger as Director 


Frank E. Zorniger, of Queen 

| City Chevrolet Co., Cincinnati, 

has been elected to the board of 

the Cincinnati Chamber of Com- 
merce, 

Zorniger is a former zone man- 
ager and assistant advertising 
manager of Chevrolet. He lives 
at Wilmore, Ky. 

* * 


* * * 


Civic Post for Goetsch 


Lee Goetsch, of Goetsch - Irvine 
Motor Co. (Chrysler - Plymouth), 
Manhattan, Kans., has been elected 
first vice-president of the Manhat- 
tan Chamber of Commerce board 
of directors. 

= . * 


Ebert Motor Sold 

Andy Ebert Motor Co., Buena 
Vista, Va., has been sold. Durwood 
B. Finn has become vice-president 
and general manager, and the firm’s 
name has been changed to Buena 
Vista Motors, Inc. J. Andrew Ebert, 
who established the dealership in 
the ’40s, will remain with the firm 


for an indefinite time, Finn said. 
” * - 


K-B Motor Opens 

The new Ford dealership at 7 
Liberty St., Adams, N.Y. is under 
the new management of Herbert L. 
Kline and Alvin S, both 
of Seneca Falls, N. Y. The company 
will be known as K-B Motor Co. 

7 + . 


Garrett Appointed 
Lindsey Garrett, formerly part 
owner of Garrett-Wilson, Inc., Me- 
dina, O., has been named sales 
manager for Farmers Exchange 
Motors, Inc. 
* 6 
Danuher Bros. Occupies 


New Home in Meriden 
An open house has been held at 
the new Danaher Bros. Co. (Ford) 
sales and service building at 4! 
(Continued on Page 35, Col. 1) 
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Parker Ave., Meriden, Conn., ac- 
cording to Fred K, Weisner, man- 
ager. 

The new building houses a show- 
room, a garage and the law offices 
of Danaher & Danaher, attorneys. 

A trip to Bermuda was awarded 
to the visiting couple which gave 
the most convincing explanation of 
what they liked best about the new 
Ford. 


* * * 


Turpin Elected President 


Of Blue Ridge Dealers 


H. Lee Turpin jr.. owner of 
Wythe County Motors, Inc., 
Wytheville, Va., is the new presi- 
dent of the Blue Ridge Automo- 
bile Assn, He succeeds Scott 
Pugh, of Scott Pugh Motors, 
Va. 


Other officers are E. G. Cum- 
mings, Twin County Motor Co., 
Inc., Galax, first vice-president; 
Fred Killinger, Holston Motors 
Co., Inc., Marion, second vice- 
president; C. Brownie Blair, of 
Blair & Harris Motors, Inc., 
Wytheville, third vice-president, 
and S. H. Harris jr., Blair & 
Harris Motors, Inc., Wytheville, 
secretary-treasurer. 

a * * 


Gun Club to Stage Show 


In Kristensen Showroom 


Kristensen Motor Sales (Lincoln- 
Mercury), Howell, Mich., will make 
its showroom at 1225 E. Grand 
River available to the Howell Gun 
Club this spring for a weekend 
sports show. The show is expected 
to attract 5,000. 


Bountiful's Best 
Junior Chamber Labels Willey 


Top Young Man 


Don M. Willey, Bountiful (Utah) 
auto dealer, has been named “out- 
standing young man of the year” 
by the Bountiful Junior Chamber 
of Commerce. 

Willey was presented the Jaycees’ 
distinguished service award at a 
special ceremony. 

He was selected for the honor on 
the basis of participation in all Jay- 
cee projects, including the club’s 
junior baseball program, polio drive, 
safety project and building cam- 
paign. 


* * * 


Ford Dealers of Detroit 


Elect O’Brien President 


Roy O’Brien has been elected 
president of the Detroit Metro- 
politan Ford Dealers Assn., suc- 
ceeding Ed Schoenherr. Floyd 
Rice is the new vice-president, 
while John Barber was named 
secretary-treasurer. 

Four trustees are Russ Daw- 
son, Hi Dawson, E. H. Gilbert and 
Schoenherr. The association 
staged its second annual banquet 
Feb. 20 at the Detroit Golf Club. 

* * * 


Central Chevrolet Aide 


Arnold Schweinefus has been ap- 
pointed general manager of Central 
Chevrolet, Inc., Cleveland, succeed- 
ing William LaRiche. 

* * + 


Good Acquires Dealerships 


In Altoona, Hollidaysburg 


John G. Good has purchased 
Criswell Chevrolet Co., Inc., 
(Chevrolet - Cadillac), 220 Beale 
Ave., Altoona, Pa., and Criswell 
Motors, Inc. (Chevrolet), 310-16 
Penn 8t., Hollidaysburg, Pa. 

Good, who for 20 years has been 
vice-president of Radio & Motor 
Service, Inc., Altoona, will oper- 
ate as Good Chevrolet, Inc., in 
Altoona, and John’s Chevrolet, 
Inc., in Hollidaysburg. 

* * +. 


Chicago L-M Dealers Elect 


Drake to Presidency 

Carlton Drake, president of Drake 
Motors, Inc., has been elected pres- 
ident of the Lincoln-Mercury Deal- 
ers Assn. of Chicago. 

Other officers named were: Eli 
Kaplan, Lake Park Motors, Inc., 
vice - president; John A, Kronan, 
Kronan Motor Sales, Inc., secretary, 
and James W. Salvator, Touhy Ave- 
nue Motors, Inc., Park Ridge, treas- 
urer. New directors are: Walter 
Petelle, Petelle Motor Sales Co,; E. 
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(Continued from Page 34) 


C. Schneider, E, C. Schneider Motor 
Sales Co.; Kenneth Johnson, Calen- 
dar Motors, Inc.; Charles Eckstrom, 
Highland Park Lincoln-Mercury; 
Lyman Mouser jr., Mouser Motor 
Co., and Mort Rosen, Jackson 


Motors. 
* of + 


Dealer Joins Airport Study 


Dillon W. Pope, president of Pope 

Buick, Inc., Waynesboro 
been named as the aynesboro 
Chamber of Commerce represent- 
ative to the committee studying a 
proposed airport. 
* * * 


Parent Takes Over 
George Parent has become sole 
owner of Lake Motors, Inc., Rice 
Lake, Wis., having purchased the 
interest of H. E. Danielson. The 
two men had operated the dealer- 
ship since its opening in 1946. 


* * * 


Packard Firm Picks Two 
Packard Fort Wayne, Fort 


Wayne, Ind., has named Meredith 


wd 
“I wonder if it’s true that we'll 
find competition a little toughgr 
this year?” 





Sell as service manager and Russel 
Favory as assistant service man- 
ager in charge of the body shop. 

* * * 


LaJolla (Calif.) Attorney 


Buys Into Carll Deal 


James F. Price, LaJolla (Calif.) 
businessman and attorney, has 
become a part owner of Carll 





Mercury, Inc., according to 
Charles E, Carll, president. Price 
is secretary-treasurer of the com- 
pany and will be active in its 
operation. 

Appointment of Orville Henry, 
formerly general manager of a 
Lincoln - Mercury dealership in 
Pocatella, Id., as general manager 
of Carll Mercury also was an- 
nounced. Henry was associated 
with Ford Motor Co. for 19 years, 
the last six with Lincoln-Mercury 
at Denver. 

* * * 


Kansas Firm Dissolved 


Lester L. Moore and Clifford L. 
Moore, of Moore Motor Co. (Dodge- 
Plymouth), Osawatomie, Kans., 
have dissolved their partnership. 
Assets of the firm were scheduled 
for public auction. 

* * + 


Elliott Buys Deal 


Turner & Herrmann (Lincoln- 
Mercury), Vancouver, Wash., has 
been purchased by Otis N. Elliott, 
of Portland, Ore., who has named 
Leslie W. Kincaid as general man- 
ager. Kincaid had been with Har- 
bor Motors (Ford), Portland. His 
successor at Harbor is Harry 
Briggs, former used-car manager 
there. 
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Double rein- 
forced metal eye- 
lets — Hang keys 
from either end 
— Complete in- 
formation. 

TAGS & RINGS 
Priced At 
1000 ......$17.00 |. 
500 ...... 8.75 
250... 4.50 


Enclose Check 
with Order. 
Shipments 
Prepaid. 
Free Used Cor 
Systems & Aids 
Catalogue. 

















BARRY AUTOMOTIVE 
(SYSTEMS DIVISION) 
Sta. "A", Box 1037 

Cleveland 2 





Luxury car 








in cars of every price 


When Libbey-Owens:Ford introduced safety glass, 
it was at first specified for windshields only. Before 
long, its use was common in all windows of all makes 
of cars, including the lowest priced . . . Today, with 
Fiber-Glass insulation used to some extent by cars 
in every price class, further and fuller applications 
are being studied by all automobile manufacturers. | 





When the adoption of Fiber-Glass insulation for 


automobiles becomes universal, all cars will bring to 


L-O-F Super’Fine Fiber-Glass insulates 
a car throughout against heat, cold and 
sound. Installed under the hood, it 
reduces high-frequency engine sounds, 
transmitted tire whine, and air stream 
whistle. 


a 
| I 
i 





LIBBEY-OWENS-FORD GLASS COMPANY « 


their owners the best of all-around insulation 
against heat, cold and airborne sound. 
Our Detroit office will be glad to give you more 
information on quality automotive insulation— 
610 Fisher Building, inity 5-0080. Or write: 
Libbey-Owens:Ford Glass Company, Fiber’Glass 
Division, 534 Wayne Building, Toledo 3, Ohio. 


FIBER-GLASS DIVISION « TOLEDO 3, OHIO 








HEADLAMP DOMES—3D-Lite Headlamp 
Domes are made of plastic and give new 
and old cars a streamlined look, accord- 
ing to the maker. They also protect head- 
lamps from dirt or snow and help prevent 
breakage. One standard model fits all 
cars. Gay-lord automotive division of 
Gaylord-Shelton, Inc., Chicago 16, Ill. 


* * * 


Woodhill Offers Celastic 


For Patching Vehicles 


Celastic fabric, a cold-process 
plastic used in place of steel for 
repairing vehicle bodies, fenders 
and turret tops, is now being dis- 
tributed nationally by Woodhill 
Chemical Co., 1391 E. Thirty-third 
St., Cleveland, O. 

Celastic, according to the manu- 
facturer, is a time and money saver, 
requiring no special tools. The fab- 
ric is cut to the required size, 
dipped in Celastic solvent and then 
applied to the damaged spot. 





HEATER STARTER—The Intermatic Auto- 
Timer is an electric portable device which 
can be attached to auto heaters to start 
the heater automatically so the motorist 
can leave the garage in a heated car. It 
also will shut off the heater at any set 
time. During the summer the device can 
be used in the home, since it turns appli- 
ances off and on automatically. Inter- 
national Register Co., 2612 N. Washington 
Bivd., Chicago 12, lil. 


Data on Lathe Chucks 


A four-page bulletin giving 
specifications on lathe chucks, in- 
cluding medium-duty three -jaw 
universal chucks, four-jaw inde- 
pendent chucks, heavy-duty turret- 
lathe chucks, heavy-duty Tudor 
concentric steel-body chucks, 
medium-duty four-jaw universal 
chucks and threaded back - plate 
chucks, is available from De Witt 
Equipment Co., 136 Lafayette St., 
New York 13, N. Y. 


U-BOLT DISPLAY—Jobbers are offered 
@ counter display featuring Moog U-Bolts 
which hold a simulated rear spring. A 
“take one" box attached to the display 
holds a supply of pamphlets which give 
specifications of the 10 most popular 
U-Bolt numbers. Moog Industries, Inc., 6650 
Easton Ave., St. Lovis 14, Mo. 

. - * 


Marquette Mfg. Publishes 
Battery-Charging Guide 


A “Guide to Better Battery 
Charging” has been published by 
Marquette Mfg. Co., Minneapolis, 
manufacturer of automotive 


maintenance equipment. 
The guide features a 20-second 
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test which will indicate total bat- 
tery voltage, individual cell voltage 
or both. A “trouble chart” shows 
possible causes of battery failure 
and what to do. Also included are 
tips on how to make battery sales. 

A free copy may be obtained by 
writing to Marquette Mfg. Co., 307 
E. Hennepin Ave., Minneapolis 14, 
Minn. 





DISTRIBUTOR WRENCH — Designed for 
work on Delco distributors used on late- 
model Chevrolets, this wrench is made 
by Owatonna Tool Co., 314 Cedar St., 
Owatonna, Minn. 

* 


AC Spark Plug Indicator 
Shows Operating Efficiency 

A spark plug indicator with a 
deep well spark view chamber that 
shows how the spark plugs are fir- 
ing has been introduced by AC 
Spark Plug Division, 7-217 General 
Motors Bldg., Detroit 2, Mich. 

The indicator shows relative 
operating efficiency of old plugs 
compared with new ones, and acts 
as a check for replacing and 
servicing. The device can be used 
in conjunction with a spark plug 
cleaner. 





MILE-O-METER DISPLAY—A counter and 
window display contains four Mile-O- 
Meters and also features a six-page book- 
let answering. all questions on the unit. 


| Information may be obtained from Gale 


Hall 
N. H. 


Engineering, Inc., North Hampton, 


x x 


Electrical Parts Cleaner 
Offered by Yosemite 

A new non-Chlorinated electrical 
parts cleaner, Yosemite EPC 226, 
has been introduced by Yosemite 
Chemical Co., 1040 Mariposa St., 
San Francisco 7, Calif. 

The firm says the product is five 
times more effective than most 
chlorinated -type materials, has a 
high flash point and evaporates 
evenly. 


BRAKE LINING SEGMENTS—The X-GL 
combination of dry-mix and wireback 
brake lining segments is said to simplify 
bonders’ inventory problems. The dry-mix 
segment is a medium-high friction formula 
which assures uniform wear with positive 
stopping power, says World Bestos, P. O. 
Box 233, New Castle, Ind. 





SHOCK ABSORBER DISPLAY—This coun- 
ter display features a set of four matched 
shock absorbers and ties in the Indianapo- 
lis “500"' race where the four fastest cars 
were equipped with Monro-Matic Shocks, 
according to Monroe Auto Equipment Co., 


Monroe, Mich. 


+ * * 


Point-of-Sale Display Signs 
Available from Eis 


Eis Automotive Corp., Middle- 
town, Conn., has announced a new 
series of point-of-sale display signs. 

The signs are made of metal or 
heavy-duty cardboard and are 
printed in traffic yellow with black 
lettering. Complete information is 


available from the factory. 
* * * 





LOCK-ON TUBING — Porto-Power Lock- 
On tubing slides together in seconds, it 
is claimed, eliminating screwing of tubing, 
couplers and attachments. It is made for 
both Bantam and 10-ton Porto-Power, and 
is threaded so that it can be used with 
conventional tubing and attachments, ac- 
cording to Blackhawk Mfg. Co., Milwaukee 
46, Wis. - 


Magnecord Introduces 


Magnetic Recorder 


Magnecord, Inc., has introduced a 
magnetic recorder designed for ad- 
vertising and sales use. 

The unit, the Portable Magne- 
Cordette, combines the basic re- 
corder mechanism with the ’Cord- 
ette “custom” amplifier and the 
new power amplifier-speaker com- 
bination. Details are available from 
Magnecord, Inc., 225 W. Ohio St., 
Chicago 10, Ill. 
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all types of car bumpers. It is 
model 732 bumper towing chain. 

The chain is eight feet, eight 
inches long and made of heavy 
steel with coppered rust-resistant 
finish, Three link adjustment sec- 
tions are attached to each end of 
the chain by sliding rings. Bumper 
gripping action is provided by four 
hooks. 





ee. 


OIL FILTER REFILLS—Purolator MF-66A 
fits the Jaguar XK-120, and MF-67A the 
Jaguar Mark Vil. Purolator Products, Inc., 
Rahway, N. J. 


* > * 


Two Air Compressors 


Introduced by Par 


Introduction of a 1% and two- 
horsepower air compressor by the 
Par compressor division of Lynch 
Corp., Anderson, Ind., has been an- 
nounced by A. V. Petersen, division 
sales manager. 

The new compressor is made in 
horizontal, vertical, base - mounted 
and gasoline engine-driven models 
for automotive and industrial serv- 


ice applications. 
“. 


+ * 





TAG PRINTER — The Duplicopy Printer 
reproduces 100 units a minute in as many 
as five colors, it is said. Even string or 
wire tags and gummed labels can be run 
through the machine. Utilizing the liquid 
process, it requires no inks, gelatin or 


stencils, according to Duplicopy Co., 224 


W. Illinois St., Chicago 10, Ill. 
2. = 


Chicago Firm Offers Plan 


For Dealership Revamping 

Improvements for dealership 
headquarters are outlined in a 
free plan available from the 
Store Modernization Bureau, 
Masonite Corp., 111 W. Washing- 
ton St., Chicago 2, il. 

Included, the company says, are 
directions and sketches for a 
parts and appliance department, 
an outside pylon that is eye- 
compelling but inexpensive, a 
movable display panel and mova- 
ble display screens. The program 
is designated as Plan No. AE-291. 

J - x 






MECHANIC'S AID — Hed-Lite frees the 
mechanic's hands. It is said to eliminate 
the discomfort of working next to a hot 
light bulb that is always falling out of 
position. The lamp comes with 10 feet of 


cord. Korkie of California, 152 W. Pico 
Bivd., Los Angeles 15, Calif. 


. * * 


New York Firm Offers 
De-Icing Compound 


A windshield de-icing compound, 
Frost Buster, is being offered by 
Octagon Process, Inc., 15 Bank St., 
Staten Island 1, N. Y. 

The product is described as non- 
corrosive. It is applied by brush, 
spray or rag. Its freezing point is 
said to be 40 degrees below zero. 





WHEEL DRESSER—A three-model wheel 


dresser line offers a variety of - work 
capacities. Model A (above), with a 3.4 
center height, can be used to dress any 
angle tangent to a radius in any precision 
grinding wheel, it is said. Model B is de- 
signed to fit smaller surface grinders and 
to dress a radius and any two tangent 
angles in one operation. Model C incor- 
porates a tilting feature to compensate 
for compound angles involved in grinding 
form tools. Last Word Sales Co., 18500 
Mt. Elliott, Detroit 34, Mich. 


* * * 


Welding Accessories Listed 


In Tweco’s Catalog 


Tweco Products Co., Wichita, 
Kans., has released a 12-page cata- 
log covering the complete line of 
electrode holders, ground clamps, 
cable connectors and cable accesso- 
ries for arc welding. 

Identified as the Twecolog No. 9, 
this catalog contains full informa- 


|tion on the Tweco line, including 


| consumer quantity prices. 































































CARGO COOLER — Four new features 
have been added to Hunter's cargo cooler 
line: Fans now are mounted above the 
dry ice bunker, thus increasing air flow; a 
remote control of the thermostat gives 
control over temperature; the control box 
has been made larger for easier servicing, 
and a nose-mounted thermometer shows 
the operator the temperature in the vehi- 
cle. Hunter Mfg. Co., 1550 E. Seventeenth 
St., Cleveland 14, O. 

* * * 
Towing Aid Marketed 
By American Chain 


The American Chain division of 
American Chain & Cable Co., Inc., 
Bridgeport 2, Conn., is marketing a 
new towing aid that functions on 


























































FENDER SKIRT—Designed for 1954 Su- 
per and Roadmaster Buicks, the new skirts 
are said to give the car a continental 
look. They are equipped with theftproof 
chrome locks. Foxcraft Products, 3235 N. 
22nd St., Philadelphia 40, Pa. 


PRODUCTION SPRAYER — This portable 
self-pressurized unit operates without a 
compressor or other outside power. It is 
designed for mass-production pre-lubrica- 
tion of moving parts in internal combustion 
engines. The pre-lubricant, dgf-123, forms 
a protective coating on metal parts. Miracle 
Power Division, AP Parts Corp., Toledo 1, O. 


* * 


Packard, Studebaker Paints 


Offered by Martin-Senour 


Factory-packaged lacquers to 
match all colors of 1954 Packard 
and Studebaker cars have been 
made available by the automotive 
division of Martin-Senour Co., 2520 
S. Quarry St., Chicago, Ill. 

Synthetic enamels also have 
been developed for Studebaker, ac- 
cording to Don A. Seeley, automo- 
tive division manager. 


+ 
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Bonds... 


Trend to Toll Roads Continues 


Gi added impetus by the 
Oklahoma electorate’s approval 
of two 1953 laws authorizing three 
more toll highways, the trend to- 
ward toll superhighways is con- 
tinuing to spread, a survey of state 
capitals reveals. 

New Jersey and New York 
previously had approved pro- 
posals to place state credit behind 
toll road revenue bonds, as means 
of obtaining lower interest rates, 
but in both instances the toll 
roads would have been built any- 
way and that issue itself was not 
before the electorate for decision. 

The Oklahoma laws authorized 
creation of a new State Turnpike 
Authority, empowered to finance 
and construct 309.7 miles of turn- 
pikes in three projects. One project 
would run 85.7 miles from Tulsa to 
the Missouri line on the way to 
Joplin; another 96.2 miles from 
Oklahoma City to the Kansas line, 
and the third 127.8 miles from Ok- 
lahoma City to the Texas line. 

* * * 


THER toll road developments 
include the following: 


Cotorapo—In urging the Colorado 
Legislature to create a new state 
toll road authority, empowered to 
finance and construct a toll tunnel 
under the continental divide, Gov. 
Dan Thornton warned that failure 
to take such action might leave the 
state in danger of being bypassed 
by transcontinental toll highway 
network plans. 


Meanwhile, the Legislature awaited 
a report on feasibility of one of 
four prospective sites for the pro- 
jected toll tunnel linking eastern 
and western Colorado. 


It was understood the report 
would recommend the Straight 
Creek site north of the present 
Loveland Pass road for a tunnel 
to cost about $15 million. 

State Highway Engineer Mark 
U. Watrous expressed belief that 
“somewhat less than one-half” of 
the cost of the proposed tunnel 
would have to be guaranteed 
from other sources than tolls. 


The proposed Colorado authority 
would be composed of three ap- 
pointees of the governor, but the 
state highway engineer and chair- 
man of the State Highway Com- 
mission would be ex-officio mem- 
bers. 


Besides the tunnel, the authority 
also would consider a proposal to 


make the highway on top of Mt. 


Evans a state toll road. 
* ik x 


LORIDA — Plans to market a 
revenue bond of $60 million to 
finance construction of Florida’s 
“bob-tailed” toll highway, to run 
about 110 miles northward from 


In the Hopper 


The Rhode Island Independent 
Automobile Dealers Assn. has gone 
on record as opposing a bill requir- 
ing motorists to get title certifi- 
cates. 

Sheldon H. Stiegel, association 
president, said that the bill, which 
has passed the house of represen- 
tatives and is awaiting action in the 
Senate, does not fix responsibility. 


“This bill implies that the title 
that is issued by the registry of 
motor vehicles would be a guaran- 
tee to the auto owner. This is far 
from the truth. The act clearly 
states that no responsibility will be 
assumed by the registry or any of 
its members,” Stiegel explained. 


Automobile Venetian Blinds 


Ruled Illegal in New York 


The New York State Assembly 
has voted unanimously to forbid 
the use of venetian blinds or similar 
devices on the rear windows of 
automobiles. 


Aimed at providing “reasonable 
driving vision,” the bill changes the 
law prohibiting stickers on wind- 
shields or rear windows to include 
a clause specifying that venetian 
blinds shall not be used on rear 
windows. 





Miami, were announced by the 
State Turnpike Authority. 

Grorca — A Turnpike Authority, 
empowered to finance and construct 
a cross-state, north-south toll high- 
way, was created under terms of 
an enabling act passed by a special 
legislative session last year. 

Although the exact route — 
which would be a link in a pro- 
posed Chicago-to-Miami highway 
network — is left for determina- 
tion by the turnpike authority, it 
is expected to run from Carters- 
ville to a point south of Valdosta, 
a distance of 290 miles. Costs may 
reach $225 million. 

Inurnois—In addition to plans for 
a toll road from Hammond to Chi- 
cago to handle combined traffic 
from projected Indiana and Michi- 
gan turnpikes, the Illinois Toll 
Roads Commission also is expected 
to consider several other toll routes, 
including a route from Chicago to 
St. Louis and a link to connect 
with the projected route through 
Wisconsin to Minnesota. 


InpiANA—An early start on con- 


struction of a 156-mile, four-lane 
toll road across northern Indiana, 
was made possible by the Indiana 
Toll Road Commission’s sale late 
last year of a $280 million revenue 
bond issue. 

The turnpike, which is expected 
to be completed by November, 1956, 
will run from the Indiana-Illinois 
line east of Chicago to a connection 
with the Ohio Turnpike. 

* * * 


J ENTUCKY—An opinion by the 
Kentucky Court of Appeals up- 
holding the constitutionality of the 
state’s 1950 toll road enabling act 
cleared the way for an early start 
toward financing and construction 
of a $30 million toll highway be- 
tween Louisville and Elizabethtown. 
The court’s decision further au- 
thorized the commissioner of. high- 
ways to build toll road extensions 
with revenue bonds without being 
compelled to refund any existing 
toll road revenue bonds. 
Maine—The Turnpike Authority 
plans to obtain all contracts by 


next fall for its toll road exten- 








> 

Ghrocly. Pe 
“There—we've got you a nice 
desk and chair. Now will you 


please fill out the repair orders 
and sign ’em!” 





sion from Portland to Augusta, 
according to William B. Getchell, 
executive director. 

MassacHusetts — Chairman Wil- 
liam F. Callahan of the Turnpike 


Authority announced plans for sale 


of a $200 million revenue bond issue 
to finance the projected toll high- 
way from Weston, outside Boston, 
to West Stockbridge at the New 
York state line. This would permit 
construction of the 123-mile turn- 
pike to start by next fall. 
Massachusetts lawmakers side- 
tracked a proposal under which 


‘|state gasoline taxes collected on 


the projected east-west turnpike 
would be turned over to the State 
Turnpike Authority for mainte- 
nance and operation of the road. 
* a * 
ICHIGAN — Hopes for a toll 
road connecting Detroit and 
Toledo were squashed by a decision 
of the Monroe (Mich.) City Com- 
mission to continue plans for con- 
struction of a freeway between 
Monroe and Toledo, The Detroit- 
Toledo road was proposed to give 
access to the Ohio Turnpike. 
New Jersey — Construction of a 
Delaware River bridge to connect 
the New Jersey and Pennsylvania 
turnpikes will begin within a few 
months, New Jersey’s share in the 
bridge and the cost of a six-mile 
approach will total about $25 million. 
Under construction is a Newark 
Bay-Hudson County extension of 
the New Jersey Turnpike. It will 
run from the Newark Airport in- 
(Continued on Page 39, Col. 1) 








‘That combination gets 


my vote’’ 


“If you're asking me what kind of adver- 
tising support I prefer, I'd say local 
advertising—the kind of support Farm 
Journal and Town Journal give us.” 


It’s easy to see why most dealers are 
tickled pink when advertisers give them 
sales support through Farm Journal 
and Town Journal—the Country-Side 
Unit combination—the most powerful 
salesmen of all in Country-Side America. 


More than half the people in the 
United States live in the Country-Side 
Market—in trade centers of less than 
10,000, in crossroads villages, down 
country lanes, or on farms. It’s also 
America’s biggest automotive market. 


Country -Side families buy well over 
half the nation’s cars in addition to a 
third of the trucks and practically all 
the tractors. They account for most of 
the nation’s service business. In fact, 


they keep most of the car dealers and 
independent repair shops in business. 


With a circulation of over 4,350,000, 
the Country-Side Unit—Farm Journal 
and Town Journal—reaches and sells 
the best customers in this market. Farm 
Journal, of course, is America’s largest 
selling farm magazine. Town Journal is 
the only dual-appeal publication aimed 
at Main Street people. Manufacturers 
and dealers both benefit from advertis- 


‘ Tn Journal 





ing in the Country-Side Unit. Manufac- 
turers get more customers in the whole 
market, both town and farm. Dealers get 
the kind of coverage they want—cover- 
age among their own best customers 
and prospects like a local newspaper. 


Want proof? Send for free Country- 
Side Analysis Folder for your territory. 
You’ll find it interesting —and reveal- 
ing. Write Dealer Service Dept., Farm 
Journal, Inc., Phila. 5, Pa. 


THE COUNTRY-SIDE UNIT... 
4,350,000 of the best customers 


SELLS THE WHOLE 
COUNTRY-SIDE MARKET 





in America’s biggest automotive market 






Affecting Factories and Dealers... 
Auto Advertising 


By Marty Whitmyer 


Staff 


Stressing the fact that the 
he terms a “selling market” 


Writer 


country has returned to what 
for the first time since 1941, 


James J. Nance, Packard president, declares that advertising 
must get in tune with the times if it is to play its role in the 


“more effective distribution of 


Speaking at the winter 
meeti of the Michigan 
Scomsell of the American 

Assn, of Advertising Agencies, 
Nance said that “there is nothing 
any more sacred about what held 
true in advertising 15 years ago 
than what held true in manage- 
ment.” 

He gave advertising people credit 
for being the “most articulate peo- 
ple in business,” but told them that 
“it has been a long time since copy 
had to sell.” 

Nance made his remarks in a 
three-way discussion on “How We 
Can Better Advertising” with John 


goods.” 





©- 


P. Cunningham, executive vice-pres- 
ident of Cunningham & Walsh, Inc., 
and Paul Smith, president of Cro- 
well-Collier Publishing Co. Sidney 
R. Bernstein, editor of Advertising 
Age, was moderator. 


Nance indicated that he was not 
in favor of cutting advertising bud- 
gets, but felt that management 
should get more “efficiency out of 
each dollar spent.” 

Criticizing advertising people 
for “failure to recognize the full 
breadth of their responsibility and 
a lack of coordination between 
the expense and result of adver- 
tising,” Nance said that “there is 
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too much experimenting at the 
expense of the manufacturer. 
Media is a tool and advertising is 
paying the bill.” 

Cunningham, speaking in defense 
of the ad agency, said that “if ad- 
vertising is to be made more effec- 
tive, we must reverse the thinking 
of the No-Men in management — 
businessmen who do not appreciate 
the true selling muscles of advertis- 
ing. These are the men with the 
money, the machines, and the OKs.” 


Advancing another argument, 
Cunningham said: 

“Don’t expect the agency to know 
more about selling your product 
than the sales vice-president or 

your sales manager. If it does, you 
should get a new vice-president and 
new sales manager.” 

He also warned management that 
it shouldn’t think it had to make 
every new kind of product its com- 
petitor made, and that it shouldn’t 
resist research. On the other hand, 
Cunningham said, “don’t try to ex- 
act too much free research from 
the agency.” 

“Management,” Cunningham 
said, “also should urge the agency 
to give it a cultural analysis of 
the client’s business at regular 
intervals. Invite the agency to 














PISTON RINGS 





MCQUAY-NORRIS MFG. 


co. 


Fashion Adviser— 


Betty Bolta, who will be featured in the 
second annual Boltaflex national seat-cover 
festival in May as fashion adviser, will 
appear in national advertising and advise 
motorists on how to dress up their cars 
with decorator-styled seat covers. 


criticize your product, your pack- 

aging, your selling operation and 

your own opinion without fear. 
“Top management also should let 


UAY-NOR AI 


Since 1910, McQuay-Norris 
has played a leading role in 
the piston ring field. This background 
of more than 43 years experience is 
available to manufacturers who require engineering 


and production skills of the highest standard. 


ST. LOUIS 10, MO. 















We | the agency get at it at least once 


a year—probably more often. Man- 
agement should demand such con- 
tact from the able, detached point 
of view, that most agencies have. 

“Tell the agency when you're un- 
happy about any phase of your re- 
lationship,” Cunningham urged, 
“and give it the chance to know, 
the chance to defend, or the chance 
to rectify.” 7 

Smith, speaking from the stand- 
point of media, said that manage- 
ment must learn to rely more on its 
agency and less on its “whims and 
blue-pencil artist.” He also warned 
that the sooner some executives 
threw away their antiquated opin- 
ions about media, the sooner adver- 
tising would be made more effec- 
tive. 

Declaring that radio, television, 
newspapers, magazine and out- 
door were the five main media, 
Smith said the sooner media 
found out that none was going to 
put the other out of business, the 
better off advertising would be. 

More than 1,000 members and 
guests attended the session in the 
Rackham Memorial, Detroit, largest 
gathering in the history of the 
council, according to George P. 
Richardson jr., vice-president of J. 
Walter Thompson Co. and chair- 
man of the board of governors of 
the Michigan council. 

* + * 


New Bolta Campaign 


A new program for promoting 
auto seat-cover sales during the 
second annual Boltaflex National 
Seat Cover Festival has been an- 
nounced by Bolta Products Sales, 
Inc., Lawrence, Mass. The festival 
is scheduled to start nationally 
around May 3. 

Kickoff for the promotion is a 
full-color ad in the May issue of 
Holiday magazine and supported 
by additional full-color Boltaflex 
advertising in Ladies Home Jour- 
nal and other leading consumer 
publications. 

A kit of merchandising materials 
that enable retailers and trim shops 
to tie in with the Bolta ads is being 
prepared and will be available with- 
out charge to all dealers through 
their suppliers or by contacting 
Bolta direct. Manufacturers and 
jobbers wishing to cooperate in the 


festival are urged to contact Bolta. 
+ * ~ 


Chevrolet Dealer Project 


A statewide advertising program 
will be undertaken by Chevrolet 
dealers of Washington this year, 
according to R. G. Buchanan, of 
Buchanan Chevrolet Co., Spokane. 
He represents dealers on the adver- 
tising committee directing the pro- 
grams. 

x * * 


Ford Backs Murrow Show 


Ford car and truck advertising 
on radio was extended in three 
time zones when Ford division 
became a sponsor of Edward R. 
Murrow’s evening news programs 
over 121 stations of the CBS radio 
network. It began March 1. 

Ford will sponsor the 15-min- 
ute Murrow program every Mon- 
day, Wednesday and Friday in 
the Central, Mountain and Pacific 
time zones. Broadcasts are at 6:45 
p.m. (CST). 


* * * 


Hartigan in New Job 


Joseph J. Hartigan jr., formerly 
with General Outdoor Advertising 
Co., Chicago, has joined the De- 
troit staff of Jann & Kelley, Inc. 

* * * 


Car Life Appoints Reps 

Car Life magazine has announced 
the appointment of advertising rep- 
resentatives for the east and west 
coasts and the midwest. 

They are Weston & Weston, 6 E. 
Thirty-ninth St., New York; Brand 
& Brand, 1052 W. Sixth St., Los 
Angeles, and Cole & Mason, 605 N. 
Michigan Ave., Chicago. 


* * * 


BAB Contest Winners 


Winners of the 1953 “Radio Gets 
Results” Derby —the third annual 
contest sponsored by the Broadcast 
Advertising Bureau, Inc. — have 
been announced by Keven B. Swee- 
ney, BAB president. 

Included among the winners were 
several stations with shows spon- 
sored by automotive firms. 

They were: First prize—WGAY, 
Silver Spring, Md. (Tom’s Used-Car 
Acre). Second prize—WJOY, Bur- 
lington, Vt. (C. P. Smith jr., Inc.). 
Third prize—WTTM, Trenton, N. J. 

(Continued on Page 43, Col, 1) 
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(Contirued from Page 37) 
terchange to the Holland Tunnel 
plaza in Jersey City. 


New York —In his annual mes- 
sage to the Legislature, Gov. 
Thomas Dewey said a “sound and 
equitable” method of financing con- 
struction of the Erie, Niagara, New 
England and Berkshire branches 
of the New York State Thruway 
was expected to be ready for con- 
sideration by the 1954 session. 


In reviewing thruway, construc- 
tion progress, the governor said 
that, barring unforeseen delays, 110 
miles of the superhighway from a 
point south of Rochester to a point 
near Utica will be in toll operation 
by summer. 


By the end of the year, he con- 
tinued, 400 miles of the highway 
between Buffalo and Suffern in 
Rockland County — will be in use. 
Completion of the link between 
Suffern and the New York City line 
is scheduled for the summer of 
1955. 

aa = * 

(pO Release of $135,000 to the 

Turnpike Commission to finance 
preliminary studies for a second 
toll superhighway was approved by 
the State Controlling Board. 

The Commission disclosed that 
it expects to complete its 241- 
mile toll highway across the 
northern part of the state by the 
end of 1954 “without going to the 
bondholders for more money.” 
This route will run from the 
western terminus of the Pennsyl- 


Cadillac Dealer 
In Boston Marks 
50th Anniversary 


BOSTON. — Cadillac Automobile 
Co., one of the oldest Cadillac dis- 
tributors in the nation, is celebrat- 
ing its 50th anniversary. 

The firm is headed by Peter Ful- 
ler, president, and his father, Alvan 
T. Fuller, board chairman. 

The elder Fuller, beside serving 
as governor of Massachusetts for 
four years, also served four years 
in Congress and was elected to two 
terms as lieutenant governor. His 
son is a World War II veteran and 
is also an amateur boxer. 

Other executives in the organiza- 
tion include John M. Ballou, assist- 
ant general manager and treasurer; 
Z. J. Kord, Cadillac retail sales 
manager; Harry G. Hammond, 
Oldsmobile sales manager; George 
McKenzie, used-car manager; Char- 
les Robinson, Cadillac wholesale 
manager, and Clifford C. Cudhea, 
service manager. 








9 SYSTEMS 
TO CHOOSE FROM! 
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3. Underfloor twin —— 

4. Underficor single pivg-in type—3” 

5. Overhead disappearing type—3” 
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7. Overhead wal - 

8. Underfloor duty—4” 
(fer trucks and buses). 

9. Overhead , 


“The World's Finest Exhaust System” 
ENGWALD CORPORATION 


357 Lafayette Ave., Brooklyn, N. Y. 
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Trend to Toll Roads Continues 


vania Turnpike to the Indiana 
border, where it will connect with 
a projected Indiana turnpike to 
Chicago. 

PENNSYLVANIA — In revealing the 
route of the projected 100-mile 
northeastern extension of the Penn- 
sylvania Turnpike from near Plym- 
outh Meeting, Montgomery County, 
to Moosic, six miles south of Scran- 
ton, the Turnpike Commission said 
it was planned to get the first con- 
struction under way in March. 


The extension, which is expected 


Sarasota County Dealers 


Elect Chiles President 


ORLANDO, Fila.—Russ Chiles, of 
Russ Chiles Motors (Nash) has 
been elected president of the Sara- 
sota County Automobile Dealers 
Assn. 

Other officers are Roland Davis, 
of Campbell-Davis Motors (DeSoto- 
Plymouth), vice-president, and Bob 
Stinnet, of Stinnet’s Pontiac Serv- 
ice, secretary-treasurer. — 


STO A 
IN ONE YEAR WITH MY 


to cost more than $200 million, is 
scheduled for subsequent extension 
from the Scranton area to Dela- 
ware Water Gap and northward to 
the New York state line near Bing- 
hamton, where it will connect with 
the New York Thruway. 


The 33-mile Delaware River ex- 
tension, which will provide a link 
with the New Jersey Turnpike, is 
scheduled for completion in Octo- 
ber. 

+ * * 
HODE ISLAND — Bills intro- 
duced in the Legislature would 
create a state authority to build 
and operate a toll highway across 
the southern part of the state. 

Under the proposed legislation, 
the voters would decide whether 
$40 million of state bonds should 
be issued to finance the program. 

Texas—The State Turnpike Au- 
thority expects a report on the eco- 
nomic feasibility of a Dallas-Fort 
Worth toll road, expected to cost 
some $30 million. 





Donovan Gift— 


To further youth activities in Indian- 
apolis, Bert Donovan (right), president of 
Hoosier Cadillac Co., hands a trophy for 
the Pal Club Grade School Football League 
to Lt. Casper Kleifgen, director of Pal 
Club activities in the city. The trophy will 
be awarded to the winning team in the 
annual East-West football game. 


made public a report finding that 
Vermont has neither need nor 
economic justification for any toll 
road projects at present, 


Vermont — Gov. Lee Emerson Virainta — The Virginia Advisory 


INLAND RADIATOR DEPARTMENT 
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Legislative Council called for lim- 
ited construction of toll roads, rural 
and urban, with each project being 
financed independently of others. 
The council said toll roads would 
be beneficial only in solving local 
special road problems and would 
not solve statewide highway prob- 
lems. 

West Virainia — Issuance of an 
additional $37 million in revenue 
bonds for completion of its 88-mile 
toll highway from Charleston to 
Princeton was authorized by the 
Turnpike Commission. Former Gov. 
Okey L, Patteson was named gen- 
eral manager of the Commission, 


Powell Quits Savidge, 


Takes Job with Sayres 

W. Gordon Powell, has been 
named general manager and vice- 
president of Stan Sayres, Inc. 
(Chrysler-Plymouth), Seattle. 

Powell had held the same post 
for many years with S. L. Savidge, 
Inc. (Dodge- Plymouth), Seattle. 
Arthur Feek has been promoted to 
general sales manager at Sayres. 

At Savidge, Lee Jensen and Earl 
Taylor have taken over Powell’s 
duties. 








“Radiator sales for.the year were $12,143.47, our 


“Yes,” says Don Pullman, President of Pullman 
Motor Co., Centerville, lowa, “our decision to 
install an Inland Radiator Department was a 
wise one. The first year our profits exceeded the 
total cost of,the equipment and all incidentals. 
The Department accounted for a 32.1% increase 
in labor sales which, of course, greatly incr 


“Inland planned our department, selected the 
equipment and trainéd a member of our organi- 
zation in the ‘latest methods of radiator cleaning 
and repairing. They even provided us with a 
pricing and merchandising program! I have a 
department that is simple to administer, yet turns 
out top quality work in a minimum of time. 


ss profit on labor 
oes to our total labor sales! The Flo-Test 
machine, which tests radiators for plugging 
either on or off the car, has been responsible for 
much of this volume,” 





our service absorbtion.”. 





“Besides our retail work, we have developed a 
nice wholesale business. We actually advertise to 
tell car owners to return their car to their dealer 
for radiator service — thus gaining the g 
and business of the competative dealers!” 


1108 Jackson Street 


will 


to the total. 


“Sales of related parts followed labor sales. The 
first year we moved $2,896.58 of hoses, fan belts, 
water pumps, cores, new radiators and other 
cooling system parts...a nice figure when you 
realize that’s $724.15 in gross profits tacked on 
It’s the same old 
get under the hood, you can’t help but sell!’ 


*‘Net Profits exceeded all costs the very first year!”’ 


That really tells the story in a very few words—a complete and ac- 
curate outline of our operation for the first year. As you might guess, I'm 
well pleased with my results, and feel justified in suggesting you 
investigate the possibilities of increasing profits with an Inland Radiator 
Department by mailing the attached coupon as | did. 


Bone fon lnen 
INLAND 


MANUFACTURING COMPANY 
Omaha 8, Nebraska 


story; once you 


comes around.” 


Name. 


Di ieenianmniia 


City. 
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“There’s another angle to an Inland Radiator De- 
partment worth considering: It’s easier to create 
and maintain product preference when you can 
offer automobile owners this essential service 
they have to purchase somewhere. I don’t have 
to tell you that a well satisfied service customer 
is your hottest prospect when that trade-in time 


FREE! Mail the coupon below—get your 
“BLUEPRINT FOR PROFIT’ 
by return mail. Gives you a 


complete Radiator Department 
profit picturel 
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INLAND MANUFACTURING COMPANY, Dept. A-7 
1108 Jackson Street, Omoha 8, Nebraska 


Please send complimentary copy of ‘Blueprint for Profit.” 


Meks ef Cor Fit caccstsensinininn 


Are you now operating a radiator shop? [) Yes 
’ . 


MAIL THIS COUPON TODAY! 





$6,246.33 ...a healthy con- 
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J. W. Blackport has been ap- 
pointed Michigan district manager 
for Maremont Automotive Prod- 
ucts, Inc.; Accurate Parts Co., and 
Replacement Unit Cos., according 
to E. T. Roach, Maremont midwest- 
ern divisional manager. 

Blackport formerly was sales 
manager for a Michigan automotive 
parts wholesaler. 

+ 


* + 


Pontiac’s S. F. Zone Chief 


Names District Manager 
Appointment of Robert Morse as 

a district manager has been an- 

nounced by Don R, Stuart, San 





Huntington Motor Marks 30th Year— 


Harry S. Blethen (second from left), president of Huntington Motor Co. (Stude-| Francisco zone manager for Pon- 
baker), Huntington, W. Va., and J. Paul Childers (second from right), secretary-treasurer, tiac. Morse will make his head- 


receive congratulations upon the 30th anniversary of the firm. A plaque is presented quarters in Santa Rosa, Calif. 
by W. VanderMeulen (left), Studebaker regional manager, and C. V. Nystie, district 


manager. 


Buick Realigns Personnel 
In Pacific Region 


Zone personnel changes in 
Buick’s Pacific region include the 
transfer of C. A. Speight, district 
manager at Seattle, to a like po- 
sition in Los Angeles. 

He replaces Walter Klock, who 


« 





Staiger Promoted 


Appointment of John G, Staiger | troller. Staiger has been in Nash- 
as assistant comptroller of Nash- | Kelvinator’s accounting department 
Kelvinator Corp. has been an-|since 1937, serving as divisional 
nounced by Jack J. Timpy, comp-| comptroller the last three years. 
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moves to San Francisco to serve 
as car distributor, succeeding 
William Fitzgerald, who resigned 
to join Spencer Buick, San Fran- 
cisco. 

William M. Hobbs has been 
appointed service representative 
with headquarters at Chico, Calif., 
and E. W. Fogelquist, whom he 
succeeded, has been named parts 
and accessories representative for 
the San Francisco and Portland 
(Ore.) zones. 

Hobbs formerly was associated 
with his father, William F.. Hobbs, 
in a dealership at Lompoc, Calif. 


* * * 


Underwood, Roensch Named 


In Chevrolet Engineering 

Two changes in the Chevrolet's 
engineering staff have been an- 
nounced in Detroit by E. N. Cole, 
chief engineer. 

A. J. Underwood, director of la- 
boratory tests for 24 years, has 
been appointed to the newly cre- 
ated position of chief test coordi- 
nator. Max M, Roensch, associated 
with Ethyl Corp. in research work 


This advertisement will appear in the April 3, 1954 issue of THE SATURDAY EVENING POST 


TIE IN NOW! GET YOUR STREAMER UP! 


Another great Fram Clean Oil Month means more 
customers for clean oil and Fram Cartridges. Fram's 
big advertising—including network TV*—tells mil- 
lions of motorists about it. Sell more oil! Sell more 
Fram to customers who want a box top for the big 
Fram “Vacationland America” Book... get your 
streamer up now! 


r 


Bs 


o 


GENUINE 


(In California on “Panorama Pacific.”’) 
FRAM CORPORATION, Providence 16, R. |. Fram Canada Ltd., Stratford, Ontario. 


e 





““FRAM VACATIONLAND AMERICA starring John Cameron Swayze on ‘Today’ (NBC-TV) with Dave Garroway. 


CARTRIDGE | 
oar 
Chemically Treated Cel-Fak 


ENUINE 
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for eight years and recognized 
widely for his work on engine-fue: 
relationships, replaces Underwood 


as director of laboratory tests. 
+ ca * 


Fruehauf Names Burnham 


Financial Vice-President 


Election of Fred Burnham as 
financial vice-president of Fruehaut 
Trailer Co. has been announced by 
Roy Fruehauf, president. 

Since joining Fruehauf in 195( 
as controller, Burnham has been 
instrumental in developing decen- 
tralized accounting techniques for 
the company. 

+ 


Field Aides Shifted 
By Studebaker 


New assignments in Studebaker’s 
field organization have been an- 
nounced by Paul R. Davis, general 
sales manager. 

E. W. Pigg, formerly district 
manager in Atlanta, has become 
district manager in Pittsburgh. 

J. H. Moor III, formerly district 
manager in Dallas, has become dis- 
trict manager in Buffalo. 

N. R. Erickson, formerly district 
manager in Philadelphia, has be- 
come district manager in Minne- 
apolis. 

T. W. Davis, formerly district 
manager in Buffalo and more re- 
cently on special assignment in the 
home office in South Bend, has be- 
come assistant to the regional man- 
ager in Chicago. 

F. H. Jung, formerly assistant to 
the regional manager in Philadel- 
phia, has become district manager 
in New York. 

C. W. Clifford, formerly district 
manager in Atlanta, has become 
district manager in Philadelphia. 

* * = 


Schrader-Sales Post Brings 
Vice-Presidency for Drew | 


Garvin A. Drew has been ap- 
pointed vice-president of Scovill 
Mfg. Co., Inc., in charge of sales, 
service, advertis- 
ing and sales pro- 
motion for the A. 
Schrader’s Son di- 
vision, Brooklyn, 
N. Y. 

Drew, who joined 
the Schrader or- 
ganization in 1925, 
became general 
| Sales manager in 
| 1940. 

The division 
makes tire valves 
and other products. 

* © 





G. A, Drew 


Quaker Rubber Appoints 


Lowrey as Western Aide 
Appointment of A. M. Lowrey as 
| assistant general sales manager for 
western division branches of Quaker 
Rubber Corp., Philadelphia, has 
been announced by G. A. Dauphi- 
nais, general manager. 
| Lowrey has been with Quaker 
Rubber for 13 years, serving last as 
assistant manager of the mechan- 
ical goods division. He will super- 
vise branches in Chicago, Cincin- 
nati, Cleveland, Detroit, Los An- 
geles, Minneapolis, Portland, Ore., 
jand St. Louis. 
* 





* * 


|Goerlich’s Appoints Hargis 
|As District Manager 

Ross W. Hargis, Newton, Tex., 
has been appointed district man- 
ager of Texas, Oklahoma, Arkansas 
and Louisiana for Goerlich’s, By 
Harris, sales manager, has an- 
nounced. 

Formerly a sporting goods manu- 
facturer’s representative in the 
area, Hargis will take over the dis- 
trict promotion and sales of muff- 


lers and pipes for Goerlich’s. 
| * 7 7” 


McLouth Raises Murphy 


McLouth Steel Corp., Detroit, has 
announced the elevation of C. 
Thorne Murphy, director of pur- 
chases and assistant secretary, to 
vice-president and assistant secre- 
tary. 


Sauer Elected a Director 


Of Overseas Auto Club 


Howard C. Sauer, general man- 
ager of the export division of 
Timken Roller Bearing Co., Can- 
| ton, O., has been elected to the 
board of directors of the Over- 
seas Automotive Club. 


Members of the club, founded 
(Continued on Page 41, Col. 1) 





























Auto Personnel 


(Continued from Page 40) 


in 1923, handle overseas sales for 
about 1,500 American manufac- 
turers of automotive replacement 
parts and accessories, tools and 
service equipment. Sauer is a past 


president. 
* 


Robers Named Sales Chief 


Of New Weatherhead Unit 


Albert J. Weatherhead jr., pres- 
ident of Weatherhead Co., Cleve- 
land, has announced the appoint- 
ment of Gene P. 
Robers as sales 
manager of the 
newly created dis- 
tributor division. 

Robers will di- 
rect selling activ- 
ity for Weather- 
head’s automotive 
replacement parts 
and, in addition, 
: all Weatherhead 

. industrial prod- 
— >. ucts, Ermeto fit- 
tings, and heavy-duty hose and re- 
usable couplings sold through in- 
dustrial distributors. 

Robers formerly was sales man- 
ager of the standard parts division. 





Reo Names Crouse to Head 
New Portland (Ore.) Branch 


W. D. Crouse, west coast truck | 
sales executive, has been named 
manager of the new Portland (Ore.) 
branch of Reo Motors, Inc., accord- 
ing to A. L. Struble, truck sales 
vice-president. 

A veteran of the trucking indus- 
try since 1919, Crouse will supervise 
the sales and serving of Reo trucks 


and industrial and marine engines. 
aa * * 


Three Executive Changes 
Announced by Polyken 


Three executive changes have been 
announced in Chicago by Polyken 
Products, a department of Kendall 
Co., manufacturer of industrial 
tapes. 

W. J. Hodges has been appointed 
field sales manager; Paul P. Sikor- 
ski assumes added responsibilities 
as staff assistant to the general 
sales manager, and N, K, Rankin 
becomes district manager of the 
combined central and western dis- | 
tricts. | 


Quaker Rubber Appoints 


Assistant Sales Manager 
Appointment of W. H. Van Buren | 
as assistant general sales manager | 
of eastern division branches of | 
Quaker Rubber Corp. has been an- | 
nounced by G. A. Dauphinais, gen- | 
eral-manager. 
Van Buren will coordinate the | 
sales program of Quaker’s branches | 
in Atlanta; Boston; Dallas; Hous- | 
ton; Kearny, N.J.; New Orleans; | 
Philadelphia, and Pittsburgh. 


Hughes and Wiedemer 


Named by Seiberling 

T. M. Hughes has been ap- 
pointed to the newly created post 
of manager of dealer operations 
of Seiberling Rubber Co. 

George A. Wiedemer has been 
given the special assignment of 
sales-training manager. Hughes 


POSITIVE REAR DOOR 


SAFETY LOCKS 


UGGESTED 
RETAIL 
$1.57 

Per PAIR 


100% EFFECTIVE—Cannot Fail 
Quickly Installed or Removed. Re- 
places Inside Door Handle. Rear Doors 
are Always Locked From Inside, but 
can be med from outside as usual. 
No Mechanical Changes To Make. 
Handle can be replaced if desired. No 
Delicate Parts to Break and Cause 
Failure. Mounted on Attractive Dis- 
play Card. 
This New Design HOUSER’'S 
SAFETY DOOR LOCK No. 302 and 
No. 304 will fit more than 95% of all 
cars built in U. S. A. 
IMMEDIATE DELIVERY 
If your jobber cannot furnish order 
direct. Write today for free catalog of 
over 200 HOUSER service items. 
TET 4 wea ee 
aT tr] 





had been assistant to the general 
sales manager and Wiedemer had 
been truck tire sales manager 
until his retirement last July. He 
returned to the company to train 
new salesmen and dealer person- 
nel. 


GM’s Detroit Diesel Names 
Fogarty Purchasing Agent 

William T. Fogarty has been 
named purchasing agent of the De- 
troit Diesel Engine division of Gen- 
eral Motors. 

Fogarty joined the Electro-Mo- 
tive division in 1938 and switched 
to Detroit Diesel in 1951 as an as- 
sistant purchasing agent. 


* 7 + 


Two Account Executives 


Named for Ditzler Color 


Appointment of Victor G. 
Schwenke and Everett G. Knox as 
account executives for Pittsburgh 


Plate Glass Co.’s Ditzler Color di- 





_AUTOMOTIVE NEWS, MARCH 8, 


vision in Detroit has been an- 
nounced. 

Schwenke had been assistant sales 
manager, and Knox had been assis- 
tant industrial sales manager. 

* * oa 


Round Appointed Adviser 


To Petroleum Institute 
George Round, who is retiring 
from Socony-Vacuum Oil Co., has 
been named technical adviser to 
the oil marketing committee of the 
American Petroleum Institute. 
His job will be to call on vehicle 
makers in the interest of lubri- 


cants, officials said. 
* * * 


McCallister Advanced 


Robert V. McCallister has been 
appointed sales manager of the 
general products division of Glass 
Fibers, Inc., Toledo, according to 
R. W. Capaul, general sales man- 
ager. McCallister had been manager 


of the New York sales branch. 
+ * + 


Worcester Pressed Steel 
Adds 3 New Directors 


Three new directors have been 
added to the board of Worcester 
Pressed Steel Co., a metal stamping 


1954 


Benno M. Bechhold, president of 
the Savoy Plaza Hotel, New York; 
Robert A. Weaver jr., president of 
the Bettinger Corp, Waltham, 
Mass., a porcelain enamel product 
manufacturer, and William E. Hill, 
president of William E. Hill Co., 
New York management consulting 


firm. 
* * * 


Permatex Promotion 


Promotion of Norman §8, Clifton, 
former general office manager of 
the Permatex chemical company’s 
plant, to plant manager has been 
announced. Alan W. Lott succeeds 
Clifton. 


* * ” 


LaBounty Joins Logo 
M. A. Self, president of Logo, 
Inc., Chicago supplier of industrial 
finishes for plastics, has announced 
that Thomas J. LaBounty has joined 
the firm and will work on market 


analysis and market development. 
* * * 


May Transferred 


J. J. May, for nine years manager 
of the Allis-Chalmers branch in 
Wichita, Kans., has been appointed 
maneger of the firm’s Mason City 
(Ia.) branch, according to G. R. 
Campbell, southwest territory man- 





ager. T. V. Bingham, former agri- 
cultural sales manager in Wichita, 


succeeds May. 
. * > 


Hill Elected Director 


David G. Hill, vice-president in 
charge of glass manufacturing of 
Pittsburgh Plate Glass Co., has 
been elected a director. He succeeds 
Emmet D. Griffin, who retired. 


* * * 


Group Selects Chisholm 


Donald Chisholm, Packard dealer 
in Burley, Id., has been elected 
first vice-president of the Inter- 
mountain Hardware and Implement 
Assn. 

* * * 


Fielden Shifts O’Hara 


Robert O’Hara now is a sales en- 
gineer with the Detroit office of the 
Fielden instrument division of 
Robertshaw-Fulton Controls Co. He 
formerly was with Fielden’s appli- 
cation engineering department in 
Philadelphia. 


Hall-Scott Appointment 
Laurence W. McHugh has been 
appointed controller of the Hall- 
Scott Motor division of ACF-Brill 
Motors Co. 





Protect Fine Engine Performance With... 


‘balanced cooling" 
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from giving peak performance. ‘Balanced cool- 
ing”’ protects and prolongs fine performance. For 
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facture, we have been providing efficient ‘‘bal- 
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States’ General Receipts Fall . . . 





Highway-Use Revenue © 
Continues to Mount 


By Bethune Jones 
Legislative Correspondent 


A CONTINUING uptrend in re- 

ceipts from motor fuel taxes 
and other highway-user levies and 
fees, in contrast to a falling off in 
some general revenue sources in a 
number of states, is revealed in re- 
ports from state capitals, 


Alabama’s gasoline tax was the 
State’s only major income pro- 
ducer to continue to show an in- 
crease. Revenue totaled $3,576,726 
in December, a gain of $209,805 
over the $3,266,910 realized the 
same month a year ago. Total for 
the first three months of the fis- 
cal year was $10,733,974, compared 
with $10,188,528 the year before, 
an increase of $595,446. 

Alabama’s share of motor vehicle 
tag sales in December dropped to 


$771,085 from $944,728 in December, 


1952, a dip of $173,693. During the 
three-month period, the State’s 
share of tag money was $1,755,720 
compared with $1,895,624 a year 
ago, a drop of $139,904. 

Motor fuel tax collections in In- 
diana during the last three months 
of 1953 amounted to $15,645,697, an 
increase of 14 percent over the 
same period a year ago. 

* * > 

7; Sana gas taxes reached 

$3,530,365 in December, a gain 
of $288,987 over the previous year. 
For the first six months of the fis- 
cal year, revenue from the gas levy 
was lower by $846,810, due to a 
two-cent reduction in the tax. Ve- 
hicle registration and license fees, 
totaling $471,626 in December, were 
$51,817 behind the previous Decem- 
ber, but the six-month total of $1,- 








“I'd like to by a car. I just 
found a parking space.” 





495,886 represented a gain of $233,- 
980. 

Michigan expects revenues from 
motor fuel taxes to reach a new 
high of more than $97 million for 
the fiscal year, with gross collec- 
tions of $50,184,174 reported for 
the first six months of the fiscal 
year. The amount is $4,367,850 
more than the $45,818,328 collected 





FENDER SKIRTS—FENDER SHIELDS 
THAT OUTSELL ALL OTHERS! 


FOR CHEVROLET, FORD, PLYMOUTH, MERCURY, PONTIAC, DE SOTO, CHRYSLER 


*® BeautiFLARE Custom Fitted Fender Skirts with Exclusive Dual 
Locking Device for snug, rattle-proof fit. 

® BEAUTIFLOW Highly Polished Stainless Steel Fender 
Shields. For that de luxe look. 
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ERIE MANUFACTURING DIVISION 
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General Sales Office: J & H Sales Company, 75 E. Wacker Drive, Chicago 1, Illinois 
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during the same waited a year 
ago, an increase of 10.7 percent. 
Motor fuel taxes in New Jersey 
were reported $1,532,000 higher in 
the first six months of the fiscal 
year than in the comparable period 


.| of the previous year. 


North Carolina’s highway fund— 
derived primarily from gas taxes— 
netted $6,156,000 in January, a slight 
increase over receipts of $6,118,000 
in January the year before. 

* * * 


¢;~ TAX receipts in Oklahoma 
last year reached $44,900,000 
from the previous year’s $42,900,000. 

Rhode Island revenues from mo- 
tor fuel taxes brought $674,214.25 in 
January, compared with $624,051.66 
a@ year ago. 

The general gas tax in Vermont 
produced $256,000 more in the 
first six months of the fiscal year 
than during the corresponding 
period last year. Total revenues 
for the highway fund are about 
$400,000 ahead of the first six 
months of the preceding fiscal 
year, 

For a 10-month licensing and 
registration period ended Jan. 31, 
motor vehicle fees produced $5,125,- 
880 in Vermont, $170,419 more than 
last year. January receipts amount- 


ed to $53,915.47, a decline of about | 


$6,000 from January, 1953. 

Wyoming’s gas tax totaled $399,- 
642.44 in January, a drop of $7,707.26 
from $407,349.70 last year. 


NASCAR Prizes. 
Total $1,477,275 


In Busiest Year 


DAYTONA BEACH, Fla. — The 
National Assn. for Stock Car Auto 
Racing has concluded its busiest 
year, sanctioning 1,315 events in 
seven divisions at 109 tracks, Prize 
money totaled $1,477,275, a 20 per- 
cent increase over 1952. 


Division winners were Herb 
Thomas, late-model cars division; 
Jim Reed, short-track division; 
Johnny Roberts, sportsman di- 
vision; Joe Weatherly, modified di- 
vision; Charles Knowles, futurity 
division, and Nick Fornoro, midget 
division, There was no winner in 
the speedway division. 


NASCAR’s growth since starting 
in 1949 was attributed to the ef- 
forts of the organization’s officials 
to aid track operators and con- 
testants in improving the safety of 
spectators and drivers and the de- 
velopment of national champion- 
ships, backed by bonded point 
funds. 

NASCAR officials said the prize 
contributions of such firms as 
Champion Spark Plug, Pure Oil Co., 
Air Lift and Wynn Oil had aided 
materially in making NASCAR the 





| world’s largest auto - sanctioning 
| body. 
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Canada’s Best Year 
Peak New-Car Sales Cancel Out Lag in Trucks 
For Record Total of 461,887 


By M. L. Schwartz 
Staff Correspondent 
OTTAWA.—Canadian dealers sold 
more new cars during 1953 than in 
any other year in history, but they 
sold the smallest number of new 
trucks since 1949. 


Total vehicle sales reached an 
alltime high of 461,887, up 15 per- 
cent from 400,777 in 1952 and 7.5 
percent above the previous peak 
of 429,695 in 1950, according to a 
report issued by the Canadian 
Government, 

A 23 percent jump in new-car 
sales to 358,661 from 292,095 in 1952 
more than offset a 5 percent drop 
in truck sales to 103,226 from 108,- 
682. 

More new cars were bought in all 
provinces. The increases ranged 
from 11 percent in Prince Edward 
Island to 37.5 percent in Newfound- 
land. 

Fewer new trucks were purchased 
in all provinces except Newfound- 
land, Nova Scotia and Ontario. The 
largest drop, 21 percent, occurred 
in Prince Edward Island, the only 
area where total vehicle sales de- 
clined. Increases in total sales 
ranged from 5 percent in Alberta 
to 28 percent in Newfoundland. 

The average purchase price of 
new cars sold last year was $2,505 
or $22 more than in 1952 and $1,- 
426 more than in 1939, The aver- 
age price of new trucks dipped $5 
last year to $2,548, which was $1,- 
380 more than in 1939. 

A smaller proportion of the sales 
was financed in 1953, 40.8 percent 
of the new cars against 42.8 per- 
cent in 1952 and 41.3 percent of 
the new trucks against 43.9 percent 
a@ year earlier. 

Total number of new vehicles 
financed, however, was up 9.5 per- 
cent to 188,999 from 172,587, while 
the amount of financing was 17 
percent higher at $342,119,870 
against $292,454,398 in 1952. 

New cars financed numbered 146,- 
367, an increase of 17 percent from 
124,879 and the amount of financing 
was up 30 percent at $252,013,645 
against $194,422,171. 

Only 42,682 new-truck sales 
were financed last year, an Il 

percent drop from 47,708 in the 
preceding year, and the amount 
of financing was 8 percent lower 
at $90,106,225 against $98,032,227. 

The number of used vehicles fi- 
nanced rose only a slight 0.8 per- 
cent last year to 451,535 from 447,- 


"| 767 in 1952, but the amount of fi- 


nancing was up 10 percent to $383,- 
059,888 from $347,234,757. 

Used-car sales financed numbered 
382,151, a 2 percent increase from 


375,825, and the amount of financing 
climbed 13 percent to $320,038,001 
from $283,068,782. There were 69,384 
used trucks financed, a 4 percent 
drop from 71,942. The amount was 
2 percent lower at $63,021,887 against 
$64,165,975. 

More new vehicles were financed 
in 1953 in all provinces except 
Saskatchewan, and more used ve- 
hicles in all except Ontario, Mani- 
toba and British Columbia. The 
value was higher than in 1952 for 
both new and used wie in all 
provinces. 

For new vehicles the percentage 
increases in amount ranged from 5 
percent in Saskatchewan to 25 per- 
cent in the Atlantic Provinces and 
Ontario. For used vehicles, the ad- 
vances ranged from 6 percent in 
Manitoba to 18 percent in the At- 
lantic Provinces. 


U.S. Rubber Profit 
Up 16% in Year, 
Setting New High 


DETROIT. —Net profit of U.S. 
Rubber Co. increased 16 percent in 
1953 to a record $32,732,300, com- 
pared with $28,169,955 in 1952, ac- 
cording to H. E. Humphreys jr., 
chairman of the board. 

Net sales totaled $838,451,068, 1 
percent lower than 1952 sales of 
$850,151,566. Normal peacetime 
business was $22 million higher 
than the year before, but defense 
business was $34 million lower. 

Profit was 3.9 percent of sales, 
compared with 3.3 percent in 1952. 
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Affecting Factories and Dealers. . . 





Auto Advertising 


(Continued from Page 38) 


(Volk Motors). Honorable mention 
—WJAG, Norfolk, Neb. (Schmode’s 
International Garage); KVOR, Col- 
orado Springs, Colo. (Johnson Pon- 
tiac, Inc.); WIP, Philadelphia 
(Foss-Hughes Co.); WSAI, Cincin- 
nati (Downtown Mercury) and 
KLZ, Denver (Downtown Buick, 
Inc.). 
oo * + 


Auto Show Editions 

Several newspapers in the west 
and midwest are going allout to 
help put over automobile shows 
in their communities. 

The Corvallis (Ore.) Gazette- 
Times will publish a special auto- 
mobile section Wednesday (March 
10) in conjunction with the 
Greater Corvallis Industrial Ex- 
position scheduled to open Thurs- 
day (March 11). 

Nine days later the Astorian 
(Ore.) Budget will publish a spe- 
cial section in connection with the 
Astoria Home and Auto Show, | 
March 20-21. The show is being | 
sponsored by the Lions Club. 

Three Chicago-area dailies also 
will publish show editions in con- 
nection with the Chicago Auto 
Show which opens March 13. The 
Elgin (Ill.) Courier will publish a 
special edition March 12 and the 
Aurora (Ill.) Beacon News and 
Joliet (Ill.) Herald News will send 
their special sections to press 
March 14. 

* HE a 
Hannagan Firm Renamed 

Steve Hannagan Associates has 
announced a change in the corpor- 
ate name to Robinson - Hannagan 
Associates, Inc. 

William E. Robinson, former pub- 
lisher of the New York Herald 
Tribune, will serve as chief exec- 
utive officer as well as chairman of 
the board. Joe Copps is president. 
The firm has offices in New York 
and Hollywood, Calif. 

* ok 


Ford Wins 


Ford Motor Co. has been award- 
ed first prize in the Grand Award 
category of the 22nd National 
Competition of Outdoor Advertis- 
ing Art. Sponsored by the Art Di- 
rectors Club of Chicago, the com- 
petition is held each year to 
recognize and reward advertisers 
and their agencies for “outstand- 
ing designs produced in the field of 
outdoor advertising.” Ford also | 
won first prize in the automobile 
(cars) classification. 

Duplicating its 1950 victory, 
which featured the famous 
“baby” poster, Ford again re- 
sorted to the baby touch in | 
1953, featuring the perambulator 
as the “only convertible that 
outsells Ford.” J. Walter Thomp- 
son Co, is Ford’s advertising 
representative. 

Other automotive firms awarded | 
prizes were: 

Auto Accessories classification 
First prize, American Oil Co., and 
third prize, United Motors Service 
division of General Motors; Auto- | 
mobile (cars) classification -- First | 
prize, Ford; second prize, Nash; | 
third prize, Chevrolet; Automobile | 
(trucks) classification—First prize, | 
Chevrolet; second prize, Ford 
Motor Co., and Third prize, Chev- | 
rolet. 

Awards for the winning designs | 
will be distributed at an awards | 
luncheon March 24 in the Sheraton 
Hotel, Chicago. The grand award 
winners will receive medals of gold, | 
silver and antique bronze for first, 
second and third place. 

Bronze medals will be awarded 
first prize winners in each of the 
16 classifications and framed 
certificates to the winners of 
second and third place in each 
classification. 





| 
j 
! 
j 
| 
| 


Certificates of merit also will be 
awarded the remainder of the de- 
signs in the “100 Best.” In each} 
case, awards will be given to the | 
advertiser, advertising agency, art | 
director and artist. 

* * * 


Names 

John E. Armstrong has been 
named account executive in the 
Chicago sales office of the Metro- | 
politan Sunday Magazine Group. 


A. Hughes Wilson jr. has joined 


the Detroit staff of Campbell-Ewald 
Co. as an associate account exec- 
utive in the automotive accessory 
group. Wilson formerly was with 
Geyer Advertising, Inc. 


Jacques Megroz has been pro- 
moted to promotion director of 
American magazine. He was for- 
merly on the sales staff of Collier’s. 


Donn Chown, head of the Detroit 
Radio Station WJR script depart- 
ment, has been appointed chairman 
of the Detroit radio and television 
committee for the national general 
assembly of Presbyterian churches. 


The Philadelphia Inquirer has an- 
nounced the appointment of Harry 
Hannum as research manager. Han- 
num has been associated with the 
Inquirer since 1946. 


John E, Binns as director of public 
relations and executive assistant. 
James M. Black will succeed him 
as manager of the personnel divi- 
sion. 


Bob Beiser, veteran auto editor, 
is marking his 45th year on the job 
for the Cincinnati Hnquirer. 


John Crosby, radio and television 
columnist of the New York Herald 
Tribune; has been named a winner 
in the annual George K. Polk Me- 
morial Awards. Crosby was cited 
ans “distinct contribution” in his 

eld. 


George G. Huntington has been 
appointed manager of sales develop- 
ment for ABC Radio Network, a 
newly created position, it is an- 
nounced by Gene Accas, ABC's di- 
rector of network radio sales pro- 
motion. 


Ed Roeder jr. has been named 
account executive on the New York 
sales staff of Mighty Metro, a 
group of independently edited Sun- 


| day rotogravure sections. 


Philip J. Stevens has joined the 


The American Management Assn. | advertising sales staff of American 
has announced the appointment of ' magazine and will be in charge of 
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Ford Wins Outdoor Poster Contest— 


The 22nd national competition of outdoor advertising art, held under the sponsor- 
ship of the Art Directors Club of Chicago, was won by Ford with its baby buggy 
poster. A total of 625 entries had been made. Second place went to Morton Salt, and 
third place to American Oil Co. 





une, and will become board chair- 
man and chief executive officer of 
the public relations firm of Steve 
Hannagan Associates, Inc., of 247 
Park Ave., New York, 


J. Benton Wilkins has been ap- 
pointed assistant advertising man- 
ager of Carter Carburetor Corp. 


RUGLYDE 
sl dy 


the alcoholic beverage category. 
Other new assignments include 
Sanford Heckinger, Pacific coast 
representative, and David Tibbot, 
salesman in the Boston office. 


William E, Robinson has resigned 
as executive vice-president and pub- 
lisher of the New York Herald Trib- 

















Designed for you to get the most from 
RuGlyde!!! It’s new — It Pays all car 
dealers to use this durable, stream- 
lined kit. Includes a special brush for 
all rubber dress-up. Also, applicator 
for tire and tube lubrication. Saves 
time and material. No bottles to break 
—no cans to spill. A $6.95 value for as 
little as $2.95. See your supplier for 
details on this special introductory 
offer!! 
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TIRE MOUNTING 


Do it safer, faster, easier! Use 
RuGlyde and Service Kit for 
all tire mounting. Assures 
proper tube seating .. . 
prevents failure from 
pinching and over- 
stretching. 
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road to ‘back in the groove’ is 
through ‘adequate sales forces and 
sales managers who really know 
the score. 

You ask in your article: “Are 
salesmen really working?” Let me 
answer that as it actually is in 
every place. What few real sales- 
men there are employed are really 
working, but the war babies who 
depend on their wives for their 
living, plus the government check 
most of them draw through some 
channel or other, are only seeking 
transportation, for the lark of hav- 
ing a new car to ride in all day. 

They are willing to work for 
peanuts and take half to less on 
every deal. The bosses are still 
willing for them to do that; they 
are narrow enough to think that 
if one man can sell 10 cars a 
month, five men can sell fifty. 
But their main one-track idea is 
to hire as many of these kids as 
possible and let them throw 
cards in everybody’s car on the 
street, telling them what they 
will give for it on trade for their 
make car, or sell their kin and 
friends, then hire another batch. 

I have heard dealers make state- 
ments of just such. One not too 
long ago told me that he did just 
that, and I heard a well-known 
dealer say he had rather have 10 
men, making a bare living than to 
have a few making real money. 
And that’s the attitude of most of 
them, even if they are not men 


i 


off at the windpipe. In last December’s MI, 
I predicted that thé 1954 Mercury would be 
the hot new item of 1954—before I had actu- 
ally seen one. Some East Dearborn spies I 
know tipped me off in advance about this 


enough to admit it, or don’t see 
anything to admit. 

But just you wait until the sales- 
men unionize, and as soon as the 
boys automatically weed themselves 
from the men, the men will join 
up. 

I spent 22 years with one large 
distributor. I worked night and 
day building up a clientele for 
my own and the company’s fu- 
ture business, I had this business 
built up to the point that I could 
make only social calls so to 
speak and get my share of re- 
peats. 

I was earning a very high com- 
mission on the work I had done 

over the years, but as dealers go, 
this dealer quickly thought up the 
scheme of letting me go and sav- 
ing that commission. He thought 
he would get the business auto- 
matically, and he did for a very 
short while, but it did not last and 
will not with any other dealer with 
the same trimming methods. 


The customers like to be served 
all along and like to be catered to 
and calied upon regularly. They 
like to have some interest shown 
to them, The dealers who want to 
cut the salesmen’s commissions 
don’t make these calls and don’t 
have anyone else that is capable 
of holding this trade. Thus the 
dealer soon loses the clientele that 
his loyal salesman has given birth 
to and built up for the company. 

Anything that happens in the 
automobile sales losses is the 
dealers’ fault for the way they 


try to work their salesmen, their 
good men who are out working 
and don’t give the undercover 
part a thought. They don’t realize 
what is going on back in the big 
office; they think the dealer ap- 
preciates what they are doing; 
they know that he makes money 
on every deal they make and 
when they make a dollar he 
makes two, ° 

But that is not what the dealers 
want. The natural jealousy among 
dealers keeps them in their own 
light; they would rather not make 
it themselves than to pay a sales- 
man what he earns. I am well 
qualified to emphasize this the rest 
of my life, because I was fired be- 
cause I made too many sales and 
knew the business too well and 
had too many good customers. No 
other business in the world has 
this below-the-belt way of dealing 
on the side. That’s why the casual- 
ties are more in this business than 
in all others of the same scope; in 
other words, more dealers go 
broke.—Roy Brooks, Atlanta. 

a * * 


Reply to Salesman 


In your issue of January 11, a 
Mr. R. W. Duke, of Washington, 
speaks his mind. 

If Mr. R. W. Duke, of Washing- 
ton, is as good as he says he is, I 
would like to take this opportunity 
to publicly invite him to work for 
me. 

If Mr. R, W. Duke, of Washing- 
ton, can convince me that while he 
was selling these cars for any of 
these dealers and accumulating his, 
to me, phenomenal commission, 
that he did not suspect that the 
deals were out of line, that it could 
have been that this very situation 


was enabling him to make so many 
profitable deals for himself, or, in 
other words, that something was 
wrong. If he can convince me that 
he had no idea of that situation, 
then, in that case I shall have to 
retract my earlier statement that 
he can go to work for me. 

It seems to me that a salesman 
of Mr. Duke’s caliber should have 
known immediately that some- 
thing was wrong and from his al- 
leged experienced background he 
should know, as a salesman, that 
anything that is wrong for the 
house is wrong for the employe, 
or vice versa. 

As I read the article, his first 
complaint was legitimate. He ap- 
parently earned the money and de- 
served to have been paid. I agree 
with him 100 percent that the dealer 





Tests The 94 Mercury 


VERY once in a while when a guy sticks 
his neck out, he doesn’t get it chopped 


bucket last summer when it was undergoing 
tests, stating that the new Mercury would be 
a true miniature Lincoln and as hot as 


straight tabasco on-the-rocks. 


Well, it is! 


A quick change-pocket analysis adds up 
like this. The 1954 Mercury does have ball- 
joint Lincoln suspension that proved so im- 
portant to that car’s romping away with the 


Mexican Race two years in a row. Unlike the 
Lincoln, it has solid valve lifters (as in the 
Lincoln kits of last year) which are a lot 
hotter and surer than hydraulic lifts. In this 
department, I score the Mercury above the 
stock Lincoln. The engine is a scaled-down 
Lincoln with competition kit features, put- 


ting out 161 horsepower. 


(Reproduction from first page of article) 
continued in March Mechanix Illustrated 


over a million men read McCahill 


After Uncle Tom McCahill wrings out a 
car it doesn’t have a secret left to its name. 
Next thing you know he’s got everything 
down on paper; no holds barred, ready to 
run in MECHANIX ILLUSTRATED. There it’ll 
be welcomed by a million men who are eager, 
impatient buyers of automobiles, accesso- 


ries, tires or what have you. 


If you’ve got an automotive product that’s 
itching to get into a man’s hands, it belongs 
in MECHANIX ILLUSTRATED. Want a line on 
this lucrative market? We’ll be happy to for- 


ward the details. 


By Tom McCahill 


“A scaled-down Lincoln” is Uncle Tom's 
opinion of the red-hot new Merc 

which can go 105 mph and corners 
like a genuine sports car 











MECHANIX ILLUSTRATE D, a Fawcett Publication, 67 West 44th Street, New York 36, N. Y. 


NOTICE: MERCURY DEALERS — Have you ordered YOUR Reprints of this ARTICLE, yet, they’re AVAILABLE YOU KNOW— 








was to blame. If he was that good 
he should have been kept on the 
payroll and the other ones dis- 
charged. 

But at the second dealership 
where some of his earnings went to 
make up for supposed losses on the 
deals, because the deals were so out 
of line, then I challenge his truth- 
fulness — or perhaps I should say 
his mental honesty—because he as 
a salesman must have known some- 
thing was wrong and therefore had 
no particular complaint but was 
content to sit back and take all he 
could get. Sure the dealer was 
wrong, but two wrongs don’t make 
a right. 

I certainly agree with him that 
the salesman is the backbone of 
the industry. I also agree with him 
that there are a great many stupid 
salesmanagers, or dealers them- 
selves, who don’t or can’t follow 
through to know exactly what a 
house deal costs or haven’t the 
moral courage to say “no.” 


I have been a dealer for 14 
years and I have yet to see any 
dealership that can pay out in 
salesmen’s commissions more 
than 20 percent of the gross and 
survive. While this may be sub- 
ject to slight variations, many 
salesmen deliberately close their 
eyes to the over-allowances that 
are necessitated at times by com- 
petitive trading, and factories, 
too, for that matter, and insist 
upon a compensation based upon 
sales and not gross realized profit. 


I agree with Mr. Duke that it is 
difficult to get a good salesman to- 
day. I agree in general that the 
best salesmen are the most highly 
paid salesmen. But until the sales- 
men and the so-called factory busi- 
ness Managers and the dealers 
themselves and their salesmanagers 
realize that there is only 100 cents 
in the profit dollar, that if the 
dealership is to back up the sales- 
man it must have its proportionate 
share of the gross dollar and that 
the only way you can compensate 
good salesmen is to have the money 
come in to compensate them and 
that means good deals at the full 
gross profit that is built into the 
automotive product. 


Then, I say, you will have good 
salesmen, good dealerships and 
leadership in the particular field. 

In closing I repeat again that if 

(Continued on Page 45, Col. 1) 


Calendar 


(Continued from Page 4) 


Nov. 7-9— Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 
Louisville. 

Nov. 29- Dec. I—idaho Automobile Deal- 
ers Association Convention, Boise Hotel, 
Boise. 

Dec. 2—Utah Automobile Dealers Associa- 
tion Convention, Newhouse Hotel, Salt 
Lake City. 

Dec. 8— Milwaukee County Automobile 
Dealers Association Convention, Milwau- 
kee Athletic Club, Milwaikee. 

* e 


General 

March 6-14—GM Motorama, Pan Pacific 
Auditorium, Los Angeles. 

March 27-29—National Truck Leasin 
tem Conference, The Greenbriar, 
Sulphur Springs, West Virginia. 

March 27-Apr. 4-GM Motorama, Civic 
Auditorium, San Francisco. 

April 6-ll—Easter Parade of Stars Auto- 
mobile Show, Waldorf - Astoria Hotel, 
New York City. 

April 26-28—1954 Metal Powder Show and 
Tenth Annual Meeting of Metal Powder 
Association, Drake Hotel, Chicago. 

May 46— National Highway Users Con- 
ane, Mayflower Hotel, Washington, 


Sys- 
hte 


May 13-15—Association of American Bat- 
tery Manufacturers, Inc., Greenbriar 
Hotel, White Sulphur West 
Virginia. 

May 24-26—Automotive Engine Rebuilders 
Association, Statler Hotel, Buffalo. 

June 6-l1—Society of Automotive Engi- 
neers (Summer Meeting), Ambassador 
eo Ritz-Carlton Hotels, Atlantic City, 

August 16-18—Society of Automotive Engi- 
neers (National West Coast Meeting), 
Los Angeles. 

Sept. 15-17 — National Petroleum Assn. 
(52nd Annual Meeting), Traymore Hotel, 
Atlantic City, New Jersey. 

Sept. 20-22—Truck Body and Equipment 
Association, Inc., Hotel Statler, Buffalo. 

Oct. 18-22—National Safety Council, Chi- 
cago, Illinois. 

Oct. 25-27—National Association of Inde- 
pendent Tire Dealers, Sherman Hotel, 
Chicago. 

Oct. 25-29— American Truckin 
tions, Inc., Waldorf-Astoria 
York City. 

Nov. 15-17— American Finance Confer- 
enn Commodore Hotel, New York 

ity. 


Springs, 


Associa- 
otel, New 


Dec. 6-7—National Standard 


: Parts Associ- 
ation, Hotel man, i 


Chicago. 
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self only with the deficiencies of 


Mr. Duke can convince me of his 
sincerity, he has a job with me, All 
he has to do is wire me when he 
will be here.—H. R. Stivers, H. R. 
Sivers Corp. (Ford), 30 W. First St., 


Fulton, N. Y. 
+ - . 


I Hereby... 


Because I am extremely proud of 
my many years association in the 
retail automobile business as a 
salesman, I cannot avoid taking 
exception to Mr. Lienert’s recent 
article in Automotive News, en- 
titled “Are Your Salesmen Really 
Selling.” 

Although his article concerns it- 





MORE AUTO DEALERS SPECIFY 


MY STEMAC| 


PERSONALIZED NAME PLATES 
THAN ANY OTHER MAKE 


Drraits— STEMAC See Colored. 








fo r motorists 

Drive with complete confidence. You cannot 
be thrown against the windshield when you 
stop suddenly or when an accident occurs. 
Protect yourself and. your family with 
Safe-T-belt.. Greatly reduces physical fatigue 
while driving. Simple to install. The beautiful 
maroon webbing, with aircraft type buckle, is 
permanently anchored to the floor of your car, 
bus or truck. 





100 Feet of 48-12” x 18” Pennants 
All-Weather Durafilm Only $6.00 
Money refunded if not satisfied. 

MYRLO COMPANY 
2168 W. 25th., Cleveland 13, Ohio, dept. N 





“A Weekly Guide to 
Better Deals” 


“The Margin Is Gone" 


No guess-work appraisals. You must 
know — each day of the week—exact 
wholesale prices. 

Play it safe! The trade-in is the dif- 
ference between profit and loss. 

1. Have on your desk each week, 
actual wholesale prices on every car. 

2. Prices by auto experts who know 
the market—up to the minute! 

The cost of this weekly service is 
reasonable—less than fifty cents per 
week! 

Top dealers everywhere use our serv- 
ice and find it of great assistance. 

Subscribe for one year at $25.00. 
You'll get current quotations weekly. 
The first weekly—on the spot—serv- 
ice for dealers. Send your check for 
$25.00 or write for information, for the 
best deal you have ever had. 


NATIONAL AUTOMOBILE 
APPRAISAL SERVICE CORP. 
P.O. Box 91, Dept. A, Kingsbridge Sta. 

New York 63, New York 





the retail salesman, it must also 
be construed as a direct reflection 
on the ability of a dealer to con- 
duct his business intelligently and 
efficiently. 

Mr. Lienert makes no refer- 
ence to the dealers as the moti- 
vating influence of his business. 
He apparently does not know or 
purposely avoids mentioning that 
mediocrity in any line of en- 
deavor must originate at the top 
level. 

In the aggregate, the retail auto- 
mobile dealers are highly respected 
individuals. As a whole, they have 
been more than ordinarily success- 
ful. Their astuteness and acumen 
is attested by the fact that they 
have been able to cope with the 
rigors of the most highly com- 
petitive business in existence. 

Has the success and respect of 
the retail automobile dealer as a 
business man been attained by the 
employment of the type of sales- 
men depicted by Mr. Lienert? 

It isn’t a trade secret that a re- 
tail automobile dealer’s profit 
comes largely from the sale of 
new cars. If dealers as a whole 
have been successful merchants, it 
is only reasonable to assume that 
the greater share of this success 
must be attributed to a_ well 
trained and well organized sales 
force. 

Certainly if one has followed 
the history of the retail automo- 
bile business for the past 30 
years, there can be no doubt that 
success has been obtained only 
by hard hitting, aggressive 
merchandising methods. 

In Mr. Lienert’s judgment, all 
automobile salesmen stink. 
Furthermore it only necessitated a 
few hours time, working only in 
the Detroit area, for him to reach 
this conclusion. 

I have been around the automo- 
bile business long enough to know 
that all of the men engaged in 
the automobile sales are not ex- 
perts. However taken numerically, 
they will stand muster with any 
group of competitive salesmen, re- 
gardless of endeavor. 

For the sake of comparison, let 
us presume that one of the dealers 
Mr. Lienert contacted, employed 15 
new car salesmen. 

Let us also assume that these 
salesmen varied very little in re- 
gards to their physical, mental, 
educational and intellectual attri- 
butes. 

You will not find 15 top grade} 
salesmen; neither will you find 15 | 
mediocre salesmen. You will how- 
ever, find approximately five high 
grade men, about six average men, 
and the balance below average. 

Nowhere in his article, does 
Mr. Lienert offer any factual evi- 
dence as to its veracity. He 
names no names, He resorts to 
the alphabet for identification 
purposes. 

There is not a shred of evidence 
to conclusively prove he actually 
contacted anyone of the alpha- 
betical dealers. It could and might 
be, merely a figment of his imagi- 
nation. 

Mr. Lienert cannot, nor can any 
other individual, ever convince me 
that a person can expose himself 
as a new-car buyer at 15 separate 
and distinct dealerships and find 
only one man that actually makes 
an honest and sincere selling effort. 

In the 15 to one ratio lies the 
fallacy of Mr. Lienert’s entire 
article. Therein, also lies the prob- 
ability that Mr. Lienert authored 
the article without setting his foot 
in the door of even one dealership 

If Mr. Lienert did actually con- 
tact 15 dealerships, he did so with 
the avowed and pre-planned de- 
cision of portraying the retail auto- 
mobile salesman as a lazy, shoddy 
and indifferent person. 

Excellence in any trade or pro- 
fession is not a controversial situ- 
ation. Controversy only exists 
when there is an issue at stake. 
This issue may be basically con- 
troversial or it may be biased to} 
create controversy. 

If Mr. Lienert’s story had con- 
sisted of a report on the superior | 


type salesmen employed by the 
dealers and the excellence of 
the selling methods in vogue, he 
couldn’t have created a contro- 
versial issue. 

Therefore, Mr. Lienert knew be- 
fore he started his crusade, that 
his story would have to picture 
the automobile salesman as a lazy, 
stupid and discourteous individual. 

I cannot believe that Mr. Lienert 
was particularly sincere in writing 
this story. I do not believe he was 
as honest as he might have been. 
He will have to admit that he did 
not enhance his creative or journal- 
istic standing by this nasty and 
derogatory editorial. 

Mr. Lienert’s story is bound to 
do some good regardless of how 
it is accepted by the salesmen at 
large. Some of the salesmen are 
going to become sufficiently angry 
to go out and make a liar out of 
him. 

If I have erred in my judgment 
of Mr. Lienert, and if it is correct 
that his article was actually writ- 
ten to arouse the automobile sales- 
men of this country to a higher 
degree of sales efficiency and to 
greater effort in their daily activi- 
ties, I hereby tender my most hum- 
ble retraction.—G. W. Branopr, gen- 
eral manager, Shirley Motor Co., 
(Chrysler-Plymouth), Duluth, Minn. 


Eprror’s Note: Staff Writer 
Lienert had no azes to grind 
when he started his two-day 
swing through the representative 
showrooms. 


He was instructed only to shop 
for a car and report on the reac- 
tions of the salesmen he met. 
While he considered two (not 
one, as Reader Brandt says in 
his letter) of the 15 salesmen he 
met as doing a good job, it does 
not necessarily follow that such a 
proportion exists throughout the 
industry. Neither does it follow 
that the others, because their ef- 
forts were considered to be sub- 
standard, lacked honesty or sin- 
cerity. 

We feel it is unfair to our writ- 
er to insinuate that he set out with 
a predetermination to picture the 
salesmen as “lazy, shoddy and in- 
different.” The salesmen painted 
their own portraits. 

It was only when Lienert’s find- 
ings were evaluated that it was 
decided not to identify the deal- 
erships in the article. Such iden- 
tification would have served no 
useful purpose, and, since Lienert 


was not trying to skin anybody’s 


The Wichita White team — 
Carl Joyner, secretary-treasurer and sales manager; 
Harold Liberty, service specialist; Morris J. Krouse, president; 
and Clyde Lackey, new truck sales representative. 
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Winners of NASCAR Speed Carnival— 

Celebrating the completion of the Carnival of Speed of the National Assn. of 
Stock Car Auto Racing at West Palm Beach, Fia., are (from left), Dick Dolan, Pure 
Oil Co.; Chuck Kotchan, holder of a new sports record of 89.325 miles per hour 
on a mile run from a standing start in a Cadillac-Allard; Ed Booth, new stock-car 
record holder with 79.625 miles in a Buick Century; Bill France, NASCAR president; 
Herb Thomas, winner of the first 1954 Grand National; Kent Thomas, Pure Oil Co.; 


and Jack Rutherford, race e driver. 


nose, it would have been need- 
lessly embarrassing to the dealer- 
ships involved. 

* ” * 


Re Salesmen 

After reading Bob Lienert’s art- 
icle on salesmen, I feel that he has 
no sound basis, 

Please, in your next survey con- 
sider the salesman’s position, Per- 
haps you may have a different at- 
titude. — Roy T. Rossey, Kachel 
Motor Co. (Studebaker), Columbia, 
Pa. 


* * x 


Skinned Knuckles 


Read the article in Feb, 15 issue 
of Automotive News concerning 
difficulty in performing regular 
service operations on late model 
cars. 

I am very surprised that you 
made no mention of the extremely 
hard to reach distributor on Chrys- 
ler V-8s, 53 and ’54. 

This unit is tucked away under 
the heater at the back of the 
engine, and has been the cause of 
many skinned knuckles, strained 
ligaments and strong cuss words.— 
A CHrysLer Service MANAGER. 

ca ck * 


Any Older? 

I would like to know if any other 
dealer signed a Cadillac contract 
at the age of 18 in 1918 with the 
Cadillac Motor Car Co. My older 
brother signed in 1919 when he re- 
turned from the army and our 





dealership name was Meyer Bros. 
Auto Co. 


It still is the same. I remained 
with Cadillac until March, 1953, 
rounding out 35 years as a Cadillac 
dealer and also 31 years as an 
Oakland-Pontiac dealer. 

In case you don’t remember, 
Cadillac came out in 1918 with re- 
movable cylinder heads. The first 
90 V8 was introduced in 1914, 

I gave General Motors many fine 
ideas and improvements in my 35 
years as a dealer, I started as a 
bicycle mechanic and remained a 
mechanic in the business all my 
life. Good service, hard work, hon- 
esty, and being nice to everybody 
left me enough to retire——Harry 
L. Meyer, 701 N. Belt West, Belle- 
ville, Tl. 


* * * 


Kudos to Munn 


Letter to Salesmen, By John O. — 


Munn, contains so much valuable 
sales information, to those of us 
that are freshmen ir this wonder- 
ful profession of selling automo- 
biles, that I am sure there are many 
thousands of salesmen like myself 
who would ask that you will con- 
tinue to have him write his weekly 
Letter to Salesmen.—James J. Car- 
NEY, Albany, N. Y. 


Montreal Firm Bankrupt 

A receiving order in bankruptcy 
has been made against A. C. Auto- 
mobile, Ltd., Montreal. Harold J. 
Inns has been ‘named trustee. 








‘‘Truck Operators in WICHITA, KAN. 
look to WHITE for Right Truck!’’ 


WHITE sales are flying high in Wichita! 
“New truck deliveries and parts sales con- 
tinue their upward trend in the busy Wichita 
area,” reports President Morris J. Krouse, of 
Wichita White Truck Sales, Inc., progressive 


White Truck Distributor. 


“We have enlarged our facilities and our 
staff of truck specialists to serve this area 






It's White 


This 26PLTD Diesel is similar to Six 
which will be delivered to Greendyke 
Transport, Inc., within the next 30 days. 


THE WHITE MOTOR COMPANY 


with the finest motor truck line in the indus- 
try. And we’re known in these parts as Truck 
Headquarters because we work closely with 
all truck operators, analyze their problems 
and equipment needs to affect economies in 
their fleet operations,’ 


" Mr. Krouse says. 
leadership ...in action...in 


Wichita and coast to coast! 










Cleveland 1, Ohio 
For More Than &6O Years The Greatest Name in Trucks 
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Used-Car Auction Prices 


Market 


Trend 


For the first time since 1954 models were included in Automotive 
News’ index of overall average wholesale used-car prices, the index 


rose last week. 


The overall increase of $7 was supported by higher prices for five 


of the eight model years included. 


Biggest increase was in ’54s, which gained $44 to more than recover 
the $41 they lost the previous week. A gain of $20—or nearly 10 per- 
cent—was credited to ’47s, pushing them to the highest price in seven 


weeks. 


Other price advances were scored by ’51s, up $8; ’49s, up $5, and 


49's, up $3. 


Only losses were ’52s, down $14; ’53s, down $7, and ’50s, down $2. It 
was the first loss for 50s in a month. 
Sales activity at the wholesale auctions was reduced a bit last week. 
At eight representative auctions, 1,532 cars were offered and 997 were 
sold for a ratio of 65 percent. A week earlier, the ratio at nine auctions 
was 67 percent, with 1,166 of 1,748 cars being sold, 
Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


OAKLAND, CALIF. 


(Pollock’s Used Car Auction. Sale every 

Wednesday. Prices are for sale of Feb, 24.) 
(Sold 104 cars.) 

BUICK—’54 Special 2-dr., 
Riviera coupe, £3,410* (ps). 
4-dr., $1,205*. ‘49 Super 4-dr., 
"46 4-dr., $105. 

CADILLAC— 54 (62) 4-dr., $4,935* (ps). 
"82 (62) 4-dr., $2,500*. ‘50 (62) 4-dr., 
$1,680". ‘49 (€2) 4-dr., $1,275", $1,- 
020*; (61) 2-dr., $1,125*; club coupe, 
$1,105". °48 (62) 4-dr., $990*, $830*; 
coupe, $600*; (60) 4-dr., $755*. 

CHEVROLET—’54 (210) 4-dr., $1,920. '53 
(210) 2-dr., $1,500, $1,325; club coupe, 
$1,355. °52 SL Deluxe 4-dr., $930. ‘51 
SL Deluxe 2-dr., $740*. ‘50 SL Deluxe 
2-dr., $560. '49 SL Deluxe conv., $575. 
"48 Aerosedan, $380, $265; club coupe, 
$275. '47 %-ton pickup, $310, $300. '18 
Roadster, $475. 


CHRYSLER - 
$995". 

DeSOTO—'48 Deluxe 4-dr., 
luxe 4-dr., $225. 

DODGE—’51 %-ton pickup, $635. '47 club 
coupe, $235. 

FORD—’54 Main (8) Ranch Wagon, §2,- 
330, $2,305; Crest (8) Victoria, $2,30.)*, 
$2,350*; Custom (8) 4-dr., $2,100". 
$1,895. 53 Main (8) Ranch Wagon, $1, 
655; Crest (8) Victoria, $1,695. "52 (8) 
Victoria, $1,505*, $1,375"; (6) ‘%-ton 
pickup, $740. ‘51 (8) Victoria, $1,000*; 
4-dr., $675, $735; conv., $735. ‘50 (6) 
4-dr., $620, $600, $545, $510, $440, $490, 
$420. '49 (8) 4-dr., $490, $345. "48 (6) 
panel, $225; (8) conv., $250, ‘47 
station wagon, $235. 

HUDSON—’'49 Commodore 2-dr., $205. 

LINCOLN—’54 Capri coupe, $4,025*. 
4-dr.. $735. ‘49 club coupe, $305. 

MERCURY—'54 Monterey coupe, §$2,860* 
(ps). °53 Monterey sport coupe, $2,000. 
‘51 conv., $910. °50 4-dr., $665. ‘49 
club coupe, $535, $360; conv., $265. 

NASH — '51 Statesman 4-dr., $670. ‘50 
‘Ambassador 4-dr., $390". (600) 2- 


dr., $280. 

OLDSMOBILE — '52 (88) 4-dr., 
’51 (98) Holiday coupe, $1,360*. ‘50 
(98) coupe, $775*; Holiday coupe, $1,- 
130*; (88) coupe, $250*. ‘47 conv., 
$185, $170. °46 (78) 4-dr., $280; club 
coupe, $150. 

PLYMOUTH — '52 Belvedere, $1,000. °51 
Cranbrook 2-dr., $650. °50 Deluxe 2-dr., 
$430. °47 4-dr., $280. 

PONTIAC — ’54 Chieftxin (8) 4-dr., §2,- 
580*. °52 (8) Catalina, $1,535*. ‘50 
(8) club coupe; $725, $615; conv., $750*. 
"47 (8) station wegon, $225. ‘46 (8) 
4-dr., $125. 

STUDEBAKER—'53 (8) Commander 4-dr., 
$1,550*; club coupe, $1,485. ‘49 Com- 
mander conv., $315. ’48 Champion 2-dr., 

5. 


$245. 
WILLYS—’52 (4) station wagon, $925. 
MISCELLANEOUS—’52 GMC *%-ton pick- 
up, $795. °51 MG Roadster, $935. °50 
Austin conv., $220. 


ALBANY, N. Y. 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Feb. 22.) 

(Best sale of the year. Prices strong 
on ali kinds, several new cars were un- 
sold. Choice used cars made money for 
the consignors. Sold 96 cars out of 110 
offerings.) 
BUICK—'54 Super 


$2,645*; RM 
"52 Special 
$495. 


’£1 Windscr club coupe, 


$120. ‘46 De- 


(8) 


‘50 





"49 
$1,595*. 


! 

Riviera, $2,935*. °53 | 

Special 2-dr., $1,700*. ‘52 Super 4-dr., | 
$1,420*. ‘51 ‘RM Riviera 2-dr., $1, 125°; | 
Super Riviera 2-dr., 2 at $1, 170°; Super 
4-dr., $1,125", $1,035*. ‘50 Special 2 | 
dr., $560*; 4-dr., $670*; Super 4-dr., 
$710*. °49 Super 4-dr., $625, $510. 
CADILLAC— 51 (62) 4-dr., $2,050*, $2,- 
000*. "49 (60) Special 4-dr., $1,110". ‘47 
(61) 4-dr., $650. 
CHEVROLET — ’54 Bel Air sport coupe, | 
$1,925. "52 SL Deluxe 4-dr.. $1,020; ‘51 
.FL Deluxe 2-dr., $700; SL Deluxe 4-dr., | 
$730. '50 FL Deluxe 4-dr., $650; SL | 
Deluxe 4-dr., $640, $560; club coupe, | 
$590. ‘49 SL Special 4-dr., $260; SL De- 
luxe 4-dr., $540. °48 FM 2-dr., $260. 
"47 SM 4-dr., $250; 1%-ton platform, 


$260. 

CHRYSLER — '53 Windsor Deluxe 4-dr., | 
$1,675*. ‘51 Windsor 4-dr., $990*. '50 
Windsor 4-dr., $760*. '48 Windsor conv., 


$250. 
DeSOTO—'49 Custom 4-dr., $600*. 
DODGE—’"51 Coronet club coupe, $925. ‘50 
Wayfarer 2-dr., $520; Meadowbrook 4- | 
dr., $675. ‘48 %-ton panel, $180. '46/| 
Custom club coupe, $250. | 
FORD — ’54 Victoria (8) 2-dr., $2,130. | 
’53 Custom (8) 2-dr.. $1,340; 4-dr., | 
$1,375*; Custom (6) 4-dr., $1,210; Main | 
(6) 4-dr,, $1,200. '52 Custom (8) 2-dr., | 
$1,130*, $1,100*; 2 at $1,060; 4-dr., | 
$1,060*; Victoria 2-dr., $1,260*. '50/| 
Custom (8) 4-dr., $710, $610; Deluxe | 
(8) 2-dr., $550. ‘49 Custom (8) 4-dr., | 
$510; 2-dr., $410. ‘46 Super Deluxe (6) | 
2-dr., $250, $110. 
BU IN—’'49 Cosmopolitan 4-dr., $230. { 
KAISER — '51 Special 4-dr., $590; club/| 
coupe, $435*. 
MERCURY —’'53 Monterey 2-dr., 
*52 corv., $1,100*. ‘50 elub 
$550*. °49'2-dr. $560. 


$1,880*. <3 
NASH—’'52 Rambier station wagon, $80*. | 


coupe, 


"51 (600) station wagon, $680. 


OLDSMOBILE.—’54 Super (88) 4édr., 


835* (ps), $2,950* (ps). ‘51 


day, $1,120*. '48 (98) 2-dr., 
PACKARD—’'50 4-dr., $470. 
PLYMOUTH—’54 Savoy 4-dr., 
Cranbrook 4-dr., 
$820. '50 Special Deluxe 4-dr., 
Special Deluxe conv., $560. 
Deluxe 4-dr., 


AUTOMOTIVE, 


$270; club coupe, 
PONTIAC—'54 Star Chief conv., 
"53 Chieftain Leluxe (6) 2-dr., 


(98) Holi- 


$380. 


$1,705. °52 
$925; Cambridge 4-dr., 


$480. '49 


"48 Special 


$330. 
$2,780*. 
$1,610*. 


’52 Chieftain (8) 4-dr., $1,385*; Cata- 
lina, $1,300*; 4-dr., $1, 415°; 2-dr., $1,- 
; Super Deluxe (8) Catalina, $1,- 
, $1,540*°. '51 SL (6) 2-dr., $540. 
"650 (8) 4-dr., $650. "49 (6) 2-dr., $560. 
"47 (8) 4-dr., $200. 

WILLYS—’52 2-dr., $560. '51 Jeep, $650; 
station oa $700, $565. °49 station 
wagon 
MISCELLANEOUS—’ 50 GMC %-ton pick- 
"Up, $408. ‘48 Frazer Manhattan 4-dr., 


FARGO, N. D. 


(Tri-State Auction Co. Sale every 
Thursday. Prices are for sale of Feb, 25.) 


(Market holding well. Great demand 
for newer, cleaner cars. Sold 46 cars 
out of 62 offerings.) 


BUICK—’52 RM _ sedan, 
sedan, $310. 


CHEVROLET—’'53 (210) 
‘50 Special sedan, $635. 
sedan, $175; coupe, $210; 
$270. 

ae NY Town and Country, 

DODGE — '50 Meadowbrook sedan, $375. 
‘48 %-ton pickup, $450. ‘47 Custom 
Deluxe sedan, $255, $250. 

FORD—’53 Custom (8) sedan, $1,410; %- 
ton pickup, $950. ’52 Custom (8) sedan, 
$1,125*, $920, $900; Main (8) sedan, 
$935. °51 Custom (8) sedan, $700; Vic- 
toria, $960*°. ‘50 %-ton pickup, $665, 
$540; Deluxe sedan, $580, $475. ‘49 
Custom sedan, $395. ‘47 Deluxe coupe, 
$175. °46 Deluxe sedan, $205, $180. 

KAISER—’'49 sedan, $120. 

MERCURY—’50 club coupe, $620. 

NASH—’51 Statesman sedan, $605. 

OLDSMOBILF — '50 (88) sedan, 
$670. 

PACKARD — 

PLYMOUTH 


$1,025. "48 RM 
sedan, $1,220*. 

'47 SM _ sport 
FM sedan, 


$765, 


’50 sedan, $515. 
‘pat Cambridge 


‘seaan, 


$750. 





Average Used-Car Prices 


(Compiled by Automotive News) 


Mar. 1954 
To Date 
$2,192* 
1,576 
1,039 
730 
567 
427 
276 
242 


Feb. J 

1954 1 

$2,148* 
1,583 
1,053 
772 
569 
422 
273 
222 

* 


Model 


1954... ’ 
1953..... ; 
1952.... 
1961... 
1950... 
1949... 
1948........ 
1947... 
1946... 
Overall 
Average 


* Prices on 1954 models added to 


* 
tabulation; prices on °’46s dropped. $ 380 


$ 887 $ 


an. 
954 


1,710 
1,080 
783 
591 
446 
288 
231 
190 


664 


(The above figures are averages of used-car auction prices, all makes 


and. models, carried regularly in Automotive News.) 


’52 FL Deluxe 4-dr., 2 
SL Deluxe 2-dr., $1,100, 
$930. °51 SL Deluxe 2-dr., 
SL Deluxe 2-dr., $600, 
dr., $605. '49 SL Deluxe 4-dr., 
FL 4-dr., $155, $135; SL 4-dr., 
FM 2-dr., $210. 
FORD — '53 Main 
Crest (8) 4-dr., $1,040. 
2-dr., $740, $700, $665; 
$805. °'50 Custom (8) 2-dr., 
$475; 4-dr., $530. 
$485, $455, $400; 
coupe, $525, $380. 
4-dr., $285, $265; 


(Continued on Page 47, 


"48 Deluxe sedan, $265. ‘47 Deluxe 


sedan, $210. '46 Deluxe sedan, $150. 


PONTIAC — ‘52 (8) sedan, $1,175. ‘51 
Chieftain (8) sedan, $820. '48 (6) sedan, 
$235. °46 sedan, $140. 

WILLYS—’'52 Jeep station wagon, 


DANVILLE, VA. 


(Danville Auto Auction. Sale every 

oo Prices are for sale of Feb. 
») 

(Market firm and active, Sold 64 cars 
out of 97 offerings.) 
BUICK—'49 Super 4-dr., $395. 
CHEVROLET— "53 Bel Air 2-dr., $1,090. | 


$930*; 


$950. 
(8) 4-dr., 


club 


2-dr., 
’47 «Special 
club coupe, $1 


Col. 1 


at $1,090*, 


$885 
4-dr 


$755. 

$430, $355; 
$515. 
$385. 


$1,060. 
"51 Custom (8) 


coupe, 


$535, $505, 
"49 Custom (8) 4-dr., 
$535; 


90. 
) 


GEL e Lngtheering 


WHY THE PERFORMANCE OF DELCO-REMY’S 


HOUSING ; 


How Progressive Engineering at Delco- 
Remy results in continually improved prod- 
ucts, and improved methods of making 
them, is particularly evident in the units 
comprising the Delco-Remy 12-volt electrical 
system for passenger cars. Take for example, 


the 12-volt distributor. 


This cutaway view of a typical 1954 model 
shows some of the many highly effective 
features which enable Delco-Remy distribu- 
tors to exceed the ignition requirements of 
the latest high-compression, better-breath- 
ing passenger car engines. Note the taller, 
overhanging all-weather cap with wider in- 
sert spacing and sharply ribbed interior 


TRACTOR AND MARINE 


I Sh Ht 


Bo nity 





which handles today’s higher ignition volt- 
ages with minimum losses under the most 
adverse weather conditions the new 
larger matching rotor with its built-in resistor 
for radio suppression . . . the new high-rate- 
of-break cam and high-speed breaker lever 

. the new long-reach twin bearings for 
more precise shaft control . . . the positive 
lubrication . . . the accurate drive gear made 
of durable cast alloy. 


But that’s not all! Note the remarkable 
performance of this distributor as shown by 
the curves the generous road load 
advance which easily meets every timing 
need for maximum fuel economy .. . the 


ELECTRICAL 


EQUIPMENT 
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FL Deluxe 2-dr., $470. '48 FM club DYER, IND. 








U d A e . coupe, $400. "47 Aerosedan, $210. D re faout read (600) ot $300. $3,190°. 
CHRYSLER — ‘52 Windsor Deluxe 4-dr., (Dyer Auto Auction, Sale every Friday. | OLDSMOB —’54 (98) sedan 190° 
sed-Car Auction Prices _ ||: Pred ea aut of 20 erings) | seand¥,a00° 21s) acta 8,000 
DeSOTO—’51 Custom conv., $975. '50 De- ‘a s 8 > $1 025* "50 (88) sedan, $840* $550°. 
luxe 4-dr., $625, $600; Custom 4-dr.,| BUICK — °54 sedan, §2,875°. °53 Super 00°. ° 300°.” ; 
uxe . ; , ° ¢ $800*. '49 (76) sedan, $320 
(Continued from Page 46) $725. ‘49 Deluxe 4-dr., $390. 48 Custom] Riviera, $1,985° = (ps); = Special sedan, | packaRD—'51 (200) sedan, $550* 
4-4 295 $1,615. ‘52 Super Riviera, $1,465, $1,- : , : 
r., $ . 485*; RM -cedan, $1,250*, $1, 100*, 51 PLYMOUTH—’'52 Cranbrook sedan, $860, 
Special Deluxe 2-dr., $385, $220, $200; , FORD—’54 Main (6) sedan, $1,610*. ‘53 | DODGE — '53 Coronet (8) 4-dr., $1,370. Super Riviera, $1, 000°, $995, $900, *50 $885; club coupe, $885, $875, $800. ‘51 
4-dr., $140. ‘40 Standard 2-dr., $215, Main (8) sedan, $1,145. '52 Custom (8) "52 %-ton pickup, $730. ‘51 Wayfarer Super sedan 675° $635*. Cranbrook club coupe, $625; Cambridge 
$205, $170; Deluxe 4-dr., $320. sedan, $1,030. °51 Custom (8) Victoria, 2-dr., $650, $635; Meadowbrook 4-dr., | CADILLAC—’50 (62) sedan. $1,700*, °49 sedan, $325; Savoy Suburban, $770. 
MERCURY — '50 4-dr., $530. ‘49 4-dr., $935*, $885; sedan, $710; (6) sedan, $695. '50 Coronet 4-dr., $560. °48 club (62) sedan, $975*, '47 (62), sedan $310* PONTIAC—’54 Star Chief (S) sedan, $2,- 
$460. °47 conv., $205. '46 club coupe, $635. '50 Deluxe (8) sedan, $590; Custom coupe, $265; 4-dr., $310. CHEVROLET—’54 Bel Air sedan $1 950°. 330*. '52 (8) sedan, $1,550*, $965*, $890, — 
, SS. ‘49 (000) 4-dr., $190; 2-de, 9290 = sedan, $510. See kad cea — FORD — °53 Custom (8) 2-dr., $1,335*.| 53 Bel Air sedan, $1,3€5. '52 SL Deluxe} $780. '50 (8) sedan, $710*, $655. 49 (8) 
\LDSMOBILE—'49 (98) ‘conv. 610°. °47 ustom (6) sedan, $355. conv., $190. | +52 Custom (8) 2-dr., $940*; 4-dr., $1,-| sedan, $900; Bel Air, $1,225*, '51 SL an 42 sedan, $170. ; 
ee aa. ease ) conv., . HUDSON—'53 Super Wasp sedan, $1,350. | 100°; (6). 2-dr.. $950. °51 Custom (8)| Deluxe sedan, $760, $705, $045, ($815; Goan Gate, i — $1,090, "51 
on. 7he ‘ % . | MERCURY-—’51 sed 35*, $925*, $830. 2-dr., $835*; conv., $715*; Victoria, Bel Air, $900*, $1,000*. '50 SL Deluxe . ; Lan er 
ix Eas GE Cone ban en, | ee aaa eee P| $8854. "50 ‘Deluxe’ (8) 4-dr., $515; | sedan, $565*, $610*, $600, $550, ser sedan, $685*, §530°; Commander se- 
hho. Gate ct) ban bt,~ | aaeenae an teen ectan . | Custom (8) 2-dr., $515. '49 Deluxe (8) | CHRYSLER—'50 NY ‘sedan, $610*; conv.,| 4", $570. ‘50 Champion sedan, $250. 
OS tae ie eftain (8) 2-dr., $1,- | OL OBILE—'51 (88) sedan, $1,130°. | station wagon, $330; Custom (8) club] $805*; Windsor sedan, $585*, $625*, ‘47 
030 . *48 Torpedo (8) 4-dr., $340. 50 £88) sedan, $770. ‘49 (88) sedan, coupe, $425; 4-dr., $500, $465, $460, Windsor sedan, $305*" $325°" DENVER 
ee — "52 Commander 2-dr., ot ueeireis un’ Ceatieiehs at ' $390. '°48 (6) %-ton panel, $265. DeSOTO — '53 FireDome sedan, $1,450*. > aati: "teil os 
WILLYS—'50 %-t . "61 Cam ra ooM 710. "30 fe. | HUDSON—'51 Hornet 4-dr., $730° ‘51 Custom sedan, $640°. '50 Custom | 4.) ng tuesday. Prices are for sales 
S-- 4-ton pickup, $320. 210. ’°51 Cambridge sedan, $710. '50 De- “* : sedan, $595*, $580*. ’49 Custom sedan, | 2#Y_@nd_ Tuesday. Prices are for sales 
oO S S N Y luxe sedan, "a ‘48 Special Deluxe | MERCURY — '51 club coupe, $650*,. °49 $420*. . ’| of Feb. 21 and 23.) 
HORSEHEAD . sedan, $375. '47 Special Deluxe sedan, 4-dr., $450*. DODGE—’53 Meadowbrook sedan, $1,375; (Prices steady — fewer cars offered, 
aide eae NASH — '52 Statesrian 4-dr., $890. ’50] Coronet (8) sedan, $1,405*, $1,550°. '52| Sold 157 cars out of 337 offerings.) 
(Horseheads Auto Auction. Sale every | PONTIAC—’49 (8) sedan, $530. ad 1 ’ BUICK—’54 RM 2-dr., $3,215*; Century 
Frid P e i le of Feb. 26 STU . Statesman 4-dr., $385. %-ton pickup, $663. 51 Coronet (6) se- >. , 
riday. Prices are for sale eb. 26.) | STUDEBAKER—'50 Land Cruiser sedan, | OLDSMOBILE —''51 (88) 4-dr., $1,000*.| dan, $620, $595, $700*. "48 Custom se-| 4-4F-, $2,870" (ps). 51 RM Riviera 
BUICK—'50 Super sedan, $725; special |  $505°. "50 (88) 4-dr., 2 at $700*; conv., $660.| dan, $240. Gos! ‘apecal Gea geen. Oe eae 
sedan, $680*. "49 Super sedan, +? 49 (88) 2-dr., $590", $490*. ‘47 tal *; Jag- ; -dr., . 
Super sedan, $325. "47 Super sedan, $195. EBENSBURG, PA. oar. $150". ’ 7 (66) | ween, $1,500; Crest, ‘cont. "$1,050. "52 Cus. | 4-4F., $505*. “49 RM 4-dr.,” $500; Super 
CADILLAC—'52 (62) sedan, $2,780 (ps). ; __ | PACKARD—'50 4-dr., $390. tom (8) sedan, $1,055, $980; Main (6)| 4:4F., $435, $400°, .$350°. "4S 4-dr., 
49 (60) Special sedan, $1,080*; (62) (Ebersburg Auto Auction. Sale every | pLYMOUTH—'54 Plaza 4-dr., $1,500. '53| sedan, $890*; Victoria, $1,315*, $1,240, | _, $235*. : 
sedan, $945". '47 (61) sedan, $635. Thursday. Prices are for sale of Feb. 18.) | Cranbrook 2-dr., $1,305*. '52 Cambridge| ‘51 Custom (8) sedan, $745*, $735*. CADILLAC —'54 (62) 4-dr., $5,210* (ps). 
CHEVROLET—’54 Bel Air sedan, $2,000. (Demand continuing strong, Retail club coupe, $820, °51 Cambridge club| FRAZER—’51 Vagabond, $460. 53 (62) 4-dr., $3,060*. ’52 coupe deVille, 
‘52 Bel Air sedan, $1,145*; SL Deluxe | 00d. Sold 82 cars out of 102 offerings.) coupe, $510; Cranbrook club coupe, $675. | HUDSON - '50 Commodore (8) sedan, $2,910*. ’51 Fleetwood, $2,080°. '47 (62) 
sedan, $1,050, $970, $920*; SL Special | BUICK ‘51 Super sedanet, $925. '50| °49 Deluxe 2-dr., $400, $900*. j-dr., $530°, 
sedan, $900. "49 SL’ Deluxe sedan, $530,| Special 2-dr., $525". °47 Super 4-dr., | PONTIAC —'54 Star Chief, $2,400*. '52| KAISER—’51 Special sedan, $635. CHEVROLET — °54 Bel Air sport coupe, 
$500.''47 FM sedan, $275; FL ‘sedan,| $240. Chieftain (8) 4-dr., $1,240*. '51 Chief-| LINCOLN—’51 Cosmopolitan sedan, $900*,| $2,275", $2,170* (ps), Fs $2,035; 2 
$270. CHEVROLET — '53 (210) 4-dr., $1,230; | tain (8) 4-dr., $9¢8*,” '50 ' Streamliner | MERCURY—'54 Monterey sedan, $2,200. | §t $2,150; a-dr... $2,040". $2.985. $1,870; 
CHRYSLER — ‘49 Windsor club coupe,| Bel Air 2-dr., $1,430, °52 Si Deluxe| (8). 2-dr., $700*. '49 Deluxe (6) 2-dr..| '53 sport coupe, $1,850, $1,880°; Mont.| 2-4F., $1,990*; (210) 2-dr., $1,6€5; %-ton 
$560. 4-dr., $950, $415. ‘51 %-ton panel, $530;| $535. erey coupe, $1,870*, '52' club coupe, $1,- pickup, $1,350, "53 Bel Air 2-dr., $1,- 
DODGE—'54 Meadowbrook sedan, $1,630.| SL Special’ 2-dr.. $700, $690; SL Deluxe | STUDEBAKER—'52 Commander (8)| 200, '51 club coupe, $750, $880, 2 at| £20; 4-dr., ei (210) 4-dr., $1,420, 
51 %-ton pickup, $570. '49 Wayfarer| 2-dr., $800*; 4-dr., $775. '50 FL Deluxe| Hardtop, $740. ’50 Champion 4-dr.,| $885. ar ere. $1,395*; 2-dr., $1,305, $1,275, 
Roadster, $345. '46 Custom sedan, $245. 2-dr., $500; SL Deluxe 2-dr., $550*. °49 400. '49 Land Cruiser 4-dr., $430. NASH — ’5: * 
. $ $ r., $ s $ i Cruiser 4-dr., § _52 Ambassador sedan, $1,250°. | CHRYSLER — ‘54 NY 4-dr., $2,665%. ‘53 








Mokee the Difference 


NEW 12-VOLT DISTRIBUTOR EXCEEDS THE IGNITION 
REQUIREMENTS OF TODAY’S STEPPED-UP ENGINES 
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full load advance which is exactly matched __ electrical systems is only one of many typical 
to engine requirements for maximum power illustrations of how Delco-Remy’s Progres- 
at all speeds . . . the narrow limits of the sive Engineering is always abreast—and 
vacuum advance which reflect the engineer- _ usually ahead—of developments in the auto- 
ing skill behind Delco-Remy’s fast-acting, motive industry. When increased require- 
highly accurate, spring-loaded center bear- ments indicate the need for even more 
ing breaker plate, and the husky new vacuum _— advanced automotive electrical equipment, 
unit which actuates it. you may be sure that Delco-Remy will be 
Distributor design for passenger car 12-volt | ready—and waiting! 


Delco-Remy 


DIVISION, GENERAL MOTORS CORPORATION, ANDERSON, INDIANA 


AUTOMOTIVE, TRACTOR AND MARINE ELECTRICAL EQUIPMENT 
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’50 (600) sedan, $380, "49 Ambassador 





4-dr., $1,975* (ps). ‘52 4-dr., $1,405* 
(ps): Windsor 4-dr.. $1,085* (ps). ‘51 
Windsor 4-dr., $950*, $870. '47 NY 
4-dr., $195*. 

DeSOTO—’52 Fire Dome (8) 4-dr., $995*. 

DODGE—’52 Diplomat, $1,025*. °51 Cor- 
onet 4-dr., $710*, $555*. 

FORD—’'54 (8) Country Sedan, $2,490*; 
Victoria, $2,350*, $2,215*, $2,195*, $2,- 
135*; Skyliner, $2,260*, $2,065; Ranch 
Wagon, $2,230*; Custom (6) sedan, $1,- 
775*; Custom (8) 2-dr., $1,755. °53 
Custom (8) 2-dr., $1,470. °’52 Victoria, 
$1,420". 

HUDSON—’51 Pacemaker 4-dr., $485. '50 
Super (6) 4-dr., $540. 

KAISER—’53 4-dr., $1,100. '52 4-dr., $910. 

LINCOLN—’54 Capri coupe, $3,925*. 4-dr., 
$3,550*, '52 Capri 4-dr., $1,735*. 

MERCURY—’54 Sun Valley, $2,750*, $2,- 
690; Monterey coupe, 3 at $2,700* (ps), 
2 at $2,600*, 2 at $2,550*, $2,540, $2,- 
535*; Monterey 4-dr., $2,600, $2,575, 
$2,500*, $2,480*. 

NASH—’52 Peliveryman, $540. 

OLDSMOBILE—’53 (98) Holiday, $2,325* 
(ps); 4-dr., §$2,320* (ps). ‘52 (88) 
4-dr., $1,510*. ‘51 (88) 4-dr., $1,125*, 
$1,100*; 2-dr., $1,060*, $855*; (98) 
4-dr., $1,065*. 

PACKARD—’48 4-dr., $285. 

PLYMOUTH — ’°53 Cambridge Suburban, 
$1,500. °52 Cambridge 4-dr., $900. ‘51 
Belvedere, $765: Cambridge 4-dr., $420. 
’50 Special Deluxe 4-dr., $515. °46 4-dr., 
$185. 

PONTIAC — ’54 Chieftain (8) Catalina, 
$2,800*; 2-dr., $2,285*. '53 Custom (8) 
Catalina, $2,050*, $1,920*; (6) 2-dr., 
$1,485. °52 Catalina, $1,415*; Chieftain 
(8) 4-dr., $1,160*. ‘51 Chieftain (8) 
2-dr., $870*. 

STUDEBAKER—’'53 Champion club coupe, 
$1,270. °51 Commander (8) 4-dr., $620. 
"50 Commander (8) club coupe, $590. 
’47 Champion 4-dr., $245. 

WILLYS—’53 (4) station wagon, $1,435. 
‘53 Aero 4-dr., $890; 2-dr., $860. 


FLINT 


(Flint Auto Auction, Sale every Wednes- 

day. Prices are for sale of Feb. 24.) 
(Weather bad—bidding slow. Prices off 
from previous week. Sold 122 cars out 
of 204 offerings.) 

BUICK—’53 Super Riviera coupe, $2,080*, 
$2,065*, $2,025*; Special 4-dr., $1,655*, 
$1,610*. ‘52 Super Riviera coupe, $1,- 
435*; Special 4-dr., $1,100, $1,095. °'50 
Special 2-dr., $600; 4-dr., $600. °49 
Super 4-dr., $435; RM 4-ar., $365; 
Special 4-dr., $200. 

CHEVROLET—’53 Bel Air 4-dr., $1,500*; 
(210) 2-dr., $1,405*, $1,340*, $1,300, 
$1,250. '52 SL Deluxe 4-dr., $935; 2- 
dr., $900, $860, $850; $840, $830, $820. 
51 SL Deluxe 2-dr., $805, $560; 4-dr., 
$600, $560; FL Deluxe 2- ar., $725, $700, 
$690, $560. °50 SL Deluxe "4-dr., $575, 
$550; “2-dr., $570, $550, $500, $490; FI. 
Deluxe 4-dr., $455; FL Special 2-dr., 
$180, '49 SL Deluxe 2-dr.. $490; FL De- 
luxe 2-dr., $355, $310. 48 FL Deluxe 
4-dr., $285; sport coupe, 2-dr., $290. *47 
4-dr., $120. 

CHRYSLER—'52 NY 4-dr., $1,225*. ‘51 
Newport 2-dr., $1,040*. 

DODGE — '52 Coronet 4-dr., $1,005. ‘51 
Coronet 2-dr., $680. '48 2-dr., $140. 

FORD—’'53 Custom (8) 4-dr., $1,425*, $1,- 
400*, $1,335*, $1,310, $1,300, $1,285; 
2-dr., $1,385*, $1,380*, $1,260, $1,315; 
Country Squire, $1,725*; Victoria, $1,- 
650*, $1,625*; Custom (6) 4-dr., $1,275. 
52 Custom (8) 2-dr., $995 $950. "51 
Custom (8) 2-dr., $740, $715, $620; 
Custom (6) 2-dr., $600, $560. 

HUDSON —’50 Pacemaker 4- dr., $200. 

MERCURY—’53 4-dr., $1,615*; élub coupe, 
$1,320. '52 club coupe, $1,505". 

OLDSMOBILE — '53 (98) 4-dr., $1,910*. 
"52 (98) 4-dr., $1,565°; (88) 2-dr., $1,- 
305*. ‘51 (88) 2-dr., §990°; (98) 4- 
dr., $975. '50 (88) 2-dr., $510. 

PLYMOUTH —'53 Savoy station wagon, 
$1,245. 51 Belvedere 2-dr., $850; Special 
Deluxe 4-dr., $580; 2-dr., $535. 

PONTIAC — '53 Catalina (8) 2-dr., $1,- 
915*; Chieftain Deluxe (8) 4-dr., $1,- 
800*, $1,650*. '52 Chieftain Deluxe (8) 
4-dr., $1,150, $1,100; 2-dr. $960; 
Streamliner 2-dr., $730. '51 Catalina : 
2-dr., $1,030; Chieftain (8) 4-dr. 
$820; 2-dr., $770. 49 Streamliner 4- ar. 

305. 


STUDEBAKER—’50 %-ton pickup, $370. 
'48 4-dr., $155. 


OMAHA 


(Cliff Soderberg Auto Auction. Sale 
every Monday. Prices are for sale of 
Feb. 22.) 

(Prices holding firm, Sold 51 cars out 
of 113 offerings.) 

BUICK — '53 RM Riviera 4-dr., $2,120*. 

’50 Special 4-dr., $445. ‘49 Super 2-dr., 

$410; Special Sedanet, be 


(Continued on Page 50, Col. 3) 
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64 Pct. Gain Noted 
In 53 Shipment 
Of Truck Trailers 


WASHINGTON. — Factory ship- 
ments of truck trailers during 1953 
were up 64 percent in number and 
29 percent in value over 1952, ac- 
cording to the Bureau of the Cen- 
sus, 

The 1953 shipments amounted to 
97,258 units valued at $293.5 million, 


compared with 57,973 units valued 
at $228.3 million in 1952. 


During December, factory ship- 
ments of truck trailers totaled 6,257 
units valued at $19.3 million, repre- 
senting a decrease of 16 percent in 
number and 4 percent in value 
from November, 


December trailer shipments were 
made in these classifications: In- 
sulated trailers, 310; furniture, 100; 
other closed-top vans, 1,642; open- 
top vans, 264; tanks, 372; pipe and 
logging, 108, and platforms, 533. 
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Spur Interest in Traffic Problems .. . 









N. Y. Dealers Assail Poor Roads 


south of Manhattan and a new;jon Canal St., and a tunnel neer 
crossing north of the George Wash- | 30th St. 


By Ed Brown 
Staff Correspondent 
NEW YORK. —JIn the past few 
months, many reasons have been 
advanced by careful-thinking deal- 
ers for the current slackness of 
business. 


Some dealers feel that the 
spring market was gobbled up in 
the 1958 fall selling push. Others 
are blaming it on an automobile 
recession which might be ex- 
tended. 


But more often than not dealers 
have two words to explain the situ- 
ation: “Poor roads!” 

Particularly is this true here, 
where traffic jams and the higher 
expenses due to traffic jams that 
have to be faced every day, not just 
on weekends. 

But several announcements 
have been made which indicate 
that the spadework done by 
dealers and others to induce in- 
terest in the traffic problems of 
the state has produced some def- 
inite results. 

Gov. Thomas Dewey has gone on 
record as favoring an extension of 
the State Thruway Commission’s 
work. This could mean several ad- 
ditions to the Thruway. 

Of more interest locally is the 
announcement by the Port of New 
York Authority and the Triborough 
Bridge and Tunnel Authority, that 
the two agencies are beginning a 
study of all phases of traffic in the 
New York-New Jersey metropolitan 
area. 

The study will consider the pos- 
sible construction of the Narrows 
Bridge between Brooklyn and 
Staten Island. At present the only 
access to Staten Island from New 
York and Brooklyn is via a half- 
hour ferry trip. 

The study will also take into 
consideration a new lower level 
of the George Washington Bridge; 
a bridge spanning the Hudson 
River, and a lower Manhattan 
and Thirtieth St. crosstown ex- 
pressway. 

Two studies have indicated that 
more than 55 percent of travel on 
weekdays and 70 percent on Sun- 
days does not start or end in Man- 
hattan. Nearly a fourth of it goes 
to points north or south of Man- 
hattan. 

Such traffic will be best served by 
the construction of a bypass route 





Manufactured under 
license granted by 

C. G. Barden, California. 
U. S. Patent Nos. 
0-157,321; 2,492,914 





A sturdy, one-piece, custom-made combination rear 
bumper-step—and trailer hitch. 


The sturdy, one-piece Mobile Bumper—engineered for 
maximum strength—provides all-around protection for 
truck and rear fenders of 4% , % and 1 ton pick-up trucks. 
It is custom designed for each make and style of truck 
and fits bumper holes provided by the manufacturer . . . 
there are no chassis holes to drill. The Mobile Bumper 
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ington Bridge. 

Although the joint study has 
just been announced, residents of 
Brooklyn and Staten Island are 
already voicing opposition to the 
plan, 

In Brooklyn the bridge would 
disturb some of the county’s 
most expensive real estate, while 
Staten Island residents are claim- 
ing that the new bridge would 
destroy the suburban quality of 
their homes. 

To cross Manhattan during peak 
traffic hours, a distance of 1% to 
two miles, now takes 40 to 50 min- 
utes. 

To alleviate this situation the 
study will consider three projects: 
An express overpass at 30th St. in 
mid-town Manhattan; an overpass 


Leather Asked For in Cars— 


The feasibility of off - street 
parking facilities beneath or ad- 
jacent to the expressways will! 
also be studied. 

Finally, Mayor Robert Wagne: 
has announced that he is in favor 
of extending one-way travel to 
Seventh and Eighth Aves. 

This recommendation was made 
several years ago, but was dropped 
because the bus companies with 
franchises for these streets refused 
to make the necessary changes. 

However it is felt that since the 
city is now able to regulate bus 
fares, the city will be able to talk 
with the companies. 





Klopfer Motors Opened 
Klopfer Motors, Inc. (Lincoln- 
Mercury) has been opened in Fair- 
fax, Va. 





According to the upholstery leather group of the Tanners Council of America, 
genuine leather is specified as standard or optional upholstery in more than 50 
models produced by 14 manufacturers. The auto industry requires 65 percent of the 
output of America’s upholstery leather tanneries. 


Dealers 


(Continued from Page 3) 





tossing them into the back seat of 
each new car. 
* ad Eg 


Dunn Gets Post 


HEN Bennett died, his place 

was taken by Harry L. Dunn, 
then president of Fisk Tire Co. 
which was owned by Willys. Dunn 
had been successful in selling Fisk 
tires by establishing branches 
throughout the country. 

On his appointment as chief ex- 
ecutive of Willys Overland, one of 
his first steps was to eliminate dis- 
tributors and establish branches. 
More than $80 million was invested 
in branch buildings. 

It was soon found, however, 
that the overhead of the branches 
was much more than the com- 
mission given to distributors and 
in a few short years the branches 
were liquidated at a huge loss 
and distributors were begged to 
again take over the territories, 

Harry Dunn lasted only a few 


Cleveland Dealers 
Name Officers 


CLEVELAND. — The Cleveland 
Automobile Dealers Assn. has 
elected James Berry as president 
for the coming year. 

Other officers are Walter Grab- 
ski, first vice-president; R. R. 
Stratton, second vice-president, and 
Ray Koepke, treasurer. R. Earl 
Burrows was renamed executive 
secretary, and Frank X. Schaut 
again was selected as counsel. 

At the installation of officers, 
Curtis Lee Smith, president of the 
Cleveland Chamber of Commerce, 
speaking on the subject “Your 
Automobile Business in Cleveland, 
1954,” said that the market was 
there for those who wanted it, but 
warned that they must go out and 
sell. 

Plaques were presented to four 
of the association’s past presidents 
—Birkett L, Williams, Mark H. 
Zettlemeyer, Scott A. Rogers, 
Marcus Feder and outgoing Presi- 
dent Ray Bundy. 








Tell Me 


years, and the executive head be- 
came Clarence Earl who later pro- 
duced the Earl car in Jackson, 
Mich. 

With Earl the company was im- 
mediately organized with more 
vice-presidents. In fact during my 
brief stay there were 18 different 
ones. 

* ok fk 
Overland Growing 


pyowavan, Overland was grow- 
ing even under remote control. 
It had furnished an example of real 
manufacturing ability. The design 
of the various models, with few ex- 
ceptions, met with good public re- 
sponse. 

Overland was first to offer a 
complete car for $1,000. It was the 
first in 1911 to offer 4 doors on 
the standard touring car. It was 
the first to offer electric starters 
as standard equipment, 

During World War I car produc- 
tion was not altogether discon- 
tinued. For a war job they took on 
the building of the famous French 
75 millimeter mobile artillery piece. 
The gun barrels came from the 
Rock Island Arsenal; the recoil me- 
chanism from Dodge Brothers. The 
other parts were made and the as- 
sembly was accomplished in Toledo. 

When the war ended Overland 
was making more of these guns in 
a day than the English and French 
factories were in a year. 

+ x * 


Baruch in Charge 


HE War Industries board was 

organized and every plant in 
America placed under Bernard 
Baruch. I was secretary of this fac- 
tory committee. We were success- 
ful in keeping employe enthusiasm 
up and morale high. 

But Willys’ interest was grad- 
ually being converted from the 
basis of his original success — 
manufacturing automobiles — to 
financing. 

With remote control, his person- 
ality was lost, his genius for sales- 
manship missing. The company suf- 
fered during the depression of 1921 
and later went into receivership. 




















AUTOMOTIVE NEWS, MARCH 8, 1954 





56 ; e 
sed., $2, 711,17; Riviera, $2,625.56; conv., 
$2,963.59. Roadmaster — 4-dr sed., $3,- 
269.36; Riviera, $3,373.05; conv., $3,520.56; 
Skylark sports car, $4, 483. (Dynafiow 
standard on Roadmaster, * optional at 
$192.50 on all other models.) 


CADILLAC—Series 62 — 4-dr. sed., $3,- 
932.70; cl. cpe., $3,837.77; Coupe de Ville, 
$4,261.01; conv., $4,404.31. Series 60 
Special—4-dr. sed., $4,683.32. Series 75— 
8-pass. sed., $5,874.78; lim., $6,090.17. 
Eldorado — conv., $5,738. (Hydra - Matic 
standard on all models.) 


CHEVROLET — One-Fifty 
$1,680; 2-dr. sed., $1,623; utility sed., 


— 4-dr, sed., 





cpe., $2,380.25; conv., $2,513.75; 2-dr. stat. 
wag.. $2,517; 4-dr. 2-seat stat. wag. $2,- 
960.25; 4-dr. 3-seat stat. wag., $3,031.25. 

V-8—4-dr. sed., 
$2,349; spt. cpe., 
(Fluid Drive optional at 
Meadowbrook Six and Coronet Six sedans 
and club coupes. PowerFlite optional at 
$189 on all models.) 

FORD — Mainline Six — 4-dr. sed., $1,- 
700.50; 2-dr. sed., $1,651; bus. cpe., $1,548; 
2-dr. stat. wag., $2,029. Customline Six— 
4-dr. sed., $1,793; 2-dr. sed., $1,743.50; 
cl. cpe., $1,753; 2-dr. stat. wag., $2,121.50; 
4-dr. stat. wag., $2,202. Crestline Six— 
4-dr. sed., $1,898; hardtop, $2,054.50; Sky- 
liner, $2. 184: conv. $2,184; 4-dr. stat. 
wag., $2,338.50. (For V-8 models, add 
$76.50. Fordomatic optional on all models 
at $184.) 

HENRY J — Corsair Four — 2-dr. sed., 
$1,399. Corsair Deluxe Six — 2-dr. sed., 
$1,561.18. 

HUDSON—Jet—4-dr. sed., $1,858; 2-dr. 
utility, $1,836.75. Super Jet — 4-dr. sed., 
$1,954; 2-dr. sed., $1,932.75. Jet-Liner— 
4-dr. sed., $2,056.60; 2-dr. sedan, §$2,- 
045.85. Wasp—4-dr. sed., $2,256.11; 2-dr. 
—. $2,209.43; cl. cpe., $2,256.11. Super 

















Prices on New Cars 


io. Onieftain 6 Deluxe—s-dr, sed, $2, 


130.53; 2-dr. sed., $2,072.28; 2-seat’ stat. 
Chieftain 8 -dr. 


wag., $2,504. Special—4-dr. 

sea. a 5, "32 ee .45; 2- 

seat stat. wag seat stat. wag., 
Chieftain 8 


convertible and Caribbean; optional at $199 | $2,494. Deluxe — 4-dr. sed., 
on other models.) $2,205.51; 2-dr. sed., $2,148.32; 2-seat 
stat 


PLYMOUTH — Plaza 4-dr. sed., $1,765, 
cl. sed., $1,727.25; bus. cpe., $1,617.50; 
stat. wag., $2,064. Savoy—4-dr. sed., $1,- 
872.50; cl. sed., $1,835; cl. cpe., $1,842.50; 
spt. cpe. , $2.064: conv., $2.220; stat. wag.. 
$2,207 25. Belvedere—4-dr. sed., $1,953.25; 
spt. cpe., $2,145; conv., $2,301; stat. wag., 
$2,288. (Hy-Drive optional at $145.80 on 
all models.) 

PONTIAC — Chieftain 6 Special — 4-dr. 
sed.. $2,026.64; 2-dr. sed., $1,968.36; 2-seat 


wag., $2,579. Star Chief 8—Deluxe 
; Custom 4-dr., sed., 
ftain 


Catalinas—Chie: 
6 Deluxe, $2,316.30; * Chieftain 6 Custom, 
$2,382.43; Chieftain 8 Deluxe, $2,391.99; 
Chieftain 8 Custom, $2,458; Star Chief 8 
Custom, $2,557. (Hydra-Matic optional 
$178.35 on all models.) 


STUDEBAKEK — Champion. Custom — 
4-dr. sed., $1,801.11; 2-dr. sed., $1,758.07. 
Deluxe — 4-dr. sed., $1,918.18, 
2-dr. sed., $1,875.18; $1,- 


5-pass. cpe., 





971.93; stat. 
Regal — 


wag., 


$2,187.23. 

4-dr. sed., $2,026.20; 2-dr. 
,983.29; 5-pass. cpe., $2,080 
,241.29; stat. 

mander Deluxe 


WILLYS — Aero Lark — 4-dr. sed, §1,- 
727.15; 2-dr. sed., $1,640.99. Aero Falcon— 
; 2-dr. sed., $1,792.33, 


4-dr. sed., $1,856 


Aero Ace-—4-dr. sed., 
$1,963.50. Aero Eagie— 
157.18. Station wagons — 4 
(four-wheel drive, $2,304 


949.23. 


ey, 1s 


55) ; 


New Commercial Car Registrations, 


All States 


for January, 


Truck registrations by states are 





1954-1953 
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$1,- | Wasp — 4-dr. sed., $2,465.84; 2-dr. sed.,|| released h kl om- 3 > 
539; G-pass. stat, wag. $2,020. Two-Ten | $2,413.28; cl. epe.,” $2,465.84; Hollywood, piled by R. L. Polk representa- 6 £ 
—4-dr. ee ft 771; 2-dr. sed., $1,717; | $2704; conv., $3,004.20. Hornet — 4-dr.|| tives in state capitals > S 
cl. epe., $1,782; 6-pass. stat. wag., a sed., $2,768.86; cl. cpe., $2,741.99; Holly- er = 3 
133. Air—4-dr. sed., ones 2-dr. 00d, $2,987.75; conv., $3,237.70. (Hydra- 0 a 
$1,830; hardtop, $2,061; conv., $2,188 Matic optional at $178. 03 on all models in 
8-pass, stat. wag., $2,283. Corvetie—conv.. Je: category. Borg - Warner automatic| 27 States Previously 54 50; 8390; 124) 2135, 7327; 2044) 2481; 260) 87; 318; 386} = 464) 9 262| 24341 
$3,523. (Powerglide standard of Corvette, | transmission optional at $178.03 on all Reported for January ‘53| 45; 9753 135; 3237; 7359; 2643 3229) 272) 149) 930} 351) 804 334} cs 
“canna ter Beis or oat; | “aiame Gheey — oy, oon, |” a 8 fae oom 9 8 
o aie shel Mad 3 | j | 
$2,562 (8-pass., $3,492.25); cl. cpe., $2,- | 372.69; 2-dr. sed., $2,312.56 ee 462 i 92) 47 te 7 1 i) i 1357 
me; a menage, ae, cony., $3. | sed., $2,512.79; ‘club sed., $2,459; 4-ar. | */*°"°? = 851 | 2} gel o29] «309/180 1 5| 70} t] § Sse if 2272 
ew Yorker— , $2,618.55. Mankettes—4- —— ——— “a7 
4-dr. $3,228.75 (8-pass., $4,368); cl. | $2,640.63; club ed. $2,596-76. Dragon | California 4,11) 1703) 15) 454) 1409) 509,365, —=S7)~SC*~*SY*=C<C*~*YS*«a)SSC«C«| SSCS 
cpe., $3,302) N Newport, $3,503; stat, wag.,|4-dr. sed., $3,923.91. —— 161—eonr, ‘53 | 12} 1985) 28} 872) +1314) = 759) ~—647| 16| 20 182} —-33},_—«195 76619 
024.25. New Yorker Deluxe—4-dr. sed., | $3,668. (Overdrive standard on Darrin. | Georg! 54) 1; 767 1| 206)  777| 22) 209 15) 5| | a ae 2 
Ase: A 4, obi 400-25: Newport. $3.- | Hydra-Matie standard on Dragon, optional ea 53 2} 686 \| 205] 27] __217| 921 20 475] 92 3| Ls 
101.25; coav., $3.8 8.25. Custom Imperial | at $178.55 on other models.) oo 3) er) 3S lO) tanya aya as) 
Sort, $4560.25, Crown Imperial —‘s-pass. |, LINCOLN—Lincoln—4-cr. sed. §3,537; ‘53 | 577 5| 230} 469/ 138] 269] II] 10} 75 34,38 nH 
sed., $6,921.50; lim., $7,043.75. (Power- $2. 130" bardton “tet: ae eben ta, | ons _ 54] 409| 2). 7, +313) —-63)_~—=«S TY 9, ow 9 ‘ 1074 
Flite standard on all eight-cylinder models, | *5;/7>), ste he on ante —— ‘53 381 | 3} 102} 296) 79| 220} 2| 38) 4; 15) tS] NS 
optional at $189 on Windsor Deluxe. a F o | | | Soe 
ptt - ) MERCURY — Custom — 4-dr. sed., $2,- | &2"525 al | an | el al. sal be a ie 3| Ise 
$2,385.75 (81 33.281) «> sed., | 965.50; 2-dr. sed., $2,208.50; sport  cpe 53 me Oi een ae U 3| 
. pass., $3,281); epe., $3,-| 25330 Monterey.-4-dr. sed. 5: | Kentuck 54 1) 509) 3 70; 413; ~«-93)~,~=C*«WL:SP 5) 7 10} +13 28 15| 1306 
364; stat. wag., $3,107.75; Fire Dome V-8 | PovGto,, '$2,400.50; Sun Valley, $2:500.50;| sa] | orl] ea a8] ro] ts] a] Sal} 7]__Sa|_ im 
—4-dr. sed., $2,673 (8-pass., $3,558.75); | ony’ $2624.50; g., $2,791. isi ’ l l l a 2 oa i 
Gl. epe., $2,651.50; Sportsman, "$2,922.50: . . $2,624.50;' stat. wag., $2,791. | Louisiona "54 644| 3) 128). 610) +158) +153 3 7 | | [| 
conv., $3,144.25; stat. wag., $3,381. (Mere-O-Matice optional at $189.77 on all 53) | 727 | 3 185) 514 ’ 195) 208 | 7 7i) 5) 2 i990 
(PowerFlite optional at $189 on ail models.) | "°°"'s.’ Massachusetts °54| 3) 226) 6} 65) 251 55, 54) ~=SO«dB , Ww aw OM 29) 7 
DODGE—Meadowbrook Six — 4-dr. sed., | .. ASH—Hambler Deluxe—2-dr. sed., $1,- ‘53 3 203 | 5) 78 161 48) 56) 25 8} 27 6 32 681 
$2,024.75; cl. cpe., $1,983. Meadowbrook | 52°. Ranulcr Super s-dr. see Suiverbas, | Mississippi 54) 445 | 4 aay Ta 3 i i é i 1142 
V-8—4-dr. sed., $2,175.75; cl. cpe., $2,- | 91°09. Rambler Cu aoa i-ar, aed 31,965: 53 494| 1 o" 316} 192 159 2| 37 1 15} ae 
154.25. Coronet ‘Stx—4-dr. sed., $2,136; ei. | $1,590. Bambler Custom—s-de. sed... $1,965: | Ciscourl °54] | 86; 2) (79) azl 2Bi; ass} a. a wo oe 
cpe., $2,109; 2-dr. stat. wag., $2,228.50; $1,950; 4-dr, stat. wa 5 ; ‘53 | 460] 1 137| 258;  154| 87) 5) 2| 33 1 18 | 4 if 
4-dr. 2-seat’ stat, wag., $2,719.25; 4-dr weg., $1,950; 4-dr. stat. wag., $2,050. | 
Sanat int wag,” $2,100.25, Coane Vo | ntoman Super tar se, $ise; Er | owas hii Rit aa em. 
4-dr. sed., $2,244.50; cl. cpe., $2,223; spt. | .24'’ $5332: hardtop, $2,423. Ambassador - A laces omelet ane] . 
Super 4-dr. sed. $24i7; 2-dr. sed. $2,.| Ohio 54) 954) 11] 222) 683) 156) 271 2 1 = = 13 27| 2673 
Sak Aninaden Oaan ~ 4-as, sok, Oe ‘53 14) 1011 12} 375| 937] ~=—-266| 381 24 20} 87) ~—sSI 58; 31| 3267 
600; hardtop, $2,735. (Hydra Matic ‘op- | Oklahoma 5A 384) 72; 321 9, ~8I 4\ 2| 8| 7 5 2| 985 
x A. pre reed tional at $178.85 on all models.) : 53; | —_—994| 200/ _678| _—267|_—se8|_—S 2 5| 68} 30}_—S 32] t| 2556 
OLDSMOBILE — Series 88 —4-ar. sed., | Oregon 54 160 i 55, 168 2 60| 5 3 5} 30 5) 554 
aybroo Jaraas ; $2,337.09; 2-dr. sed., $2,271.62; Holiday, ‘53 4{ 381) 5 95| 267, 15] st 7 ee 4,78 | 1142 
DETROIT.—N. D. Ely, president | $2,449. Super 88—4-dr. sed., $2,476.71; 2-| Pennsylvania 54) 9 049 5| 357) 722| +155) ~+~«325 FT 12 ni om @| 2670 
of L. A. Young Spring & Wire an a ote ied Se abe a '53/ 9} 689) 14) 323) ~—sS5I 156| 255 39 16 41 50} 157) 55 oo 
Corp., has announced the -purchase | §95.s3:* Holiday, $2526, Deluxe Holiday, | South Carolina "54 y a ey es a 2 
of Daybrook Hydraulic Corp., of | $3,041.75; Starfire conv., $3,248.84. (Hydra- : 53) 477 2} NS} 321 at im rs ii a ic 3 3 196 
. | Matic optional at $178.35 on all models.) exas ‘54 10 2051 7 339 1769) 18 | | 
ia een BAe OP Cee ee Reena do. 53/ —-3|—«-2787| ~~ —«18|~—«570| 2025] +75] 529] 29] —stt|__—02}_—77|_—109|_—st7|__—(7082 
, ‘ $2,544. Clipper Deluxe—4-dr. sed., $2,695; | Vermont 54 7 1 .~C«B 3 18 4 17 i 
Daybrook makes hydraulic prod- oa. -~<, ee Sportster es — ‘53 73 23 34 29 28 5) | 8 4 
ucts, including power tail gates, pper_ Super—4-dr. sed., $2,815; 2-d¥. | Washington "54 134 1 80) +139 60 69 2 2) 3 13 ss 
farm hoists, pumps, hydraulic hoists | Packart’  Caveline t-de na, $3308; | ——— ‘53) | = 62} 15 67|_ 4S 3 iain a | 
and steel dump bodies. The firm| Patrician 4-dr. sed., $3,890; Pacific hard- | Wisconsin ‘54 | | 4 %5| = 343 72 149 2 ;| 15 a iad 
will operate as the Daybrook hy- ater conv., $3,935; Caribbean conv., 53 7 403| 5 98} 164 88 182 6 15 7 43 I4 1058 
spas. sed.,” $6,900; lim., $7,250. |“ Alll States Reported 54 21326| 205) 5140) 16825) 5193). 6082) 437) +181) 664) 859  972| 530) 60706 
draulic division of L, A. wae (Ultramatie standard in Patrician, Pacific, For January 53 a 25174 247; + +7655} 18328} 7068] 7737|  490| 283} 2210) + +780; +«+1864| + + 675| 72606 
| . 
Ca trations by stat leased | | 2 o 
r regis ‘ations by states are reiease m £ a a oii is . 3 mr aa — «t 
here weekly, as compiled by R. L. £ s o ‘ = ax - > < 3 3 ° ¥ t. % ss <i 2 Zz S < 
Polk representatives in state capitals. ” s : ° D 2 >O . 2 20 a = 5 E & 20 2 © > o| 8 o 3 3° 
7. a 2 a” 3 — a z ° = =; 7] > e oa = 2% ec = = = v 3 = - 
#)/2/|/6|48/]68)]#€/;{6 £/5/ 2/2 1::@!) 6818!) 2id.t 218i Ss int ese 
28 States Previously '54| 1330| 2445 3787| 2675| 4603| 13674| 24739| 33023] 1073; 9403| 43499; 9809| 1406| 32856] 5629} 10120) 59820; 81; 208;  631| 920) 1865; 3097|  474| 138189 
Reported for January ‘53| 2515! 53251 4784! 3825! 89271 20088! 376241 33936! +1226 8250' 43417' 10816 3405; 283411 7576 +11832) 61970!  587' 10924 1885 3564 2835 49601 —_—-677|_:162882 
Alabama 4,3! 38 2 47,132) 392) 663) 1361) 22) 321) 1704) 390, 33) 1401) 168) 309) 2301 1 5 _ 75) 4) 4874 
53} 45/121, ~—st07],—s58} 263] += 622] ~—«1050} += 865] = 31] = s238) ~—«1134] = 355] = 86} 1291; = 249] = 268] = 2250] ~—S23 4, 8 138; 62} sH10 9| 4919 
California 54) 196, 431) 694) 628) 990, 2475, 4787) 7422; 391| 2866, 10679, 2090, 169, 6992| 974) +1699, 12144) 5; 39| 67) Il) 267) @91| 624) 30150 
53| 574] —1562| 1437|_~—«B71| ~—«1934| 4084/8326) +6299] +—«448| «2140 +—«8887| +—«2563|-—«1179| +«7394)+«2198| 2522} (15856 —«95| «= 343) 546] 984) 651] 906} ~—«*1352| 39098 
Georgia 4,29, ~~«65| ~=«dT4 99| 263) 722, 1258) 1942, 45) 527| 2514, 647, 74) 2058) 279) 736) 3794 3) ‘2 17; 32). +67) ~«41e8) -~=«*3| =O 
53] 49 74| 157; ~—«101}_~S 416] «999 ~—«1673| «1292; «= 35] = 290} 1617|~— 446] «= 80,1327) «= 357] 431] 2641 21; 34] 49] 104] 8} 33 32) 6391 
indiana 54) 113) 227) 301, 232| 357, 1047) 1937, 2368, 67)  655| 3110, 695, 96) 2843, 437) +742; +4813) 6). 20) 4 74, 144) 430). 12) 10860 
‘53! -155| 443] ~=—«.339) «= 305] += 632]—«*1431| ~—-2707|-—«2189| += 83} «= 497] ~=—-2769| += 656; ~—s143; +2025] += 494] += 764) += 4082] = 46} S101 116| _-263|_—*167|_—_—473| 13} 11072 
lowa 4, 58) +«*97;/~«~143)~=S=«*9)~=S=«S| 49) ~—«920)+~«1420) +=) +~—«402| «S| «350, +~«—« 43) +~«*S87) 218) +403) +~—2601; 2 6) 16, 24) ~«oa|~SCiS 1) 5705 
53/46 18i/ ~—«177/_~—153} 306} +825] 146i] 1347] += 27| = 273| 1647] ~—s377| += 4] 1278} += 300| += 426] ~— 2465) 2, 19) #8 79;  68|_—s«167 5| 61g 
Kentucky 54,2 él a 50,112) 300, 511; 971; 19);  215| 1205, 168) 26) 1088) 108) 256) 1646) 3| 6| 13 a co 4) 3580 
53] 681214] 123 84} 3611 607|_—«*1175| ~=«1032)_~=Ss24] ~=—s189]—«t245| ~=—«393] += 84] 98] += 267} = «359] 2301}, ~S10],S saa}, Ss} S18 8| 5318 
Couisiana 4, 18) 48). 118 97,211, 675, 1101, 1441, 27, 326, 1794) 387, 36) 2090, 192) 437) 3142) 2| 6 13) 21) ~+57| ~—-200 8) 6389 
531 32] 142]—9} tt} 270} = 785] 1295] tS] = 24} = 205] 1344] 345 83} 1254} 259} 395] 2336, 22) 40 50} 112} 86} ~—«194 i} 5552 
Massachusetts 54,119) 233) 223; 191) 261, 941; 1616) 1902 81) 548) 2531| 570, 102) I767|  431| 706) 3576, +10, +«6|/~=S47)~=C'«<C«‘TS|:Ct*‘iY:SCSC*C*i 40| 8508 
53| 106] 352] 248) 251] + 526] ~—«1133| +=«2158} +—«1709]~=Ss78| += 494} += 2281] +64} = s237| ~=—«*1563] ~~ 2t| += 798} +3865] += 47] S47] = 79] 73] st S249 79| 9383 
Mississippi 4) «7 14 56) 45). 61) 299) 483) 778) +14) 158) 950). 233). +25) + +926 %5| 188) 1467] 2| 3 ae 9 z| 3010 
53) 18 541-70] = 48! —si2t| ~—s«387| ~~ 626} 556 15} 1291 700i 189; 50| 706) 113) 165) 1223] 8 12 27| «47, S36] 104 2| 2810 
Missouri 54, 28) 136) 144) 150, 204) 641, 1339) 1950 48| 472; 2470) 470, ~+©93) 2104) +358) -513| 3538) 2). WY 18) 31 | 163) 10) 776? 
‘53! 33] += 208! ~~ «106|_~=Ss137|~=—«-256| += 763|~—«'262|~=«*t203| =~ s33] ~=—-249| +—«*1485| += -346] «= 85) —«1237|:~=S 61] ~=—-299) 2278] += 6] ~S 4 18} 88 77; ‘18! 5} 5567 
Montana 54-54) «30 39, ~~ -30,~«S9|~=«dM|) +=) = 7 ol) 365) 68] 15) 279, 65) 64) 491 1 7. a. oe 1) 1263 
ae a oe ae ee ed 6| 83] 354] 754 26] 240/ 601 82] 483i a) 9 6) a a 2| 1376 
New York 54) 206) 492) 1089) 954) 1030, 2909, 5962) 5594) 235, 2011, 7840, 1768) 185) 4931) 1113; 2068) loles; (2 25,157) 194) + 41|~«563| 216) 26169 
53' 413/994] +—:1288] ~—«1172| +~—«2098|~—«3609| + 8167| 4856; +227) «1685| +6768} +2341 +~—«908|-—«4945| +=—«1720/:«=«2191| 12103| + ~—«104|_~=Ss«s187| += 390 6B} ~— 660} ~—s 801 ~— 269] 30856 
Ohio 54, 177, 387) 553) 447, 773; 1699) 3472) 5172) 162) 1299) 6633, 1408) 159) 5283, 768) 1683, 9301) 11) 29) = 98] «138,289 439 49) 20885 
53! 370) —775| ~~ 820! +~=—« 580 ~—«14301~=«2791| +5621; +4688} +~—«76|~=«11'38| += 6002] —«1781| «= 587| +4468} +—«1230|~=«:1460| +9726} «= 93|~—s169| = 333) 595] 414] 663 43| 24209 
Oklahoma ‘a 619) SA] SS 39/103; S278) = 475| = 873; S23 266) + 1162|—s-273} 25] 938 98) 220) 1554 5| 7 2) 2 70 3) 337! 
‘ 53! él 235) 134) 176} 363) 903; 1576} 1837) 43) 411) 2291} 507 87| 1381) 298) 5241 2797) 6) 2) 46) 73 82! au ig 7394 
Oregon 54,17) 60 90%) —«*105)——a77) BB) 48 25,196) 969) 191| 20) 756) 157) 143) 1267] 1] 6 20; 27 31 15) 3020 
531 82} 165] 127 247| 438} +~=—-909 = 748) «= 49 = 248] 1045] ~—309/ Sst} = 983] =~ 231] +294) ~—«*1908) 161-38] ON Sa TA ial 61} 4505 
Pennsylvania "54, 205) 324) 623, 522) 768) 2490, 4403; 4910, 108) 1270) 6288) 1423, 164) 4586) 924, 1521) 6638) 9, 31) 103) 143| 326) +~«395 38| 20760 
53\  235| 4661 +480 ~=«450| +~=—«937/~=« 2303) -«4170| +3415 91 744] 4250/  794| 256) 2338) +608} ~«1011} +5007 ~=Ss«80|—Ss«148| = 198} = 426) = 291} 5 55) 1546 
South Carolina 4,21) 23) 66) 56) 142) 401, 665) \l22) 18) 238) 1378) 341, 52) 1367) 158) 204) 2202) 1 6 7 s:°CUs 64,10) 4423 
531 57] «146 97| 971 ~—«333)~=Ssbl|_—s143}—s«s1084|—= 27) = 294) ~—:1405} +367] = 8} —ste4i =—s223/ += 350) 2192; += 32i 54; 107; ~—«*103!~=Ss«197| = 24] S374 
Texas 54, 66, 246, 490, 260, 602, 2331, 3903) 5897| 191, 1954) 6042, 1737, 361) 6336) 1091, 1526) 11051 5)~CO)tC<CS 68) 133) +543) ~«38)«2al08 
53/258] 649] 713) + 461|~—«(1409)-~=«3160) +5743) +6496) +~—«-221|—«1729|:~=« 8446) +2098] +~=S 443) +4889] ~—«1243| ~=—«1686| (10359) «= sS1|—«130) = 201} += 382) ~— 412}: 1018} ~——:100)_—«-27367 
Vermont 5) ai) W7 8 12 71; 108) ~*1N8 6 | 160) 38 ,)hUmh Co 44, 235) l 2| 3; 10 8 13) on) 
a ae it 6] SI 96| 174) ~~ 137 7; —«32|—st7e} a8 4} ist} 45 54} 342/ 5| a 16 16} 6| a 
Washington a Bi 35) 121; 315) 612) 550| 16) 168) 736) 129 19, 441) 142) +114) 645) 4) .0.CUCU)SC~«<‘ 68) zl Be 
53) 49, «3 59 156! 250! 429| 15 = 546] 228] +29) ~— «404 95| 138} ~—«894/ No: GQ Re -s 961 > 2348 
Wisconsin 54] S| 287; 147| 133) 259) a 1148) 1586 rl 2062 494. ~+72).~+*1479| ~«348) 559 2952 4 7, 2) oo Sel is 6791 
53! til] 498] «273 a 463| 956 a 19 43 at 1573| 422 95| 1306] 350) ee 8} Soi 46] ‘tol tit} 301 19 7425 
All States Reported 54) 2941) 5784) 9033 11583) 33362 81413 a 73860| 107942) 23679) 3219) 82233| 13777 ass Ts 160) 479) +1404 aa an 7884 1595) 34088 
For January 53) 5316] 12763} 11702 ose 21604} 47002 9664 76617 19831} 99377| 26102) 8118] 69933} 18798 149796} 1302} 2621 4416| +8339 11704) 2812] 386221 






































































the American ‘Boclety of Tool Engi- 


Tool 
Engineers Set Up neers, 10700 Puritan Ave., Detroit 


Educational Grants 38. Mich. 
DETROIT.—Ten International! ;{ 

Bducation Awards for 1964, nine in| _ CT#"t#, effective with the school 
the United States and one in Can- | ©" beginning next gutumn, will 
ada, for fulltime engineering stu- total $700 a year. Applications are 
dents interested in pursuing tool due by March 31, and awards will 
and production engineering as a/| be made by ATSE’s national educa- 
profession have been announced by tion committee. 


YOUR CHOTCE 


SNAP-GRIPS 


Price $1.00 Per Pair 


GRIP-LOC SNAPS 
Price $1.00 Set of 4 


(ALT AY mee oe 
TOMOTIVE CO. 


CLEVELAND 2 


ard Be) 
imei ei en 2 


OHIO 








LISLE B4553 


pull iron particles out of oil... 
















Install LISLE PLUGS as original equipment in 
transmission, rear axle and crankcase. Abrasive 
metal particles that circulate in lubricants will 
be attracted and held by the strong permanent 
magnet in the LISLE PLUG. You'll remove a 
common cause of premature wear. 












REPLACE 
ORDINARY 
PLUGS 
WITH 








WRITE 






LISLE for Free 
PLUGS Sample plugs 
for 





Testing. 
Just state | 
size and 

type of 

Plug 

Desired 


RESRE ection, 


CLARINDA, IOWA 





TO REMOVE 
IRON AND 


Sya335 
aN ad lena 3) 
FROM OIL 
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'50 Deluxe 2-dr.. $715; 4-dr., $600. ‘49 
Deluxe 2-dr., $455. °46 4-dr., $175. 

NASH—’51 Ambassador 4-dr., $750. ‘49 
Ambassador 4-dr., $305. 

OLDSMOBILE — ‘53 (88) 4-dr., $2,000* 
(ps). 

PLYMOUTH — '54 Belvedere sport coupe, 
$2,055*; 2-dr., $2,000. °'53 Cranbrook 





Used-Car Auction Prices 


(Continued from Page 47) 


CADILLAC—'49 (61) 4-ar., $1,030; (62)] coupe, $1,770*. '49 (62) 4-dr., $1,035°. Canbeitigs 4car. $600. °50 ens tae 
4-dr., $980. CHEVROLET—'54 Bel Air 4-dr., $1,880*; $485, '49 Deluxe 2-dr., $425 a 
CHEVROLET —’54 Bel Air, $1,790*, $1,- (210) 2-dr., $1,680*. °53 (210) 4-dr., gee es 
780°, $1,750. '52 %-ton’ pickup, '$795.| $1,355, $1,220; Bel Air 4-dr., $1,410. '52| PONTIAC — '53 Chieftain (8) 4-dr., $1,- 
’51 SL Deluxe 4-dr., $805*, $605*, $575*. Bel Air 2-dr., $1,280*; SL Deluxe 2-dr., 800* (ps), $1,735°; Catalina. $2,000 
'50 SL Deluxe 4-dr., $545. $1,000; 4-dr.. $1,005*. °51 SL Deluxe 52 Chieftain (8) 2-dr., $1,250*, $1,210*; 


Catalina, $1,455*; club coupe, $1,205*; 


DODGE ’50 Wayfarer 2-dr., $450, ‘49 4-dr., $1, 005*" $870, $820; Bel Air 4-dr., oh 
Coronet 4-dr., $430. $1,390. "49 FL Deluxe 4-dr., $480. '47| ‘4-dr., $1,150, $1,100. ‘51 Chieftain (8) 
FORD — '54 Main (6) 2-dr., $1,615. '52| FM 4-dr., $270, $225; Aerosedan, $345, sedanet, $855*. '50 Chieftain (8) 2-dr., 
Custom (8) 4-dr., $1,090. '51 Custom] $305. $625; Catalina, $900, $800. ‘48 (6) 
(8) 4-dr., $840, $785. '50 Crest 2-dr., | CHRYSLER—'47 NY club coupe, $315. sedanet, $375, $360. ‘47 (8) 4-dr., $195, 


$300; sedanet, $195; (6) sedanet, $150. 


$680, $625, $615. "49 Custom (8) coupe, 46 (8) sedanet, $160 


$465; 2-dr., $455, $410; 4-dr., $375, 


DeSOTO—’'53 Fire Dome 4-dr., $1,900*. 
DODGE—’'51 Coronet (6) 2-dr., $735. 


$330, $465; %-ton pickup, $350; 2-ton| FORD—'54 Custom (8) 2-dr., $1,700. '53 | STUDEBAKER—'51 Champion 4-dr., $550. 
stake, $400. ‘48 club coupe, $230. ‘46 Crest Victoria, $1,580*. ‘52 Main (8) *50 Commander Land Cruiser, $340. 
(6) 2-dr., $115. 2-dr., $900; Victoria, $1,300; Custom 
HUDSON—'49 4-dr., $320. (6) 2-dr., $1,000; 4-dr., $1,070. ‘51 2 ° 2 
MERCURY "54 Monterey 4-dr., $2,470, Custom (8) conv., §780*. ‘50 Deluxe Auctions im Brief 
$2,400. (8) 2-dr., $550, $680; 4-dr., $505; club . 
NASH—'51 Statesman 4-dr., $515. coupe, $510, '49 Custom (6) 2-dr., $325. Valdosta, Ga. 
OLDSMOBILE—’50 (88) 4-dr., $655. ‘49 ’48 Deluxe (6) club coupe, $265. ‘47 De- Tom Hewitt Auto Auction. Sale every 
(88) 4-dr., $620. '47 (88) 4-dr., $210. luxe (6) 2-dr., $235. Friday. Sold 211 cars out of 340 offerings 
PLYMOUTH—’54 Belvedere 4-dr., $1,850*. | MERCURY—'53 Monterey 2-dr., $1,750*. | at Feb. 19 sale. 


'51 Cranbrook 4-dr., $650, $620, $475. — — ~ . — ai 
PONTIAC—’'50 (6) sedanet, $450. '49 (6) 

2-dr., $480. ‘47 sedan coupe, $130 
WILLYS.-’51 station wagon $640. 


MASON CITY, IA. 


(Lapiner Auction Co, Sale every Wednes- 
day. Prices are for sale of Feb. 24.) 

(Activity excellent, No over-abundance 
of used cars in this area, New cars 








ntiful. Sold 97 cars out of 128 offer- . : 
4) . er a a The big, fluffy, Chenille wash mitt that 
BUICK ’52 Super 4-dr., $1,250*. '49 has outsold all competitive articles in 
esha. 4-dr., $490°, $465°, $435; 2-dr., numerous sales tests. Nicely made, with 
CADILLAC ‘54 coupe deVille, $5,425* elastic cuff and put up in a reusable 
(ps). °51 (62) 4-dr., $1,900*, $1,895*. plastic bag. Also-for your wash racks- 
’50 (62) 4-dr., $1,570*; coupe, $1,800*. BIG BILL MITT. 
CHEVROLET '54 (210) 4-dr., $1,680; 


Bel Air, 2-dr., $1,800. °53 (210) 4-dr., 
$1,295. °'52 SL Deluxe 4-dr., $1,060", 
$860; SL Special 4-dr., $845. ‘51 SL 
Deluxe 4-dr., $800*, $775, $770; 2-dr., 
$750. °50 SL Deluxe 4-dr., $695, $655*, 
$640*; SL Special 2-dr. $545*, $490. °49 
FL Deluxe 2-dr., $505, $450, $410; 4- 
dr., $535. '48 Aerosedan, $365. °47 Aero- 





sedan, $275. 
CHRYSLER—’52 Windsor 4-dr., $1,120*, 

$1,035*. °51 Windsor Hardtop, $1,020*; 

Saratoga 4-dr., $835*. 
DeSOTO—'50 Custom 2-dr., $550 Onder Now - from Your Jobber 
DODGE—’'52 4-dr., $805*. 


FORD—’'54 Victoria, $2,180*. '53 Country 
Sedan, $1,640*; (6) 2-dr., $1,390*; LAS-STIK MFG. CO., HAMILTON, OHIO 
Custom (8) 4-dr., $1,550*, $1,465, $1,- 

360; Main (8) 2-dr., $1,400*, $1,350*, = 
$1,325*. ’52 (8) 2-dr., $1,050, $1,030*; 
Victoria, $1,370*; (8) 4-dr., $910*, $850. 
"51 Victoria, $965*, "49 Custom 











$960". 


(8) 2-dr., $410*, $395. °48 (8) 2-dr., 

$265, $215. '47 (6) 2-dr., $165. e 
ipso iyo tar tsi som. os) QMAZING MEW IRE CHAIN 
(6) 4-dr., $205. 
KAISER 51 2-dr., $620*. °49 4-dr., 

150*. 
MERCURY ‘92 A-dr., $1,900°. "91 4-ar.,| YOU CAN PUT ON IN 30 SECONDS 
r.9 . 75. °49 4-dr., | 

wae: oe ee FITS ALL SIZE TIRES 600 THRU 820 
NASH "50 Statesman 2-dr., $415*. ‘48 
OLDSMOBILE ret (98) 4-dr., $1,040* 

$965". 50 (88) 4-dr., $805*; 2-dr.. eee 98 
PLYMOUTH — '54 Plaza 4-dr., $1,575; Postpaid 

Belvedere 4-dr., $2,000* (ps). ‘53 Cam- os pa! 

a 4-dr., $1,390. ’°52 Cranbrook 2- 


$890, $850; Concord 2-dr., $680, °49 
+. 2-dr., $425. 

PONTIAC—’53 Chieftain (8) 4-dr., $1,- 
690*. °52 Catalina, $1,450°. °50 (8) 
2-dr., $800*; 4-dr., $695*, $650*. '49 (8) 
4-dr., $435*. 

STUDEBAKER — '53 Champion Starliner, 


KON-VEEN-YUNT CHAINS are easily 
put on even when you’ re stuck in 
snow, ice, country mire or against 
curb. So EASY, QUICK, you can 
snap ‘em on waiting for stop light 
to change! Eliminate expensive, 
old-style chains. Be ready for un- 





Profitable Dealerships Available Everywhere 


$1,360*. ’52 Commander 4-dr., $1,010*. 3 y 
’50 Commander 4-dr., $460*. expected emergencies with KON- 
MISCELLANEOUS—’53 Ford (8) %-ton GIVE CAR MAKE AND TIRE SIZE VEEN-YUNT case-hardened steel 
pickup, $1,125. '52 Chevrolet Sedan De- KON-VEEN-YUNT CHAINS chains. LAST FOR YEARS. Safety- 


need for all cars, farm use, taxies, 





on’ vee, SS SRC Se ee, 1406 Cherokee Rd., Richmond 25, Va. police cars, pick-up trucks, emer- 
PHONE RICHMOND 7.-1178 gency equipment. Money-refund 
ss guarantee. WRITE, PHONE, WIRE. 
JESSUP, MD. 
(Colie’s Auto Auction. Sale every 





Wednesday. Prices are for sale of Feb. 23.) | —— - —-—- —__——- ———— 


st oferngs oe os aue| SPECTACULAR LUGGAGE BUY! 
SMART 2-PC. SET 


BUICK—’54 RM 4-dr., 
Riviera 4-dr., $640*. 
Men’s 2-suiter 
and Overnight 


$2,950*. °50 Super 
49 Super 4-dr., 
$360. 

CHEVROLET—’'53 Bel Air, $1,525. °51 SL 
Deluxe 2-dr., $885*; station wagon, $365. 
50 Bel Air 2-dr., $790. '49 FL Deluxe 
2-dr., $480; 4-dr., $410. ‘46 SM Panel, 
$275, $160. 

CHRYSLER—’51 NY 4-dr., $825. 

DeSOTO—’53 Fire Dome coupe, $1,775. °51 
Custom 4-dr., $630*. °49 Custom 4-dr., 
$610. 

DODGE—’54 Meadowbrook 4-dr., $1,825. 

FORD—’52 Custom (8) 2-dr., $1,065. '49 
Custom (8) 2-dr., $475. '48 (8) 2-dr., 
$300. 

KAISER—’51 2-dr., $600. 





MERCURY—’54 Monterey 4-dr., $2,375*; 
sport coupe, $2,275. 
NASH—’'51 Ambassador 4-dr., $600*, $490. 


‘47 Super (6) 4-dr., $120. 
OLDSMOBILE — '50 (76) 2-dr., $620. ‘47 
(98) 4-dr., $120. 
PLYMOUTH—’54 Belvedere 2-dr., 
'51 Cranbrook 4-dr., $670. 
Deluxe 4-dr., $290. 
PONTIAC—'50 (6) 2-dr., $320. 


FT. WAYNE 


(Carl Marker's Auto Auction. Sale every 
Tuesday. Prices are for sale of Feb. 23.) 

(Market good, ovrices good, many | 
buyers and bidding fast. Sold 110 cars 
out of 132 offerings.) 


$2,160". 
‘48 Special 


ORDER TODAY! 
We Ship at Once! 


BUICK—’53 Super Riviera 2-dr., $2,025*; | ® ® . 
Super 4dr... $2,050" (ps). "52 Super | Genuine Top-Grain Cowhide..2-pc. Set $45.00 
Rivi 2-dr. > e: -dr. 0 . ® : : . - 
200, "$1,150. “Si Super conv. $1,100*, "50 Big Mid-winter vacation VALUE, in a ruggedly built, handsome set. Covered 


steel center-frame adds strength, protects against travel shocks, keeps bags 
oO on dustproof. Solid leather double handles, double stitched sides and corners. 
sedanet, . Brass-polished locks and key. Fully lined, with large utilit k : 
ba % . ; ’ y pocket. COLORS: 
oat” = oy a * ane Smooth Suntan or Ginger Top Grain Cowhide. 

- No. 772 24” 2-suiter Dealers Cost $25.00 List Price, Inc. F. T. $48.00 
No. 770 21” Overnight Dealers Cost $21.50 List Price, Inc. F. T. $40.00 

Luggage is a useful accessory for every cor buyer. Display a 

set, to stimulate interest in your 1954 cars. You'll be amazed 

at how many men want new Luggage with their new cars. 

SPECIAL 2-pc. Set... Dealer's Cost $45.00 


CONTEMPO LUGGAGE CO. 170 Fifth Ave., New York 10, N. Y. 


Super Riviera 2-dr., $855; Special 4-dr., 
$590. °49 Super sedanet, $425. '46 Super 





Power City in New Home 


Power City Garage (Packard) | 
has opened its new showroom and 
service building at 2525 Pine Ave., | 
Niagara Falls, N.Y. The firm has | 
operated in Niagara Falls for 25) 
years. 








— "am ay ne 


co 


mm 


a ee eee 


na =-—° =- sa 


AUTOMOTIVE NEWS, MARCH 8, 1954 


Big Dealer Losses in Fourth Quarter . . . 
Profit Dip Laid to Used Cars 


(Continued from Page 2) 


returned to this business, he just 
hasn’t been reading his financial 
statement,” the committee said. 

* * + 


MJADA, in reporting on the first 
1% six months of last year, had 
said of the 4.4 percent operating 
profit at that point: 

“The limited margin of profit... 
has now about reached the lower 
limits of safety.” 

Gross profit from all sources for 
the year was 15.2 percent. It had 
stood at 16.3 at the end of the first 
six months of 1953. 

Overall average operating ex- 
pense for the year was 9.4 per- 

cent, compared with 8.3 percent 


‘Dumped’ Cars Called 
Factor in Sales Race 


CINCINNATI. — An _ investi- 
gation of registrations here indi- 
cates that in January and Febru- 
ary an unusually large number 
of cars were sold to leasing 
companies in the last few days of 
both months. 

Auto sources here speculate 
that the cars were “dumped” 
just in time te make the regis- 
trations lists and thus become a 
factor in the race between two 
popular makes of automobiles. 
Some of the cars eventually 
turned up in Texas and Florida. 


at the end of the first half. Sell- 
ing expense was 3.6, unchanged 
from the six-month figure. Total 
expense for the year amounted to 
13.0 percent, compared with 11.9 
percent at the end of the first six 
months. 

The survey split dealers into four 
groups — Group I covered dealers 
who retailed 1 to 149 new units; 
Group II, 150 to 399; Group III, 400 
to 749, and Group IV, 750 and more. 

Among these individual groups, 
Group IV made the best showing in 
operating profit with a figure of 
3.2 percent. Other classified profits 
were: Group III, 2.6 percent; Group 
II, 2.2 percent, and Group I, 1.9 per- 
cent. 

. * *, 

N THE survey of used-car oper- 

ations, the committee found the 
average selling price per unit in 
1953 was $816, while the average 
cost of each unit in inventory at 
year’s end was $702. 

In breaking down inventories, it 
was found that the average dealer 
had 40 cars in stock, 57.5 percent of 
which had been on hand 30 days or 
longer. 

In parts sales, aside from acces- 
sories, the average dealer sold $322 
in parts for each new unit retailed, 
for a gross profit of 29 percent. The 
average dealer had 5.2 months’ sup- 
ply of parts on hand, and turned 
over his parts investment 2.1 times 
annually. 

On customer labor, according 


GMC's New Twin Hydra-Matic— 


The new Twin Hydra-Matic transmission to be shown by GMC at the Chicago Auto 
Show is connected to a 150-horsepower diesel engine (left). The unit consists of two 
Hydra-Matic transmissions, one over the other, with a single output shaft (right) going 
into a three-speed gear box. The seven speeds in the transmissions and the three- 
speed reduction gear unit provide a total of 21 forward and three reverse speeds. 

a 


GMC Pairs Hyda-Matics 
For 21 Gear Reductions 


PONTIAC. 
matic transmission, which permits 
the use of 21 different gear re- 
ductions, will be shown for the 
first time March 13-21 at the Chi- 
cago Auto Show by GMC Truck 
and Coach. 

The multitude of gear _ re- 
ductions is provided by a new 
development in the Hydra-Matic 
transmission which combined 
two standard four-speed trans- 
missions with a three-speed gear 
box. The combination of the two 
Hydra-Matic transmissions pro- 
duces seven closely spaced for- 
ward gear ratios, the shifting of 
which is done automatically. 

The seven-speed Hydra-Matic, or 
Twin Hydra-Matic as it is called, 
is located behind the engine and 
coupled by means of a _ fluid 
coupling. A three-speed reduction 
unit is mounted behind the Hydra- 
Matic and connected by a short 
Propeller shaft. 

Thus the seven reductions pro- 
vided for in the automatic trans- 
mission can be channeled through 
the direct drive in the three-speed 
8earbox, through the low-speed 


A new truck auto-| train which gives an additiona: 


2-to-1 reduction of the transmission 
reductions, or through the creeper 
gear at a reduction of 3.87 to 1. 

Low reduction in first gear is 
2.909 to 1 and in seventh gear is 
0.71. Lowest possible gear re- 
duction in the creeper gear is 
given as 83.7 to 1. Reverse gear is 
3.21. 

First gear reduction is 2.90, 
second is 2.34, third is 1.86, fourth 
is 1.45, fifth is 1.10, sixth is 0.89, 
and seventh is 0.71. 

“The significance of this de- 
velopment both for operating 
economy, efficiencies and high- 
way safety, cannot be overesti- 
mated,” declared Philip J. Mon- 
aghan, general manager of GMC. 
Monaghan said the Twin Hydra- 

Matic would first be placed in GMC 
Diesel Model DFM-660-47, a cab- 
over-engine highway tractor rated 
at 60,000 pounds, gross combination 
weight. It will be available in 
other 150-horsepower models later, 
and eventually will be engineered 
for use in conjunction with GMC’s 
gasoline and diesel power plants 
in the 175-to-225 horsepower range. 


to the survey, the industry aver- 
age was $240 for each new unit 
sold in 1958; with a gross profit 

percentage of 41.6. 

Total service — labor, parts and 
all other service and stockroom 
sales except accessories sold with 
new vehicles—amounted to $774 per 
new unit retailed for the average 
dealer, with a gross profit of 32.3 
percent. 

The industry average on service 
absorption, with owners’ or officers’ 
salaries included, was 57.9 percent. 
For the individual groups it was: 
Group I, 59.4 percent; Group II, 54.3 
percent; Group III, 58.2 percent, 
and Group IV, 59.4 percent. 

The survey showed that new cars 
and trucks accounted for 53.6 per- 
cent of total sales for the industry 
as a whole. Used vehicles made up 
28.0 percent of all sales; service and 
parts represented 16.8 percent, while 
the balance of 1.6 percent was 
credited to miscellaneous sales. 


Western Ford Group Elects Officers— 


The Ford dealers of the Richmond sales district, comprising northern California, 
western Nevada and southern Oregon, elected the following to the board of their 
Ford Dealer Advertising Assn.: Seated (from left), A. E. Schlesinger, San Francisco, 
treasurer; Morris J. Landy, Alameda, Calif.; Aubrey W. Sanderson, Petaluma, Calif., 
president, and Clarence Tracy, Woodland, Calif., secretary. Standing: Clem Doyle, 
Susanville, Calif.; Les Lutz, Palo Alto, Calif.; Gordon Wight, Modesto, Calif.; Bill 
Stevenson, Hanford, Calif., and Elmer Balsiger, Klamath Falls, Ore. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 
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Price Index Brings Wage Cut... 


Auto Payrolls Drop $3% Million 


‘By Joe Callahan 
Staff Writer 

Auto plant payrolls last week 

dropped about $3% million a 
month, following release of the U.S. 
Bureau of Labor Statistics price in- 
dex, which showed a slight decline 
in living costs for the quarter ended 
Jan. 15. 


The Government’s price index 
on Jan. 15 was 115.2 percent of 
the 1947-49 average, down slightly 
from the record high of 115.4 of 
Oct, 15, final day of the last wage- 
adjustment period. 

This dip reduced the wages of 1,- 
250,000 hourly workers by one cent 
an hour, and 250,000 salaried em- 
ployes by $5 a month. 

+ a * 


— pay cut, effective the first 
pay period after March 1, re- 
duced to seven cents the cost-of- 


U. of Mich. Study 
Of Parts Industry 
Is Completed 


ANN ARBOR, Mich. — “Market- 
ing of Automotive Parts,” a study 
of the replacement industry by the 
School of Business Administration 
of the University of Michigan, has 
been completed after two years of 
research. 

The study was financed by funds 
solicited from parts manufacturers 
by members of the Automotive 
Service Industries Committee. 

To a large extent, the study is 
concerned with the means and 
methods of distribution in the 
automotive aftermarket industry, 
particularly in the replacement 
and service fields. 

Don Teetor, of Perfect Circle 
Corp., and L. G. Matthews, of 
Sealed Power Corp., co-chairmen 
of the committee, said the 900-page 
book would be available about May 
from the Automotive Service In- 
dustries Committee, 111 W. Wash- 
ington St., Chicago 2, Ill. The price 


is $25 per copy, all profits going to! 
| that Congress should enact stand- 


carry on the study. 


THE EXTRA-COMFORT 


living allowance for hourly workers 
and to $35 per month escalator bo- 
nus for salaried employes. 

Largest groups affected by the 
wage decline were General Motors 
workers, 412,000 hourly and 105,000 
salaried; Ford Motor Co. workers, 
150,000 hourly and 40,000 salaried, 
and Chrysler Corp. workers, 125,000 
hourly and 25,000 salaried. 

Because the reduction occurred 
in the face of auto-plant layoffs 
and because the price index was 
actually up from Dec, 15, there 
was a rumble of dissatisfaction 
from CIO President Walter Reu- 
ther, who already has served 
notice that the UAW will seek an 
annual-wage contract with auto 
makers next year. 

Since the escalator agreements 
were adopted in 1948, auto workers 
have received seven pay cuts and 
11 increases. Last year, 19 cents of 
the cost-of-living allowance was 
transferred to the base rates. 

od & * 


ig piece yer by the National 
Labor Relations Board of an 
election held Oct. 1 among employes 
of the members of the Spokane 
New Car Dealers Assn. has appar- 
ently ended, for the time being, the 
organizational efforts of AFL Ma- 
chinists Lodge 942 in Spokane. 

Conducted by the regional NLRB, 
the October election resulted in a 
234-to-221 vote in favor of the deal- 
ers, who requested the election. 

Nineteen ballots were chal- 
lenged by the Machinists on the 
grounds of alleged interference 
and coercion. These charges were 
subsequently thrown out by 
NLEB. 


Meantime, a public works pro- 
gram on the state and national 
levels to aid the unemployed was 
urged at a mass meeting of 3,000 
members of Dodge Local 3, UAW- 
CIO, in Detroit. Union officials said 
that 20,000 Dodge workers were un- 
employed and 12,000 others were 
working short weeks. 

Rep. Thaddeus Machrowicz, Mich- 
igan Democrat, told the assemblage 


SEAT CUSHIONING 


FADING oat, no: 
EADING CARS 


BINDER for 
\ Aulometive News 


ANSWERING many requests from our 
readers for a semi-permanent binder to 


quality binder which will stand the gaff 
and which we can recommend. This binder 
ic covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7 
postpaid to our subscribers. 


AUTOMOTIVE NEWS 


CENTURY HAIR-FLOC 


Cut, scoured, china goathair, 
in natural blend. 


DETROIT 26 


FLOC-ADHESIVE NO. 2 


Decorative and inexpensive 
finish for bare or worn trunks 
and kick-panels 


A good sound deadener 


$3.35 per 2 Ib. bag 


CENTURY PRODUCTS-CO., DETROIT 38, 


$2.95 per gallon 
MICHIGAN 


by powers for President Eisen- 
hower, to enable him to start large- 
scale housing and building pro- 
grams and to allow increased cred- 
its for small businesses. 
* * * 

IX Detroit-area firms have signed 

a contract embodying a pension 
agreement that will permit workers 
to switch to any of the six em- 
ployers without losing their pension 


rights. UAW-CIO officials expressed 
belief that other companies will 
soon be included in the plan. 
Employes who quit or are dis- 
charged from a participating shop 
have up to 18 months to secure 
work at another member shop with- 
out losing pension credits. Maxi- 
mum pension benefits are $137.50 a 
month, including social security. 
Participating companies are 
Anderson Steel Treating Co., Hy- 
draulic Power Service Co., Indus- 
trial City Boring Co., Kermath 
Mfg. Co., Michigan Steel Tube 
Products Co. and Wettlaufer En- 
gineering Co 


The Labor Department's Bureau 


Greenwald Opens Reconditioning Plant— 


A 161-by-50-foot plant has been built by Greenwald Auto Co. (Ford), New Ken- 
sington, Pa., for reconditioning used cars and preparing new cars for delivery. The 
plant is equipped with a paint-drying oven, twin-post lifts and a wheel-aligning pit. 


Action on Excise Bill 


House Committee Approves Cut to 10 Percent, 
But Kills Auto Relief 


(Continued from Page 6) 


tion boost a part of the Adminis-only for excise cuts but also for 


tration tax program. 

The major decision of the Repub- 
lican tax battle managers, it is un- 
derstood, is that the House Ways 
and Means Committee will submit 
at least two tax bills to the House, 
one an excise bill and the other the 
general tax-revision bill. 

Senator Eugene D., Milliken, 
chairman of the Senate Finance 
Committee, said House leaders 
agreed to get two bills to the Sen- 
ate in time to act before the auto- 
matic decrease of excise taxes 
takes place under present law on 
Apr. L re 

The Democrats are driving not 


Anthony Feted 
Packard Distributor Honored 


On 50th Anniversary 


LOS ANGELES. — Earle C. An- 
thony, a member of Packard’s 
board of directors and a Packard 
dealer and distributor for half a 
century, was honored last week at 
a dinner in recognition of his 50 
years continuous service and 
achievement to California and the 
automobile industry. 

Included among the more than 
200 business, professional and 
civic leaders attending the dinner 
were three Packard officials. They 
were James J. Nance, president; 
Hugh J. Ferry, chairman of the 
board, and Clare E. Briggs, sales 
vice-president. Also present was 
Charlies C. Freed, president of 
NADA. Nance presented Anthony 
with an engraved plaque. 

Although Anthony became an 
auto dealer in 1904, his first auto- 
motive venture was in 1897 when 
he built and drove his first horseless 
carriage. In the late ’20s, he opened 
dealerships in Los Angeles, San 
Francisco and Oakland. 

Other highlights of his career in- 
clude construction of the first auto- 
mobile in California; the first re- 
mote control broadcast by a radio 
station, and the first’ service 
station. 

The latter operation eventually 
expanded into a chain of 250 
stations and launched the present 
system of Standard Stations, Inc. 


Sioux City Announces 


Auto Show Apr. 22-25 


SIOUX CITY, Ia. — The Sioux 
City Automobile Dealers Assn. has 
announced that it will sponsor an 
auto show Apr. 22-25. 

The show will be held in the 
Municipal Auditorium. 


their personal exemption boost, and 
they are confidently predicting that 
they will muster enough strength 
in the House to achieve their pur- 


pose. 

On the other hand, the Republi- 
cans hope to make it impossible 
under House rules to tack the 
exemption - boosting proposal onto 
the excise bill. 

They hope also that by the time 
the general revision measure 
comes along the excise bill will 
be so far advanced toward pas- 
sage in the Senate that the GOP 
leaders will be in a strong position 
to head off the personal exemp- 
tion proposals. 

Tax legislation goes through the 
House under closed-debate or “gag” 
rules, and the Republicans feel con- 
fident they have sufficient support 
to override any attempt to defeat 
the rule. 

In the Senate, tax measures are 
subject to amendment and it will 
be there that the most spectacular 
battles likely will occur on the tax 
issue this year. 


Officials Approve 


Monroe Steering 


MONROE, Mich.— Monroe Auto 
Equipment Co., manufacturer of 
Monroe Power Guide steering units, 
was notified last week by two motor 
vehicle commissioners that its unit 
was acceptable for installation on 
existing vehicles, it was disclosed 
by Brouwer D. McIntyre, president. 

This marks the first approval for 
any such power steering installation 
by a state regulatory body, he 
added. Both New Jersey and the 
District of Columbia have approved 
the Monroe device. They held that 
the unit’s ability to revert automat- 
ically to manual steering, in the 
event that hydraulic power failed, 
was of paramount importance. 

George E. Keneipp, director of 
vehicles and traffic in Washington, 
wrote: 

“Approval will be granted for the 
sale and use of the Monroe Power 
Guide package devices for after- 
market installation, whenever such 
a device is designed and engineered 
for a specific make, year and model 
of a motor vehicle, provided that 
each such device shall be identified 
by the manufacturer’s name and 
proper model number, located in a 
position to permit inspection and 
ready identification,” 


of Employment Security announced 
last week that six additional areas 
have been placed in the distressed 
labor category, with more than ‘4 
percent of the work force unem 
ployed. 

They are South Bend; Battle 
Creek, Mich.; La Crosse, Wis. 
Hudson, N. Y.; Welch, W. Va., and 
the area embracing Davenport, Ia : 
Rock Island, Ill., and Moline, Ill. 


an following dealership results 
have been reported by the Na- 
tional Labor Relations Board: 


1, The AFL Machinists lost out 
among employes in the shop of 
W. F. Wilson Motor Co. (Cadil- 
lac-Oldsmobile) in Lake Charles, 
La, 


In 1952, the union won an election 
in this shop and the company signed 
a contract for one year. When the 
contract expired, the company peti- 
tioned NLRB for a new election. 
But the union withdrew its claim 
to represent the workers on the 
day before the election. 

Under a new rule, the Machinists 
may not ask for another election 
in this shop for six months, If the 
union had lost the election, there 
could be no election for another 
year. 

aa * * 
y IN an intermediate report, an 

* NLRB examiner recommended 
that Hawkins Motor Sales Co. 
(Chevrolet), of Lorain, O., cease 
making unilateral changes in 
wages, cease refusing to bargain on 
group insurance plans and refrain 
from coercing employes in their 
self-organization rights. 

3. Randel & Presley Chevrolet 
Co., of Wichita Falls, Tex., was 
ordered to permit an election of 
employes in its service and parts 
departments to determine whe- 
ther the workers will be repre- 
sented jointly by the AFL Ma- 
chinists and AFL Teamsters. 

4. NLRB directed that an election 
be held among a number of em- 
ployes at Hailey Chevrolet Co., 
Chattanooga, Tenn. The AFL Oper- 
ating Engineers was the petitioner. 

5. The board dismissed a petition 
for representation filed by Denver 
Buick, Inc., Denver, on the grounds 
that the AFL Machinists has dis- 
claimed interest in representing the 
employes. 

6. Service department workers at 
Don Allen Chevrolet Co., Pitts- 
burgh, have selected the Employes 
Assn. of Winston Chevrolet as their 
representative by a vote of 30 to 10. 
The joint petitioners were the AFL 
Teamsters and the AFL Machinists. 

* * 


7 CERTIFIED as the bargaining 

* agent for shop employes of 
Walton & Williams Motor Co. 
(Ford) were the AFL Teamsters 
and AFL Machinists. 

A new labor contract providing 
for hourly increases, ranging from 
seven to 14 cents, has been signed 
by the White Motor Co. of Can- 
ada, Ltd., and the United Auto 
Workers (CIO-CCL). The agree- 
ment was reached while the dis- 
pute was under consideration by 
an arbitration board. 

The first strike of 1954 for Spring- 
field, Mass., has been threatened at 
Van Norman Co., where 600 pro- 
duction workers are seeking a 10- 
cent hourly pay raise through their 
union, Local 213 of the CIO Elec- 
trical Workers. 

Van Norman management re- 
portedly has contended that, like 
most of its competitors in the ma- 
chine tool industry, it has been hit 
by a serious recession and can’t 
afford higher wages. 


Goodyear Making 
New Nylon Tire 


AKRON.—Greater protection 
against skids, longer mileage and 
quieter ride are features claimed 
for a new all-nylon car tire an- 
nounced last week by Goodyear 
Tire & Rubber Co. 

Known as the “All-Nylon Super- 
Cushion,” the tire is described as 
a further improvement of the 
company’s previous all-nylon unit 
by the same name, introduced last 
year. 

Up to 15 percent better traction 
and skid resistance are provided 
by the tire’s newly designed tread 
the company said, and improve- 
ments in compounding methods 
have resulted in up to 12 percent 
more mileage. Squealing on turns 
is said to have been virtually elimi- 
nated. 
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For automotive manufacturers selling through dealerships, the 
Parts Manager is an important man to reach. 


How News of the Auto Industry 


Gets Behind the Parts Counters 


... TO THE MEN WHO MANAGE 


The news of the auto industry is es- 
sential to these important men behind 
the parts counters of the nation’s car 
and truck dealerships. How do they 
get it? 

Every Monday morning the Parts Man- 
agers join other key dealership person- 
nel and manufacturing executives when 
they pick up Automotive News, the 
industry's weekly newspaper. Here 
they get up-to-the-minute information 
on current developments, trends, new 
products and methods — information 
they need to make wise buying de- 
cisions. 

Because Automotive News is a weekly, 
parts managers get the latest advertis- 


ing messages and announcements 
quicker — before the monthlies are 
issued. Automotive News carries the 
only weekly classified advertising 
section — also must reading for Parts 
Managers. 


You get behind the counters every 
week — to the parts manager — when 
you travel in Automotive News, the 
newspaper all important automotive 
people read. 


e ABC audited circulation: 41,000. 
Readers per issue: over 120,000. 


@ Subscription price: $8.00 per year— 
highest in the industry. 


@ Renewal rate: 87.02% (ABC 
audited) — highest in the industry. 


THE WEEKLY NEWSPAPER OF AMERICA’S NO. 1 INDUSTRY 





PENOBSCOT BUILDING 


New York—Edward Kruspak, Advertising Manager, 51 E 42nd St Murrey Hill 7-6871 


Chicago—J. Goldstein, er ea 


REPRESENTATIVES neg 


Detroit— 


3 


DETROIT 26, MICHIGAN 


Western Manager, 360 N. Michigan Ave., State 2 


H. Deibler, 2506 West Eighth Street, Dunkirk 3-0303 
Dick Webber, 2666 Penobscot Bldg.,, Woodward 3-0495 
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Md. Loan Official 
Urges Licensing 


Of Auto Dealers 


ANNAPOLIS, Md. — Lester K. 
Barrett, State administrator of 
loan laws, has told the House Judi- 
ciary Committee that the State 
should license auto dealers as it 
does finance companies. 

Speaking in support of two bills 
aimed at curbing the unethical fi- 
nancing practices of some car 
dealers, Barrett said, “We have no 
control whatsoever over used-car 
dealers unless we get a written 
complaint, and then we can only 
investigate that specific complaint. 
We ‘cannot look at the dealer’s 
books. 


“There have been few complaints 
from licensed loan companies. Most 
of the trouble comes from the 
dealers.” 

The bills 
are: 


1. A bill that would require a 
dealer to give prior notice before 
repossessing a car, enabling the 
buyer to make up arrear payments. 
It would also require that repos- 
sessed cars be put up for auction, 
with any money left over after 
paying the repossessor being turn- 
ed over to the former buyer. 

2. A bill putting a 9 percent 
ceiling on the finance charges of 
cars less than two years old and 
11 percent on older cars. The 
service charge would also be 
limited. 


Chevrolet Fills 
New Truck Post 


DETROIT. — Appointment of T. 
M. Surrell to the newly created 
position of manager of truck and 
service acces- 
sories was an- 
nounced last week 
by W. E. Fish, 
general § sales 
manager of Chev- 
rolet. 

Parts and ac- 
cessories manager 
of the Detroit 
zone since No- 
vember, 1950, Sur- 

rell has been with 
T. M. Susse Chevrolet since 
1939. After serving in parts mer- 
chandising in the central office, he 
was made parts and accessories de- 
partment office manager in 1946 
and assistant parts and accessories 
manager of the Detroit zone in 
February, 1950. 

Garland B. Dovenspike, who has 
been a Detroit district manager, re- 
places Surrell as Detroit zone parts 
and accessories manager. 


under consideration 


Obituaries 


Ward J, Thompson 
DENVER.—Ward J. Thompson, 65, part- 
ner in Cullen-Thompson Motor Co. (Chrys- 
ler-Plymouth), 1000 Broadway, died after 
a two-week iliness. Mr. Thompson, who 
entered the auto business in 1914, helped 
establish the Cullen-Thompson company in 
1923 as Denver’s first Chrysler dealership. 
* + * 


Jd. Sidney Penn Jr. 
BROOKHAVEN, Miss.—J. Sidney Penn 
jr., 40, owner and manager of Penn Mo- 
tors, died Feb. 24. 
* * = 


Bernard I. Glass 
ST. LOUIS.—Bernard I. Glass, president 
of Curley Auto Sales, died Feb. 24 after a 
heart attack at his place of business. 
* . * 


Pearl A. Watson 

FORT WAYNE, Ind.—Pearl A. Watson, 
73, vice-president and general manager of 
Duesenberg Automobile Co. in Indianapolis 
from 1927 to 1937, died Feb. 27. He was 
superintendent of Packard in 1904, and 
later became factory manager of Ruten- 
berg Engine Co., Marion, Ind. He was 
superintendent of Auburn Automobile Co. 
from 1916 until he moved to Indianapolis 
in 1927. 

* * * 


Davis S. Milne 
FAIRMONT, Minn.—Davis 8. Milne, 63, 
past president of the Northwest Automo- 
tive Wholesalers Assn., died here. 
* * +. 


Perry Reed McCormack Sr. 
BIRMINGHAM, Ala.—Perry Reed Mc- 
Cormack sr., Birmingham auto dealer, 
died Feb. 26 at his home in nearby Pinson. 
He had been in the auto business here 
since 1920. 


Milton H. Frentz 
LOUISVILLE.—Milton H. Frentz, presi- 
dent of Security Finance Co., a car and 
truck finance company, died March 1, 
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Phantom Freigh t Problem Aired... 


Bootleg Issue Put Up to U.S. 


(Continued from Page 10) 


factories of “overproduction and 
maldistribution” and placed the 
blame for bootlegging directly on 
the manufacturers. 

At what is believed to be the 
first meeting of its kind, dealers 
and factory representatives gath- 
ered in Kansas City last week to 
discuss bootlegging in Missouri— 
described as “frightfully alarm- 
ing,” by Hubert L. Tate, MADA 
president. 

Present were 55 members of the 
MADA industrial relations and ex- 
ecutive committees and represent- 
atives of Chrysler Corp., Ford Mo- 
tor Co., Studebaker, Packard and 
Nash. General Motors was not rep- 
resented. 

+ * + 

AMES A. GORMAN, MADA 

manager, said he felt GM did 
not send a representative to the 
meeting because it considered its 
position had been fully stated the 
previous day in President Curtice’s 
letter to all GM dealers. 


The factory men at the meeting 
unanimously denied that exces- 
sive production was at the root 
of the bootlegging, and they re- 
fused to comment on the maldis- 
tribution charge. 

J. M. Allton, of Columbia, Mo., 
chairman of the industrial relations 
committee, warned that “if this 
bootlegging continues, it could de- 
stroy a merchandising organization 
that has taken half a century to 
build up.” 

x x ‘ 

O DEFINITE action was an- 

nounced at the meeting. Allton 

said resolutions would be drawn up 
and forwarded to NADA. The Mis- 
souri group is serving in an ad- 
visory capacity to NADA on the 
bootlegging situation. 

The MADA members felt that 
each factory could stop the boot- 
legging practice at the source. 

“It is part of the manufac- 
turer’s responsibility,” declared 
James Gorman, MADA manager, 
“to protect the franchised dealer’s 
market.” 


MADA unanimously approved re- 
cent statements by top industry ex- 
ecutives lashing out at bootlegging. 

The MADA executive and make 
committees, however, said they felt 
the factories must go further than 
indicated in the letters if boot- 
legging is to be stopped. 

Henry Ford, president of Ford 
Motor Co., and Harlow H. Curtice, 
GM president, wrote letters to their 
dealers, and Paul G. Hoffman, 
Studebaker chairman, made an 
earlier statement in which bootleg- 
ging was denounced as a shortcut 
to the destruction of franchises. 

* ~ * 


a said bootlegging is a 
serious problem in every prin- 
cipal city in Missouri. The cars, he 
said, are coming from areas to the 
east of Missouri, and cars that go 
into bootleg channels from Missouri 
sources are being moved westward. 

“A regular migration,” he told 
Automotive News. 


In Ohio, Gov. Frank Lausche has 


called for a statewide crackdown 
on bootleg auto sales, which he 
says are cheating the State out of 
thousands of dollars of sales-tax 
revenue. 


Lausche has directed State High- 
way Safety Director U. C. Felty 
and Tax Commissioner S. J. Bowers 
to use whatever “authority and 
means” they have to halt the 
racket. 

+ * 
ptt said he would keep a 
representative of the State at- 
torney general’s office informed of 
developments. That office would 
handle any criminal prosecutions. 

Lausche said that State in- 
vestigators have been probing 
bootleg activities for a month 
and have photostatic copies of 
sub-rosa transactions. 

The Cincinnati Automobile 
Dealers Assn. said last week it had 
started making a study of all 1954 
used-car sales in the Cincinnati 


* 





Canadians Urge Slash 


In Auto Excise Taxes 


MONTREAL. — A plea for a 
major cut in the 15 percent ex- 
cise tax on cars and auto parts 
has been sent to the Government 
by the Canadian Automobile 
Assn., which stressed that car 
ownership today is not a luxury 
but a basic right. 

Last year, Federal taxes ex- 
ceeded wages in the automotive 
industry, the association charged. 
It said that about 36 percent of 
Canada’s adult population used a 
car daily and that approximately 
83 percent of all car use repre- 
sented essential travel. 





area in an effort to discover the 
source of supply. 


Any evidence on bootlegged cars, 
the Cincinnati group said, would 
be submitted to the dealers’ and 
salesmen’s licensing division of the 
State Bureau of Motor Vehicles, to 
NADA, the Ohio Automobile 
Dealers Assn. and the zene offices 
and factories of the makes in- 
volved. 

The Cincinnati association also 
reported that it had been success- 
ful in efforts to get local news- 
papers to agree to reject new-car 
advertising of questionable nature. 

aa + + 


7 association is considering a 
series of advertisements on the 
theme: “A car is only as good as 
the dealer from whom you buy 
Wiss 

Cincinnati dealers also are press- 
ing for a check on registrations by 
the State. 

In Philadelphia, according to 
Richard MacMeekin, manager of 
the Philadelphia Automobile 
Trade Assn., certain dealer-line 
organizations have taken an ag- 
gressive stand and have kept 
PATA informed of all bootleg 
information assembled. 
MacMeekin said such information 

had been passed along to NADA 
and to factories of the lines in- 
volved. 

One dealer, he said, by acting 
aggressively to protect his 
franchise, frustrated an attempt to 
dump 50 units on the Philadelphia 
bootleg market. 


* * * 


OOTLEGGING is widespread in 
Oklahoma, according to Roy 
Tant, manager of the Oklahoma 
Automobile Dealers Assn., although 


(Continued on Page 55, Col. 1) 





Va. Seans Vehicle Bills 


Rep. Frost, Ford Dealer, Sponsors 7 Measures; 


One Would Cu 


rb Brake Fluids 


RICHMOND, Va.—Seventeen bills | “No liability insurance included” be 


of interest to Virginia’s motor ve- 
hicle dealers and users have been 
introduced in the House. 


Rep. Tom Frost, a Ford dealer 
in Warrenton, Va., has sponsored 
or co-sponsored seven of the 
measures. These are: 


1. A bill that would permit the 
use of only one dealer’s tag after 
March 15, 1954. 

2. A bill to regulate unapproved 
brake fluids. 

3. A bill to permit the use of cer- 
tain lamps on motor vehicles. 


4. A bill that would define “an- 
tique automobile” as a car over 
25 years old, owned and used 
solely as a collector’s item. 

5. A bill that would require that 
all cars assembled after Jan. 1, 1955, 
be equipped with electrical or me- 
chanical turn-signal devices. 

6. A bill that would regulate the 
use of mechanical vapor-compres- 
sion refrigerating units in motor 
vehicles. 


7. A bill requiring that the words 


Salute to Oldsmobile— 


Jack F. Wolfram (left), general manager of Oldsmobile, views a painting presented 
to him by Paul A. Martin, publisher of the Lansing State Journal, on behalf of the 
Lansing Chamber of Commerce. The Chamber's annual dinner was a salute to Olds- 
mobile in honor of the firm's civic and educational efforts for Lansing. The painting 
by Irene Gayas Jungwirth depicts Wolfram as a railroad engineer. 





stamped or marked across auto 
bills of sale. 

Other automotive proposals sub- 
mitted to the Virginia House are: 

1. A bill that would levy a 3 per- 
cent sales tax and a 3 percent use 
tax at the wholesale level. 

2. A bill that would increase the 
State gasoline tax from six cents 
per gallon to seven cents. 

3. A bill to authorize permanent 
license plates for antique autos. 

4. A bill that would levy a 2 per- 
cent retail sales tax. 

5. A bill that would provide that 
courts take judicial notice of data 
on stopping distances of motor 
vehicles, 

6. A bill that would prohibit dis- 
charge of an employe because he 
had been served with a garnishee. 

7. A bill that would extend the | 
time of temporary instruction per- 
mits to driver-training public school 
students to 180 days. 

8. A bill that would require ve- 
hicles entering highways to stop or 
yield the right-of-way with a 
“yield” sign. 

9 A bill that would require 
trucks to be equipped with mud 
guards or mud flaps. 

10. A bill that would require that 
exhaust pipes extend above the top 
of the vehicle on diesel-fuel-pro- 
pelled vehicles. 


Ready for Junket 


DETROIT.—A group of 102 Lin- 
coln-Mercury retail salesmen from 
throughout the nation are packing 
up for a week’s vacation in New 
Orleans and the deep south, with 
all expenses paid. They are the 
members of the L-M Sales Council's 
Inner Circle, chosen for their sales 
achievements during the past year. 

Half the group will gather at 
New Orleans Friday (March 12). 
Five days later they’ll attend the 
annual Inner Circle awards banquet 
at Dearborn Inn, Dearborn. 


south for a similar week’s vacation. 








New Nash Dealer in Saginaw— 


Ernie Fox (seated right), president of Ernie Fox Motor Sales, Saginaw, Mich., signs 
a contract with Nash. Looking on (from left), are J. A. Anderson, sales promotion 
manager in the Detroit zone; B. E. Thompson, Detroit zone manager, and G. M. 
Julian, assistant zone manager. 








Output Plans 


LANSING. — Oldsmobile’s 
eleventh Dealer Council] has wound 
up a two-day session here. Twenty- 
four dealers, representing each of 
the division’s 4 sales zones, at- 
tended the meeting. 

Oldsmobile’s production outlook 
for the spring months was dis- 
cussed with the visiting dealers. 

Also discussed were manu- 
facturing schedules by series 
and body types, optional 
equipment, used-car sales, 
customer relations and the new 
General Motors training centers 
for mechanics and other dealer 
personnel. 

Participating in the _ council 
meeting for Oldsmobile were J. F. 
Wolfram, general manager; G, R. 
Jones, general sales manager; T. 
C. Downey, works manager; L. F. 
Carlson, general merchandising 
manager; H. N. Metzel, chief engi- 
neer; E. W. Schuon, comptroller; 
J. J. Dobbs and M. J. O’Connor 
jr., executive assistants to Jones. 

The visiting dealers toured manu- 
facturing facilities, including the 
new plant that houses the pro- 
duction of bumpers and J65 jet 
engine rotating parts. 

Members of the 
Dealer Council are: 

George H. Lumb II, Pawtucket, 


Oldsmobile 


R.I.; Frederick J. Walters, 
Newark, N. J.; Harry Krouse, 
Philadelphia; John C. Swanson, 


Danville, Va.; Vincent J. Corsaro, 
Rome, N. Y.; Charles Robke, Cin- 
cinnati. 

William LaRiche, Lakewood, 
0.; John L. Drummy, Detroit; 
J. W. Amon jr., Emsworth, Pa.; 
E. R. Langley, Jacksonville, Fla.; 
Judson T,. Minyard, Anderson, 
S. C.; Ralph Nichols, Nashville, 
Tenn. 

Henry Feferman, South Bend; 
Samuel F. Klauser sr., Milwaukee; 
Verne D. Johnson, Duluth, Minn.; 
Ralph Zenor, Mason City, Ia.; Paul 












Olds Dealer Council Hears 


for Spring 


Weidenbacher, Decatur, Ill.; C. C. 
Westfall, Fort Worth, Tex. 
Fred R. Berry, Junction City, 


Kans.; R. E. L. Morgan, Ada, 
Okla.; Wilson A. Rush, Boulder, 
Colo.; Clifford B. Murphy, Los 


Angeles; H. W. Shepard, Oakland, 
Calif.. and Alfred J. Turmell, Mis- 
soula, Mont. 


Minnesota Dealer 


Gives Self Up to 
Face Tax Charge 


ST. PAUL.—Berth C. Ness, owner 
of Wild Rice Motor Co. (Kaiser- 
GMC), Mahnomen, Minn., has sur- 
rendered to Federal officials on 
charges that he defrauded the 
Government of $187,345 in income 
taxes. 

Federal Judge Dennis F. Dono- 
van refused to supress the evidence 
against Ness, which Ness claimed 
was seized illegally. The Govern- 
ment contended that Ness volun- 
tarily gave the information to tax 
agents. 

Ness also owns a finance com- 
pany and an implement firm at 
Mahnomen. 

George MacKinnon, United States 
district attorney, said Ness is 
charged on four counts of tax fraud, 
covering 1947 through 1950. Ness 
was released on $5,000 bond. 

In another tax case, Herbert V. 
Imholte, 55, of Lakeland, Minn., 
former manager of Hayden Motor 
Sales (Ford), St. Paul, surrendered 
to the U. S. marshal on an indict- 
ment charging he aided an attempt 
by Hayden Sales to defraud the 
Government of 1947 income taxes. 
He was released on $5,000 bond. 


The complaint said the company 
reported net income of $71,275 and 
paid $27,084 taxes but should have 
reported $90,125 income and paid 
$34,247. 
















Columbus U. C. Dealers Choose Officers— 

: Guiding the destinies of the newly organized Independent Used Car Dealers Assn 
The second group of Inner Circle | of Columbus, O., are (from left), King Sutton, second vice-president; Paul W. Crim, 
members will come to Detroit for| president, and Cliff Scheuer, first vice-president. Other officers are Robert G. Caldwell, 
the awards banquet, and then fly| secretary-treasurer, and Kenneth Sutton, Jan Ross, Richard W. Fay, Glen Adkins and 


Ed Potter, trustees. 
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Shapibeds Freight Put Up to FTC... 


NADA Asks U.S. Help 
To Halt Bootlegging 


(Continued from, Page 54) 


relatively few dealers are involved. 
“We're having more trouble,” 

Tant said, “with cars coming 
here from nearby states.” 

Tant said distribution in Okla- 
homa “hasn’t been good” for many 
dealers and has been particularly 
hard on some of the smaller ones. 
Much of the current bootleg 
problem has its roots in the dif- 
ficulties small dealers encountered 
in getting rid of new cars in the 
final quarter of 1953. 

+ + * 
HE Greater Louisville Automo- 
bile Dealers Assn. said most 
new-car dealers were keeping their 
skirts clean. The association last 
November put into a new code of 
ethics that “no member shall sell 
or cause to be sold for resale any 
new vehicle to a used-car dealer.” 
The association reported, how- 
ever, that used-car dealers have 
been getting a large supply of 
new vehicles from outside the 

Louisville area. 

William H. MacLean, president 
of the Louisville association, said: 

“I would hesitate to blame the 
factories for the whole situation, 
but overproduction certainly played 
its part. Then, too, sometimes the 
smaller dealer will get fearful he 
can’t move his stock . . . so he tries 


- to peddle them at wholesale prices.” 
* * * 


INNEAPOLIS new-car dealers 

say that bootlegging in their 
area is more of ‘an annoyance than 
a problem at the moment. 

The dealers, who said they are 
trying to trace the “new” cars that 
show up on used-car lots here, said 
some come from Detroit and Chi- 
cago, while others have been moved 
into used-car channels by dealers 
in smaller Minnesota towns. 

Buffalo new-car dealers say 
there is little bootlegging in that 
area. Ford and GM district man- 
agers said their dealers “have 
been ethical in handling of 
merchandise.” They said they 
constantly warn dealers of the 
perils involved in a bootleg oper- 
ation. 

Newspaper ads in various parts 
of the country help to give an 
insight into the bootleggers’ state 
of mind. One used-car dealer in 
the South advertised: “By popular 
demand, we have decided to handle 
new cars and we have several in 
stock at present. 

“We are in position to furnish 
practically any make or model 
upon short notice . . . at considera- 
ble savings to you... Warranty 
and service policy with each 
purchase.” 

A used-car dealer in Kingsport, 
Tenn., advertised: 

“We retail cars at wholesale 


Chrysler Urges 
Dealers to Help 
End Bootlegging 


HIGHLAND PARK, Mich.— 
Chrysler Corp. is urging dealers to 
cooperate in doing everything the 
law and public policy will permit 
to eliminate bootlegging of new 
cars, A. vanderZee, vice-president 
in charge of Chrysler Corp. sales, 
asserted last week. 

While stating that there have 
been relatively few instances of 
dealers handling Chrysler products 
diverting them to other than 
normal retail channels, vanderZee 
said that each sales division had 
communicated last week with 
dealers respecting bootlegging. 

“The public,” said vanderZee, “is 
entitled to have available to it well 
organized and modernly equipped 
dealership facilities, which are in 
the public interest.” 

However, he added, bootlegging 
disrupts normal and logical distrib- 
uting, selling and servicing pat- 
terns and undermines authorized 
dealerships. It can, he asserted, re- 
sult in disappointed customers, as 
“the bootleg seller rarely accepts 
responsibility to the customer for 
the warranty and other services 
available from authorized dealers.” 





prices. We invite all dealers as well 

as the public to come by and visit 

our lot . .. We guarantee delivery 

of any make or model automobile, 

new or used, within 24 hours. Try 

us and see!” 
* * * 

N STOCKTON, Calif., a used-car 

dealer advertised 1954 Fords 
and Chevrolets at $1,995 and said 
he could supply any make of car. 

“All carry new-car guarantee,” 
the ad said. “Here’s how you save,” 
it continued. 

“You don’t have to pay the 
salaries of the foreman, me- 
chanics, janitors, salesmen, five 
bookkeepers, beautiful building, 
new-car sales manager and a few 
others. We just don’t have this 
terrific overhead ... ” 

Auto factories look upon boot- 
legging as a quick way for the 
individual dealer to wreck his 
business. If it is allowed to con- 
tinue unchecked, the manufactur- 
ers say, bootlegging would destroy 
a sales and distribution system 
which has taken 50 years to de- 
velop. 

* *~ * 

URTICE, in his letter to dealers, 

said bootleggers operate at the 
expense of the customer, public, 
dealer and manufacturer. 


Ford pointed out that dealers 
who dump cars into the bootleg 
market make those units appear 
to be distress merchandise, thereby 
ruining the market for themselves 
as well as other dealers. 


Curtice said that three equities 
are involved in new-car sales: 
Responsibility to the customer, 
dealer and manufacturer. Boot- 
legging makes those equities 
suffer, he said. 

Bootlegging destroys goodwill, he 
said, and goodwill is essential for 
the proper sale and distribution of 
new cars. 

He denied that excessive pro- 
duction or maldistribution was re- 
sponsible for bootlegging. 

* * * 

yop said that bootlegging also 

results in the loss of direct con- 
tact with the ultimate user of the 
car, loses potential service and re- 
peat buying business and cheats 
the customer of the benefits of 
warranty work to which he is en- 
titled. 

Both Curtice and Ford referred 
to bootlegging as a selfishly moti- 
vated practice. 

Beyond the letters to dealers, 
neither Ford nor GM would com- 

ment on the bootlegging situ- 
ation. Nor would other manu- 
facturers. But the gist of the two 
letters pretty well sums up the 
attitude of manufacturers toward 
the problem. 

GM did say that its dealers had 
given widespread support to 
Curtice’s stand. 

Joseph W. Farlow, executive vice- 
president of the Automobile 
Merchants Assn. of New York, 
wired Curtice: 

“The board of directors of this 





association has voted to cooperate 
with you fully.” 
+ + * 

HE Automobile Dealers Assn. of 

Indiana telegraphed: 

“Our sincerest and heartiest 
congratulations to you for your 
wisdom and foresight in attack- 
ing the destructive practice of 
‘bootlegging’.” 

New-car dealers have a tendency 
to want to place the problem 
squarely in the lap of the makers. 

They agree that dealers won’t stick 
together to whip bootlegging by 
themselves. 

One said he thought that if the 
factories would crack down on a 
few dealers, a quick ending would 
result. . 

“It’s just like small boys in the 
street throwing rocks till the cop 
spanks one,” he said. 

* + * 

EW-CAR dealers agree that the 

temptation to sell to bootleg 
operators is often strong. Heavy 
inventories, lagging sales and pres- 
sure from financial institutions 
floor-planning stocks is often an 
overpowering combination, they 
say. 

One dealer suggested that the 
factories build cars at a steady 
rate all year long, but place the 

(Continued on Page 58, Col. 1) 


DETROIT.—R. W. Workman, 
Lubbock, Tex., took issue last week 
with loose use of the word “boot- 
legger” in connection with used-car 
dealers. 

“Used-car dealers,” he asserted, 
“are not the bootleggers, and they 
should not be tagged with a 
name that does not apply in this 
controversy.” 

Workman is president of the Na- 
tional Used Car Dealers Assn. 

Joseph B. Danzansky, general 
counsel for NUCDA, declared: 

“If there is any bootlegging being 
done in automobiles, don’t point the 
finger at our dealers. The used-car 
dealers are dedicated to selling the 
public the best motor transporta- 
tion possible at the lowest possible 
prices. 

“Used-car dealers are perform- 
ing an economic service in mov- 
ing and selling cars, regardless of 
age or model, to and from areas 
where prevailing market condi- 
tions indicate overstocks or con- 
sumer demand. 

“If they are in possession of new 
cars, they have obtained them in 
a completely lawful manner and 


Gabriel Sets Sales Parley 


In Cleveland March 29-30 


CLEVELAND. — Gabriel Co.,, 
manufacturers of shock absorbers, 
will hold a sales conference here 
March 29-30, it was announced 


last week by L. W. Klein, executive 
vice-president. 

Gabriel warehouse distributors in 
the United States and Canada will 
attend the meeting, during which 
plans for their 1954 sales program 
will be presented. 





L. A. Show Adds Winter Touch— 


Visitors to the ‘Los Angeles auto show were surprised to see this Mercury Sun 
Valley displayed in a snow scene, while the weather outside was balmy. The contrast 


proved an attraction. 


Who’s a ‘Bootlegger’? 


Used-Car Dealers Hit ‘Misuse’ o f Tag, Say They Get 
Any New Units by Lawful Means 





DeSoto Display— 


Using a model of the DeSoto exhibit 
planned for the Chicago Auto Show March 
13-21, S. L. Noble, Chicago regional man- 
ager, points to the raised turntable where 


the - experimental Adventurer will be 
placed. Five cars will be exhibited, to- 
gether with a plastic bubble holding a 
cutaway of a Fire Dome engine. 


are carrying out their responsibil- 
ity to the buying public.” 

Workman commented further on 
the association’s position on the 
bootlegging issue: 

“We are not pointing our finger 
at the franchise dealers, nor do we 
want to take sides on whether the 
problem is caused by maldistribu- 
tion, overproduction, or indiffer- 
ence on the part of the factories. 

“We are interested, however, in 
having the term ‘bootlegger’ either 
eliminated from any discussion of 
the problem, or if the term must 
be used because of the lack of some 
other name, then it should be ap- 
plied to the right people.” 

Asked about methods of adver- 
tising new cars held by used-car 
dealers, the NUCDA head replied: 
“We do not condone dishonest 
advertising, or any advertising 
that implies something other than 
the facts. In fact, the code of 
ethics adopted by the National 
Used Car Dealers Assn. contains 
the following provision: ‘We will 
employ truth and accuracy in ad- 
vertising and selling.’ 

“We are confident that except for 
a very small minority of the used- 
car dealers, there is strict adher- 
ence to that code. If there is a 
departure from it, let us not fall 
into the easy habit of condemning 
the many because of the few. 

“There are Federal and state 
laws capable of dealing with the 
problem of unfair advertising. If 
there are violations of the laws, 
let the responsibility for enforcing 
them fall on the shoulders of those 
who are vested with the authority 
to enforce them. At the same time 
Wwe expect every member of our 
association to abide by the princi- 
ples set up in our code.” 

To clinch the issue, Workman 
quoted from the letter of H. H. 
Curtice, president of General Mo- 
tors, to GM dealers: “. . . I want to 
discuss frankly with you a deplor- 
able situation ... I refer obviously 
to the cancerous growth of ‘boot- 
legging’: of: new cars by enfran- 
chised dealers throughout the in- 
dustry—namely, the wholesaling of 
new automobiles to used-car deal- 
ers and outlets not franchised to 
handle such automobiles.” 

He also quoted from the letter 
of Henry Ford II, president of 
Ford Motor Co., written to Ford 
and Lincoln-Mercury dealers: 
“When a dealer ‘bootlegs’ a car 
or truck—makes possible its sale 
to the retail customer by other 
than an authorized dealer . . . etc.” 

“It is apparent,” Workman said, 
“who the leaders of the automobile 
industry are referring to in these 
letters. They are not undertaking 
to police used-car dealers; they are 
trying to clean their own houses.” 






Chicago Auto Show 
Opens Saturday; 
Expectations High 


CHICAGO.—Top success for the 
46th annual Chicago Automobile 
Show was forecast by officials who 
outlined final plans for the event 
at a press luncheon last week. The 
show opens Saturday (March 13) 
for a nine-day run at the Interna- 
tional Amphitheatre. 


James F. Goodwin, show chair- 
man, said displays of 19 car and 
nine truck makers will be supple- 
mented by a record number of 
“dream cars.” In addition, there 
will be more than 50 exhibits in 
the accessory, allied and educa- 
tional fields. 

A preview of the show will be 
held Friday for dealers, factory ex- 
ecutives and personnel, and news- 
men, 

Edward L. Cleary, show manager 
and executive officers of the Chi- 
cago Automobile Trade Assn., spon- 
sor of the show, reported record- 
breaking participation in contests 
held under CATA auspices. Public 
and parochial high school students 
submitted 5,375 entries in the 1954 
traffic slogan contest. And there 
were 802 finalists in the community 
and suburban “queen” contests. 

Cleary explained that both the 
prize-winning slogans and the 20 
victorious “queens” will be on view 
during the show’s run. The queens 
will take part in the twice-daily 
musical revue, “Wheels of Prog- 
ress,” and the student safety slo- 
gans will be posted. 

Heavy advance interest is being 
shown in the Winner’s Circle, a new 
and experimental exhibit saluting 
contributions to automotive 
advancement made by the racing 
fraternity, Cleary said. 

CATA’s golden jubilee banquet 
will be held March 15 at the Palm- 
er House. Advance registrations in- 
dicate that more than 1,000 dealers, 
factory representatives and key ex- 
ecutives will attend. 


H. V. Kaltenborn, radio commen- 
tator, will be the banquet speaker. 
As an added feature, the “North- 
erners” musical program will be 
broadcast by stereophonic sound 
over a Chicago radio station. Ron- 
ald Reagan, movie star will nar- 
rate the musical review of the auto- 
mobile industry’s first half-century. 
Also participating will be the NBC 
Orchestra. 


Ex-Dealer Jailed 


In Loan Fraud 


MOLINE, Ill.— Vernon Schiebel, 
former operator of Schiebel Auto 
Sales (Kaiser-Frazer), has been 
sentenced to one year at the Van- 
dalia State Penal farm after ad- 
mitting that he obtained money 
under false pretenses. 

Circuit Judge Dan McNeal also 
levied a $500 fine against Schiebel, 
37, and ordered him to make resti- 
tution of $1,500 on the charge for 
which he was convicted. 

It was testified that Schiebel re- 
ceived $45,000 from Commercial 
Credit Corp. on false trust receipts. 
He listed cars on his lot to which 
he did not hold title, and then got 
loans on them from the credit 
company, witnesses said. 

State’s Attorney Bernard J. 
Moran said that he expects to file 
22 more similar charges against 
Schiebel. Each conviction carries a 
possible one-year prison term. 


$750,000 Blaze 
Hits Pontiac Deal 


PONTIAC. —A wind-fanned fire 
which swept through the building 
of Jack Habel Chevrolet Co. last 
week destroyed 25 vehicles, dam- 
aged 100 and caused a $750,000 loss. 

Sparks from a welder’s torch 
ignited oil and gasoline on the 
floor, spreading flames throughout 
the building. As firemen drove a 
pumper truck into the garage, a 
gasoline tank on a semi-trailer ex- 
ploded, Three firemen were injured. 

A $100,000 parts inventory was 
destroyed in the blaze, which col- 
lapsed the roof on the one-story 
garage building before spreading 
smoke and fire damage to the ad- 
joining four-story showroom and 
office building. 
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Based on U. S. Gas Tax . . 


‘Linkage’ Road Bill 
Stirs Controversy 


WASHINGTON. — Widely diver- 
gent views of a provision in a Fed- 
eral highway bill which would link 
the U.S. contribution for roads to 
the Federal gas tax have been aired 
before the roads subcommittee of 
the House Public Works Commit- 
tee. 

Subcommittee Chairman J. 
Harry McGregor, Ohio Republi- 
can, introduced the “linkage” bill, 
which would authorize $800 mil- 
lion annually for Federal aid to 
primary, secondary, urban and 
interstate highway systems for 
1956 and 1957. 

However, the bill contains a con- 
troversial provision which provides 
that the Secretary of Commerce 
shall not apportion to the states the 
$200 million provided for interstate 
roads unless the Federal gas tax of 
two cents a gallon continues 
through 1955. 

Supporting the bill was the Bu- 
reau of the Budget, which also 
recommended that the 50-50 match- 
ing formula for all Federal-aid 
highway systems, as contained in 
the bill, be continued. 

Robert B. Murray jr., undersec- 
retary of commerce for transpor- 
tation, and Francis V. duPont, 
Bureau of Public Roads commis- 
sioner, also indorsed the bill. 

DuPont declared, “The level of 
authorizations as proposed in the 
bill will make possible orderly con- 
tribution of needed improvements 
in the systems of Federal-aid high- 
ways, including the national system 
of interstate highways.” 

At this point, some opposition de- 


‘New Look’ Greets 


Visitors to Hub’s 
Auto Open House 


BOSTON. — Automobile Row, on 
Commonwealth Ave. in the Hub, 
has changed quite a bit from last 
year, visitors to the annual open 
house on Washington’s Birthday 
found. 

The oldtime C. E. Fay Co. 
(Chrysler - Plymouth) and Mass- 
achusetts Motors (Dodge -Plym- 
outh), have given up their old lo- 
cations. Packard Motors now is 
established where the Fay compa- 
ny used to be at 730 Common- 
wealth. 

Clark & White (Lincoln - Mer- 
cury), is occupying the old Fuller 
Co.’s Packard display rooms at 
1083 Commonwealth. Hudson, long 
absent from the row, now is lo- 
cated on the Brighton Ave. end 
= the row under Manning Motors, 
ne, 

Each year on Feb. 22, dealerships 
on the row hold an open house 
which draws thousands of visitors 
from Massachusetts and neighbor- 
ing states. Gifts of flowers, per- 
fume and novelties are passed out. 


veloped from the bill’s provision 
which states that the secretary of 
commerce will be relieved of his 
responsibility for the highways on 
receipt of a statement from the 
state highway departments that the 
projects meet the standards of the 
individual states. 

Speaking in opposition to the 
“linkage” proposal were Lloyd C. 
Halvorson, of the National Grange, 
and Matt Triggs, of the American 
Farm Bureau Federation. 

“The Federal automotive excise 
tax is really an infringement 
upon a tax that properly belongs 
to the states,” said Halvorson, 

He also denied the stated con- 
tention that if the Federal excises 
were abolished, there would be less 
money available for roads because 
the states would not raise the gaso- 
line taxes to make up the differ- 
ence. 

John V. Lawrence, managing di- 
rector of the American Trucking 
Assns., told the subcommittee that 
his organization has a long-standing 
policy of opposition to Federal 
automotive excise taxes, but he con- 
cluded that the McGregor bill ap- 
pears to carry out the program 
nearest to that desired by ATA 
members. 

Warning against the “linkage” 
provision, Alfred E. Johnson, 
president of the American Assn. 
of State Highway Officials, said 
that the Federal highway pro- 
gram should be predicated on the 
country’s highway needs rather 
than upon any specific tax. 

Johnson said AASHO approves of 
the provisions of the McGregor bill 
which allow switching 25 percent 
of the authorized funds between 
primary, secondary and urban road 
systems. 

He also stated that his organiza- 
tion favored a change in the pres- 
ent matching formula so that the 
Federal Government would con- 
tribute 75 percent and the state 
would contribute 25 percent to fu- 
ture construction programs. 

Approval of the McGregor bill 
was given by Clinton S. Reynolds, 
chairman of the American Automo- 
bile Assn.’s national highway com- 
mittee. 

Representing the American 
Municipal Assn. was William B. 
Hartsfield, mayor of Atlanta, who 
recommended that the Federal 
share of road programs be upped 
to 60 percent. 

Robert M. Reindollar, president 
of the American Road Builders 
Assn., told the congressmen that 
the $200 million authorized in the 
bill for interstate highways should 
be apportioned solely on the basis 
of population. 

An indorsement of the bill was 
given by Maj.-Gen. Paul S. Yount, 
the Army’s chief of transportation. 






Dealer Boosts Auto-Lite Charity Program— 


Mel Asbury (left), Chrysler-Plymouth dealer in Hollywood, Calif., and Mel Asbury 
ir. help Connie Matthews fill out a ticket in the nationwide charity program con- 
ducted by Electric Auto-Lite Co. in connection with its third annual “Salute” to the 
auto industry. Anyone over 18 may participate by filling out a card in Chrysler, 
DeSoto, Dodge, Plymouth, Nash, Hudson, Studebaker, Packard, Kaiser or Willys show- 
rooms, At the conclusion of the campaign, a national drawing will allot $100,000 to 


someone's favorite charity. 
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New Kenworth Design Passes Tests— 
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Kenworth Motor Truck Corp., Seattle, has developed this cab-beside-engine truck 
which is said to feature unlimited driver visibility, reduced weight, added strength, 
easier access to the engine, lower maintenance and repair costs, and a more com- 


fortable ride. 


Cab-Beside-Engine Truck 
Joins Production Roster 


SEATTLE.—Kenworth Motor 
Truck Corp., Seattle, has an- 
nounced that the pilot models of 
its cab - beside - engine truck have 
proved successful and that the ve- 
hicle will soon make its appearance 
on American highways. 


Unlimited driver visibility, re- 
duced weight, added strength, 
easier access to the engine, lower 
maintenance and repair costs 
and more comfortable riding 
qualities are some of the features 
of the new truck. 


John G. Holmstrom, general 
manager of Kenworth, declared 
that the CBE (Cab Beside Engine) 
is designed along functional lines 
and is the result of extensive re- 
search, and not an evolution of 
conventional design. 

CBE drivers can see the head of 
@ man standing in any position 
next to the cab, and they can 
reach out and clean all cab win- 
dows from inside. Riders sit tan- 
dem to the driver, as is done in 
jet planes. Even this arrangement 
has not hurt visibility for the rider. 

Visibility for the driver was 
the determining engineering fac- 
tor in producing the new design, 
according to Kenworth’s chief 
engineer, Robert C. Norrie. 
Corner posts in the cab are nar- 
rower and the left rear-view mirror 
is placed low to eliminate the blind 
spot. The CBE also boasts reduced 
weight, made possible largely 
through the use of all-aluminum 
welded construction. 

The cab’s compactness, Norrie 
said, adds to its strength. Using 
only one door, one heater, one 
windshield and one _ windshield 
wiper promises greatly reduced 
maintenance or replacement costs, 
he said. 

Maintenance men are expected to 
like the ease of access to the en- 
gine. The whole right side of the 
engine compartment lifts up and 
the mechanic can walk up to the 
engine. Access to the left side of 
the engine is easy through the cab. 
Both engine and transmission can 
be removed with standard repair 
equipment. 

The exhaust comes directly 
from the engine, with no elbows 
or flexible tubing, in order to 
save weight. Use of the short- 
ened, simplified exhaust system 
and the bolted-up style radiator 
help reduce service work Ken- 
worth says. 

Core replacements are said to be 


Appraisal-Guide Publisher 


Changes Company Name 

CHICAGO.—National Market Re- 
ports, Inc., has been announced as 
the new name for the company 
formerly known as National Used 
Car Market Report, Inc., 900 S. 
Wabash Ave. 

The firm publishes the Red Book 
of used-car appraisals, the Blue 
Book Truck Appraisal Guide, the 
National Automobile Parts and La- 
bor Manual and other automotive 
valuation guides. 


cheaper; sheet metal units small 
and possible to replace at small 
cost if damaged, and the drop-down 
panel for electrical switches and 
circuit breakers brings them down 
level with driver’s eyes ready for 
quick and easy maintenance. 


Bending the front bumper with- 
out distortion to the frame is an- 
other strong feature of the new 
truck. A retractable tow hook is 
included in the bumper. 

Kenworth also claims the first 
new truck door in 25 years. “A 
simple, one-piece aluminum extru- 
sion goes clear around the door 
opening,” Norrie explained, “form- 
ing the frame,. window slide, seal 
and drip.” 

Driver comfort has not been 
overlooked. Drivers are promised 
more warmth in the winter, be- 
cause there is less space to heat, 
and better ventilation in the 
summer. 

Fumes are kept away from the 
driver through use of a specially 
designed fresh-air type heater, 
which pressurizes the cab and the 
bulkhead ceiling of the access 
panel inside the cab. 

The engine compartment is ven- 
tilated through a %-inch air gap 
between cab and engine. An air- 
actuated power clutch has been 
used on the pilot models. 

Overall dimensions of the CBE 
are 70 inches long and 96 inches 
wide, the same as for present Ken- 
worth cab-over-engine models. A 
ae cab can be obtained if de- 
sired, 


Reducing driver fatigue, the 
company says, is accomplished 
through elimination of vibration 
by isolating the insulated, rubber- 
mounted cab from the rest of the 
truck, and mounting the steering 
gear rigidly on the cab, instead of 
the chassis. 











N. Y. Dealers See 
Private-Inspection 


Law This Year 


ALBANY. — Officials of the New 
York State Automobile Dealer 
Assn. have a strengthened “fee! 
ing” that legislation setting up ; 
privately operated car-inspection 
system will be approved this year 


_|in New York State. 


William A. Frame, association 
president, said, “We don’t have any 
statistics to justify this feeling, bu‘ 
nobody seems to be against in- 
spection any more.” 

Frame stated that the dealers 
were continuing their campaign 
for private inspections because: 


4. Statistics show that some of 
the 2,000 persons killed every year 
on State highways could be saved 
by a good inspection system. 

2. Almost a third of all motor 
vehicles on the highways have 
some potentially fatal defects. 


3. It would be unfair to New York 
drivers if they were to be trapped 
like the several hundred thousand 
New Jersey motorists who were 
made carless last year because the 
few State inspections stations could 
not handle the deadline throngs. 


4. Dealers believe the auto 
business has been good to them and 
they feel it is their responsibility 
to do all that they can to foster 
highway safety for citizens who 
have purchased cars from them. 


Brooks Promoted 
By Dodge Truck 


DETROIT. — James H. Brooks 
has been appointed by Dodge as 
truck manager for the Boston 
region, 

The region in- 
cludes Massachu- 
setts, Rhode 
Island, Connecti- 
cut, Vermont, 
New Hampshire 
and Maine. 

Brooks joined 
Dodge in 1947 as 
district manager 
in the Cincinnati 

a region. Early in 
6. M. Beccks 1953 he was pro- 
moted to Philadelphia city man- 
ager, and later in the year to as- 
sistant manager of the New York 
region, the position he held until 
now. 


Tractor-Powered Cutter 


Added to Ford Farm Line 


BIRMINGHAM, Mich.—A trac- 
tor-powered rotary cutter, 
equipped with two steel blades 
that shred corn and cotton stalks, 
brush and weeds, has been added 
to Ford Motor Co.’s farm ma- 
chinery line. 

O. L. Wigton, general sales man- 
ager of the tractor and implement 
division, said the 635-pound Dear- 
born rotary cutter is attached di- 
rectly to the Ford tractor and is 
lowered and lifted hydraulically. 

Blades are driven by the 
tractor’s power takeoff, and a 
gauge wheel with a punctureproof 
tire provides a_ cutting - height 
range of two to 10 inches. 
















































Executives Debate Better Advertising— 





Manufacturing, advertising and publication executives gathered in Detroit to hear 
a debate on the topic, “How Can We Better Advertising?" which was sponsored by 
the Michigan Council of the American Assn. of Advertising Agencies. Speakers were 
(from left), Paul C. Smith, president of Crowell-Collier; J. P. Cunningham, executive 
vice-president of Cunningham & Walsh; James J. Nance, president of Packard; George 
Richardson, vice-president of J. Walter Thompson, who was chairman of the meeting, 
and Sid Bernstein, editor of Advertising Age, who was moderator. (Story on Page 38.) 




















Ww 
aI 

on 
ar 


yn 
ly 


n- 


svZvwTaooC"= S&S 


~—s 














AUTOMOTIVE NEWS, MARCH 8, 1954 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U.S. PRODUCTION ONLY) 


Week Week Jan. 1 Jan. 1 

Ended Same Ended Total to to 
Mar 6, Week, Feb. 27, Feb., Mar.7, Mar, 6, 

1954 1953* 1954* 1954* 1953* 1954 
CHRYSLER ................0.000 14,340 24,800 12,482 50,428 242,707 131,169 
GND vxssciiinersizivonsonse 2,290 3,132 2,289 10,622 36,440 23,531 
OD | scscctncssstenesseossesee 1,640 3,050 1,645 6445 23,603 16,408 
een 2,460 5,405 2,458 8,981 66,993 22,246 
TA ONTIEE «ccs crssescrseccorssere 8,450 13,213 6,040 24,380 115,671 68,986 
FORD .. 37,200 27,179 35,525 145,585 226,176 336,816 
BE iden sich scurtinedvanavecibe 29,300 20,291 28,591 115,995 175,525 264,473 
I sissvesisctsvnecesinass 1,100 967 1,083 3,759 5,655 9,440 
ROUT cs cccvscttovesssoucedins 6,300 5,921 5,841 25,831 44,996 62,903 
GENERAL MOTORS .. 53,375 53,704 59,901 225,778 483,084 491,909 
PI qovtiennssvsnensiepaseseniveces 10,250 9,816 11,0386 42,802 87,764 91,135 
GED sassscrsssccccesssresece 2,300 2,544 2,742 9,510 21,733 15,829 
Chevrolet. ................0.... 25,700 26,565 29,119 110,593 242,488 254,318 
Oldsmobile _.................. 8,125 6,803 8,900 32,1383 61,140 60,053 
AED ehssspageiaisvessseceses 7,000 7,976 8,104 30,740 69,959 70,574 
HUDSON une. cee 400 MEE, sessesss 1,302 16,973 3,780 
PUNUNNEES \eseress\shvesvndéliniccesisnens 500 4,969 1,581 6,258 39,878 15,328 
KAISER MOTORS ...... 695 1,878 574 2,471 19,386 3,246 
POT sie sscsccssossossscssisescee 295 1,208 224 932 8,490 1,227 
PEND. siindicssches iedecsiseorene 400 670 350 1,539 10,896 2,019 
PETIEETID  osncccsesesccscssseres —seossses 2,264 1,135 4,018 23,199 7,717 
STUDEBAKER. ............ 2,216 3,915 1,896 7475 20,278 =. 20,315 
Total Cars, U.S. ........109,226 120,880 113,044 443,315 1,071,681 1,010,282 





*Revised. 


COMMERCIAL CARS 
(U.S. PRODUCTION ONLY) 


Week Week dan, 1 dan. 1 
Endec Same Ended Total to to 
Mar 6, Week, Feb.27, Feb., Mar.7, Mar. 6, 
1954 1953* 1954* 1954* 1953* 1954* 
CHEVROLET ................. 6,300 8,612 7,539 28,889 80,534 
DIAMOND T ................... 70 190 66 266 1,683 
IE or etdichgdoceed oath ts cadavers’ 80 60 80 320 527 
BOGE onnccesscccccsensecceccoeses 2,050 2,646 2,058 7,441 24,6238 
FEDERAL. ....... ................ 70 46 85 213 253 
IE cavssssencovivaststeubecsetenue 6,200 7,010 5,841 24,797 34,206 
MN SiScsaeistitascasacaseciyas soot 1,750 2,761 1,738 6,961 26,710 
INTERNATIONAL. ...... 2,230 3,026 2,196 8,039 25,645 
II icdtvindelaadtdacsviegetenvcen 170 174 159 444 2,331 
RE tuted iesinizkbimniseessvaeeeniie 240 367 239 927 3,304 
STUDEBAKER. ............ 384 1,311 440 1,210 13,459 
NS visddc sc caseusien 200 310 236 1,000 2,675 
IIR assitnscscuibvivcecstivks 7150 1,152 674 4,577 21,224 
MISCELLANEOUS ....... 175 328 189 721 3,096 
Total Trucks, U.S. .. 20,719 27,993 21,590 85,805 240,220 
Total Cars, Trucks, ; 
Oe Wi idesacivisibinecseicees 129,945 148,873 134,634 529,120 1,311,901 1,214,388 
Total Cars, Trucks, 
II oiscceiaccsscctesicecs 11,600 9,301 11,644 45,793 84,911 98,084 
Grand Total 


beer 141,545 158,674 146,278 574,913 1,396,312 1,312,472 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U. 8S. totals include cars and trucks for military orders. 


Storm Cuts Production 
To 129,945 Vehicles 


(Continued from Page 1) 


ahead of Chevrolet, which has re- 
turned to a five-day workweek but 
with fewer units slated for each 
day. 

” = * 

IHE recent rash of short work- 

weeks has caused a drastic shift 

in the positions of the top car pro- 
ducers. So far this year Ford is 
first, followed by Chevrolet, Buick, 
Pontiac and Plymouth, in that or- 
der. Last year it was: 

Chevrolet, Ford, Plymouth, Buick 
and Pontiac, an order which had 
become customary. 

Plymouth last week moved to 
climb back into its regular posi- 
tion. It recalled 7,700 workers and 
reinstated its second shift. The 
move was expected to boost its 
output by 40 percent, 

The other Chrysler Corp. divisions 
last week worked only four days, 
but it is believed that they, too, will 
boost their schedules shortly. 

* * * 


Gomes 4,500 Hudson employes were 
recalled last week after a six- 
day layoff, but the firm will be 
down again this week. Operations 
will be resumed next Tuesday. 
Another car maker that will be 
down this week is Studebaker. No 


reason for the latest shutdown was 
given. Its truck line, however, will 
continue operating. 

Nash, meanwhile, laid off 1,900 
workers at its Milwaukee and 
Kenosha plants, causing a further 
15 percent reduction in turnout. 
On Feb. 1, production had been 
cut 20 percent by going to a four- 
day week. 

Packard was closed all of last 
week—the third time this year—to 
allow its dealers a “final oppor- 
tunity to clean up 1953 models 
before shipping more 1954 cars.” 
Assembly operations will be resumed 
tomorrow. 

*” 7” * 

OTES: Cadillac did not work 

last Saturday, the first time in 
six weeks. The firm has reached its 
normal output rate and will level 
off . . . GM plants in several sec- 
tions of the country last week laid 
off some employes. Five hundred 
were laid off at the Baltimore Chev- 
rolet and Fisher plants. Others were 
laid off at the Chevrolet engine 
plant in Buffalo and the Harrison 
Radiator division of GM at Lock- 
port, N.Y. . . . International Har- 
vester plans to boost its truck out- 
put some 2,000 units this month. 





For First Time Since Dec. 


14... 
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Used-Car Price Index Up 


State Automobile Dealers Assn.,; ols, president of the St. Petersburg 


(Continued from Page 1) 
That is the highest level ’47s have 
reached since Jan, 11, 

Other increases of last week 
were: ’51s, up $8 to $780 — the 
highest level in five weeks; ’49s, 
up $5 to $427—best showing in a 
month, and ’48s, up $3 to $276— 
best price since Feb. 15. 

Losses were: '52s, down $14 to $1,- 
039; ’53s, down $7 to $1,576, and ’50s, 
down $2 to $567. The 1950 models, 
however, had held steady at $569 
for the three previous weeks. 

EPORTS from individual auc- 

tions bore out indications of the 

price list that the market is defin- 
itely strong. 

“Best sale of the year,” one oper- 
ator told Automotive News. All 
other auctions reported excellent 
activity with firm demand, many 
buyers and fast bidding. 

Some of the auctions reported 
that offerings were down and 
that the stock of cars couldn’t 
take care of the demand. 

The price spread between models, 
after last week’s adjustments, was 
(previous week’s spread in paren- 
thesis): '54 to 53, $616 ($565); ’53 to 
52, $537 ($530); ’52 to ’51, $259 
($281); ’51 to ’50, $213 ($203); ’50 to 
’49, $140 ($147); °49 to °48, $151 


($149), and ’48 to ’47, $34 ($44). 


At THE retail level, the brightest 
used-car report of the week 
came from New England, where 
William Plunkett, executive vice- 
president of the Massachusetts 


said: 

“I’ve heard from all sections of 
the state, from the Cape to west- 
ern Massachusetts, and sales re- 
ports warrant the classification 
of excellent . . . The used-car 
market is firming up in marvelous 
fashion.” 

A leading Boston dealer said, 
“The whole atmosphere suddenly 
has changed from 50 to 75 percent 
for the better ... People are start- 
ing to spend money.” 

An optimistic report also came 
from Florida, where Gordon Nich- 


Chevrolet Holds First 
By Hairline Margin 

DETROIT. — New-car regis- 
tration figures for January, com- 
pleted last week, showed that 
Chevrolet nosed out Ford for 
first place, 82,233 to 81,413. The 
margin was 1.007 percent. 

A year ago, at the end of 
January, Ford led Chevrolet by 
9.56 percent. 

At the end of the first month, 
Pontiac was in Buick’s ac- 
customed fourth spot, while Mer- 
cury moved into fifth to push 
Buick still another notch lower. 

The only makes to sell more 
cars in January than in the same 
month last year were Ford, 
Mercury and Chevrolet. Ford’s 
increase was 6.26 percent, Mer- 
cury’s was 20.32 percent and 
Chevrolet’s was 17.59. 











Mercedes Racing Car Ready— 


The new Mercedes-Benz 2.5-liter racing car has been completed and will begin 
test drives within the near future. The car will be entered in international racing 


events this summer. 


Bad-Check Ring Exposed 


‘Buyer’ Bilks Dealers, Hides Behind Ga. Laws; 
FBI Prepares to Crack Case 


(Continued from Page 2) 


“okay”, so he went through with 
the deal. 
* * . 

EN Lawless found out he 

was duped, he and Tom Bow- 
den flew to Chattanooga to check 
on MeDonald and try to recover 
their cars. 

Lawless found his 1953 Buick 
in Lafayette, Ga. — called the 
“stolen car center of the U. S.” 
by a Chattanooga detective—and 
his 1952 Chevrolet in Rome, Ga. 
Bowden also found his cars in 
Rome. Lawless took the Buick 
from a man who said he was R. 
E. Baker. Baker made no com- 
plaint. 

But Lawless ran into trouble 
while trying to retrieve the Chev- 
rolet. He spotted it on a Rome 
used-car lot and drove the car to 
the police station. The desk ser- 
geant said the action was legi- 
timate, according to Lawless, but 
the sergeant’s superiors took a 
different view, and said: “If you 
wanted to take a worthless piece 
of paper that’s your tough luck.” 

With that, they jailed him for 
auto theft, but the used-car lot 
operator refused to sign a com- 
plaint. Lawless was freed only 
after returning the car. 

Lawless, who already has spent 
$500 on the case, hired an attorney 
who recently wrote: 

“In this state (Georgia) if a man 
sells an automobile to a dealer, he 
does so at his own peril and even 
though he may have a recorded 


conditional sales contract, the 
seller will not be protected in the 
event the car is sold by the dealer.” 


* * * 


$180,000 Credit Frauds 
Under Probe in Detroit 


DETROIT.—Police were search- 
ing last week for principals in an 
automobile finance swindle which 
involves more than $180,000. 


The figure will go higher as 
more records are combed, police 
said. They believe the ring may 
have been operating on a 
national scale. 

The racket started last October 
when new-car dealers were un- 
loading their 1953 models for small 
downpayments. 

Members of the ring would give 
a downpayment and buy the car 
under a “borrowed” name. When 
the finance company checked the 
applicant’s credit, it got a report 
on a good credit risk. 


The cars — 100 already have 
been traced—then were taken to 
one of the 14 states which do not 
require titles and resold to used- 
car dealers. 

More than 70 of the cars have 
been traced to Waterbury (Conn.) 
citizens, who bought them from 
two used-car dealers there. 

Among those victimized were 
Universal Credit Corp., Associated 
Discount Corp., National Bank of 
Detroit, and Wabeek State Bank 
of Detroit. 





Automobile Dealers Assn., said 
dealers believe the end of the “re- 
adjustment period” is at hand. 


Baa again is on an even 
keel, he said, and more rigid 
downpayments and financing plans ' 
are being accepted by the buying 
public, 

“If the automobile business is 
a barometer of the nation’s econ- 
omy, which it is often consid- 
ered,” Nichols said, “I can see no 
reason to fear a serious reces- 
sion.” 

He explained that since the re- 
adjustment ended in St. Petersburg 
without the local economy toppling, 
the same thing should happen in 
other areas. 

A sharp upturn in sales was noted 
last week in Akron, where the new- 
car turnover totaled 394, compared 
with 238 the previous week. The 
figure represented the best showing 
in new-car sales since the week 
ended Nov. 20. 

s *. s 
SED-CAR sales in Akron last 
week totaled 675, up from 437 
the preceding week. Like new cars, 





How They Fared 


New-Car Sales 
Jan., 1954 vs. Dec., 1953 





Henry J. ............ cee — 34.96 
Oldsmobile .--. —35.08 
I ics csssingnipyestnnstonnajteniedl —85.91 
RI, cists cocsesseses seosee peseeenne —65.87 
General Motors .................... —10.82 
Ford Motor Co. .................... —17.68 
Chrysler Corp. ................... —29.94 





that was the best week since Nov. 


In Pittsburgh, according to the 
University of Pittsburgh Bureau 
of Business Research, new-car 
registrations jumped upward for 
the second straight week. 

Total figures for February showed 
that new-car sales in Cleveland 
were up 14 percent from January— 
5,125, compared with 4,486. 

Used-car sales there at month’s 
end were running at a rate 25 per- 
cent greater than for the compa- 
rable week of 1953. 


GM Board Elects 
Charles Fisher Jr. 


NEW YORK.—Directors of Gen- 
eral Motors last week elected 
Charles T. Fisher jr., of Detroit, as 
a member of the board. 

Fisher is president and director 
of the National Bank of Detroit, 
and a former director of the Re- 
construction Finance Corp. 

He is a son of Charles T. Fisher, 
who with his brother, the late Fred 
J. Fisher, in 1908 organized Fisher 
Body Co., which later became part 
of GM. Both brothers for a long 
time served as GM directors, 

Charles T. Fisher jr. is a nephew 
of Edward F. Fisher and Lawrence 
P. Fisher, both directors. 


Chrysler Division 
Elevates Joseph 


DETROIT.—Elmo J. Joseph has 
been appointed sales manager for 
Chrysler division’s- Jacksonville 
(Fla.) region. He succeeds A. L. 
Morrison, who resigned. 

Joseph joined his father in sell- 
ing Chrysler products before the 
war. He was appointed district 
sales manager with Chrysler in 
1949 and was assigned to the New 
Orleans region. 








58 





AUTOMOTIVE NEWS, MARCH 8, 





Phantom F reigh nt Problem Aired... 


Bootleg Issue Put Up to U.S. 


(Continued from Page 54) 


cars in a pool from which dealers 
could draw as they sold the new 
units. 

Another saw as a possible step in 
wiping out bootleggers the es- 
tablishment of a national clearing 
house on fleet buyers. He sees this 
as a way to keep tabs on fleets— 
how many cars they buy at vari- 
ous points in the U. S., where they 


Bell, McFarland 
Slated to Speak 
At Iowa Parley 


DES MOINES. — Frederick Bell, 
executive vice-president of NADA, 
and Dr. Kenneth McFarland, con- 
sultant to General Motors, will 
speak at the annual convention of 
the Iowa Automobile Dealers Assn. 
here March 29-30. 

Pre-convention activities will 
open Sunday afternoon, March 28, 
when the association committees 
will meet at The Hotel Fort Des 
Moines at a reception honoring 
Bell. 

Bell is to address the con- 
vention’s opening session, He will 
discuss dealer-factory relations. 
Also scheduled for a Monday after- 
noon talk is Edward Koch of 
Ames, chief engineer of the Iowa 
State Highway commission. 

The association’s annual banquet 
and dance will be held Monday 
night. Dr. McFarland will be the 
banquet speaker. 

Paul M. Millians, vice-president 
of Commercial Credit Co.,_ is 
scheduled for a discussion of 
dealers’ credit and financing 
problems at the Tuesday morning 
session. Vincent T. Baker, sales 
manager of Hurd Pontiac Co. 
Pueblo, Colo., also will speak Tues- 
day morning. 

Tuesday afternoon’s session will 
be given over to a panel discussion 
of four subjects affecting dealers. 

Frank Yarnell, first vice-presi- 
dent of NADA, will discuss general 
business management. Frank Ol- 
lard, Waterloo, secretary of NADA, 
will discuss employe relations. Dale 
Norton, Spencer, will talk on inter- 
dealer relations, and Byron Gawn, 
Waterloo, will discuss factory- 
dealer relations, 


3 Regional Parleys 


Due in Tennessee 


NASHVILLE. — Three regional 
meetings have been scheduled by 
the Tennessee Automotive Assn.’s 
board of directors. 

The meetings will start March 22 
in Knoxville and continue March 23 
in Nashville and March 24 in Mem- 
phis, 

John W. Mock, sales analyst and 
business management expert, will 
appear at the conferences to dis- 
cuss the topic, “Selling at a Profit.” 

Central theme of the parleys is 
“How Can I Maintain or Boost My 
Company’s Sales in a Softening 
Market?” 

Dealers are urged to bring their 
._ general managers and sales man- 
agers with them. 


buy and what they do with cars. 

One dealer said: 

“If the factories would put in an 
honest freight rate it would belp. 
To the deep South, for instance, 
a bootlegger can freight in a car 
from Detroit for $39, but it costs a 
dealer about $150. When you figure 
in everything else, the bootlegger 
there can get a new car on his 
lot for about $25 less than the 
dealer’s cost.” 

* + * 
Os 25-year veteran of auto re- 
tailing had this to say: 


“Newer dealers are largely to 
blame because they don’t know 
how to sell when the going is 
tough. There is no doubt that some 
franchises should be lifted. 

“If the factories would just lay 
it into a couple of dealers they 
could stop bootlegging, but quick. 

“Anyway, it isn’t worthwhile for 
a dealer to mess with bootlegging.” 

Used-car dealers view the situ- 
ation in another light. 

One said: 

“Bootlegging? What do you 
mean? Nobody’s stealing anything 
—everybody pays for the merchan- 
dise. The franchised dealers 
shouldn’t be favored characters.” 

+ * * 


HE SAID that halting bootleg- 
ging would be tantamount to 
restriction of free trade principles. 

“Autocratic restriction of trade,” 
he continued, “for the benefit of 
a few ‘privileged characters’ 
smacks of European cartels where 


2 Akron Carriers 

Quit Ohio, Blame 
e 

Axle-Mile Tax 

AKRON. — Two Akron motor 
freight lines, including one of the 
nation’s biggest, are moving their 
executive offices out of Ohio to 
win back reciprocity privileges lost 
because of the State’s axle-mile 
tax. 

Roadway Express, Inc., which 
operates in 23 states, has incorpo- 
rated in Delaware and will have its 
headquarters in Dover. Dixie-Ohio 
Express Co. is shifting its corpo- 
rate headquarters to Birmingham, 
Ala. 

Because Ohio has refused to 
grant reciprocity to trucks from 
other states under the new axle- 
mile tax that went into effect last 
Oct. 1, many states have retaliated 
against Ohio truckers. 

They—kave canceled their reci- 
procity agreements with Ohio and 
are refusing to exempt Ohio- 
licensed trucks from their own 
taxes. 

By becoming Delaware and 
Alabama corporations, the Akron 
carriers will license many of their 
trucks in those states. They thus 
escape retaliation on equipment 
bearing licenses other than those of 
Ohio. 

Dixie-Ohio said that without reci- 
procity these additional taxes would 
cost more than $250,000 annually. 
The company’s net profit on $§%,- 
282,000 of business last year was 
$34,000. 

Roadway did more than $31 mil- 
lion in business last year. 








L. A. Cadillac Warehouse Opened— 

More than 150 Cadillac dealers attended the opening of Cadillac's Los Angeles 
wholesale parts warehouse at 5370 W. Jefferson Bivd., which serves dealers in 
southern California. 


only a few rich can afford to buy 
—to the disadvantage, disillusion- 
ment and disgust of many. 

“If we could end the franchise 
system, the fellow who has a 
lousy line could sell the more 
popular cars instead of going 
broke. The factory building the 
‘dogs’ would be penalized — and 
justly so.” 

Bob Sanders, president of the 
Kentucky Used Car Dealers Assn., 
had this to say: 

“If (the factories) don’t cut down 
production, I don’t see how they 
can put it (threats to cancel 
franchises) into effect ... If they 
put it in force and enforce it, 
there'll be a big turnover in new- 
car dealers, because a lot of them 
can’t do without that business 
(selling to used-car dealers).” 

. 2 + 
NOTHER used-car dealer said 
factory threats are useless, be- 
cause a lot of dealers “don’t care 
whether they lose their franchises.” 


A used-car dealer in Louisville 
said it was new-car dealers ask- 
ing him to take cars off their 
hands that made him a _ boot- 
legger. He said he knew some 
new-car dealers who were being 
sent as many as 100 new cars a 
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month, “despite hell or high 
water.” 

Forcing such new-car dealers to 
retail all the units they receive 
would force them out of business, 
he said. 

A Detroit used-car dealer said: 
“I think it would be a good idea to 
have every new-car dealer handle 
a minimum of four makes. 

“Dutch dealers can’t hold a 
license unless they do. This takes 
the dealer in The Netherlands 
away from domination by any one 
factory and gives free play to 
competition.” 


Hoffman 


(Continued from Page 2) 


merchandising activities in the 
durable goods field. 

“Our most urgent task,” he said, 
“is to bring our merchandising ef- 
fort up to the requirements of the 
times. And under the heading of 
merchandising, I include selling, 
sales promotion and advertising. 

“We have got to have more and 
better salesmen who will really get 
busy and do a good old-fashioned 
job of creating business. That kind 
of creative work has been a vital 
factor in the building up of this 
country, and it remains just as es- 
sential to our continuing pros- 
perity.” 

Hoffman said this applied especi- 
ally to the automotive industry, 
where there was a “desperate need 
for more and better salesmen.” 
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Discount Change 
Eyed in Fight 
On Bootlegging 


LOUISVILLE. — A proposed re- 
vision of dealer discounts to com- 
bat bootlegging was being weighed 
last week by the Kentucky Auto- 
mobile Dealers Assn. 

Members were being polled on 
their reaction to the following pro- 
posal, which has been advanced as 
a possible recommendation to 
NADA: 

1. That the new-car dealer dis- 
count be reduced by 5 percent. 


2. That the selling dealer make a 
claim to his factory for “pro- 
motional and service responsibili- 
ties” for 5 percent on all new cars 
delivered in his zone of influence 


3. That on a car delivered in a 
dealer’s territory by an outside 
dealer, the dealer in whose terri- 
tory the new car was delivered be 
entitled to make claim on his 
factory for 5 percent for pro- 
motional and service responsibili- 
ties. 

Orville R. Harrod, legislative 
chairman and NADA director, has 
asked members of the Kentucky 
association to inform him on their 
reaction to the proposal. 

His address is Frankfort Buick- 
Pontiac Co., Second and Bridge 
Streets, Frankfort, Ky. 
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SALES MANAGER. ‘‘Big Three’’ volume 
dealer in fast growing Delaware Valley 
offers great opportunity to aggressive 
sales manager. This is‘a big job for a 
man on his way to the top! We want a 
married man, 25 to 40, who is energetic, 
resourceful and ambitious for big earn- 
ings. Most of all, we want proven ability 
to organize, train and stimulate a good 
sales force. Liberal salary while learning 
our operation, then liberal guarantee 
with an open road to highest earnings. 
The sky’s the limit! Submit confidential 
resume With experience, past earnings, 
references and reason for considering 
change. Include photo if possible. Inter- 
views will be scheduled promptly. Box 
3541, c/o Automotive News, Detroit 26. 





SALES STIMULATOR 
FOR AUTO DEALERS 


Experienced promotional salesmen to sell sure- 
fire direct mail sales stimulator with dealer 
give-away premium. Brings in new and used 
car pros ND DO THEY NEED THEM!!! 
Colorful, attractive, effective mail campaign 
—easy to sell—low cost to dealers. A sale 
pays commissions from $30 to $150. Established 
direct mail firm wants permanent men to 
handle this and other promotions in big terri- 
tories and direct other men. No investment. 
Give full details of experience. We can act 
promptly for our clients. 


The Aptitude Consultants 


8 S. Dearborn St. Chicago, Illinois 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS' READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 


protect their identity when answering box 


number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately te the advertiser. 





HELP WANTED 


SALES MANAGER FOR large eastern 
Pennsylvania Ford dealer. Top notch 
man to take complete charge of sales 
department. Able to hire, train and 
supervise salesmen. Be responsible for 
passenger cars and trucks, both used 
and new. Past experience must prove he 
has handled such job. High salary and 
share of profit. Give full details in 
reply. Box 3550, c/o Automotive News, 
Detroit 26. 


WANTED — BODY REPAIR MAN with 
five years’ or more experience to take 
charge of collision department in new 
car dealership. Prefer steady type family 
man — must have references. Excellent 
working conditions, salary and com- 
mission. No painting involved. Located 
in Michigan town of 5,000. Write H. J. 
Curry, Oldsmobile, Caro, Mich. 


TRUCK SALES MANAGER. Large Ford 
dealership in southern location needs ex- 
Pperienced truck sales manager capable 
of organizing and supervising truck sales 
force to sell minimum of 30 units per 
month. Experience need not be in Ford 
line, Salary and profit sharing plan. 
Earnings should exceed $12,000 per year. 
Give full details as to experience, sales 
volume handled, references, marital sta- 
tus, earnings, etc. Reply Box 3531, c/o 
Automotive News, Detroit 26. 


SALES EXECUTIVE TO TAKE complete 
charge new, progressive expanding manu- 
facturer of automotive unit. Must be able 
to invest minimum of $10,000. Location 
southeast. This is well worth investiga- 
tion. Address Box 3561, c/o Automotive 
News, Detroit 26. 


SALESMEN — SOUTHERN manufacturer 
making complete line auto seat covers. 
Excellent opportunity. Write, giving full 
information — strictly confidential. Box 
3420, c/o Automotive News, Detroit 26. 


HELP WANTED 


GENERAL MANAGER WANTED—Auto- 
mobile agency for popular make medium 
price car—lower east coast Florida. 250 
car contract, could easily be 400. Man- 
ager must have sufficient training to 
handle all phases of the business. Absen- 
tee ownership. Good salary and liberal 
profit sharing. Box 3551, c/o Automotive 
News, Detroit 26. 


POSITION WANTED 





FORMER LINCOLN-MERCURY dealer de- 
sires managerial position with Florida 
Ford or GM dealer. Have substantial sum 
to invest. Prefer employment where pos- 
sibility for investment exists, salary un- 
important. 28 years’ successful experience 


in: every phase of management. Best 
references. Bernard Heiman, 1600 S. 
Ocean Dr., Hollywood, Fla. 


FIRST CLASS COUPLE, operating diplo- 
matic residence D.C. International experi- 
ence. Running only top households, hand- 
ling all social affairs. Wants position ex- 
ecutive’s residence or corporation guest- 
house—Detroit area. Best references. Box 
3564, c/o Automotive News, Detroit 26. 


GENERAL MANAGER OR sales manager, 
35 years of age with 12 years’ automo- 
bile experience. Factory and retail ex- 
perience, district manager for factory and 
general manager of a large city dealer- 
ship. Can assume full responsibility of 
operating any size dealership. Box 3566, 
c/o Automotive News, Detroit 26. 


HELP WANTED 


Sales Representatives 
Grow With A Leader In The Big 3 


Here's What We Offer: 
@ Positions in your area 
Attractive starting salary 


* 
@ Expense account and transportation 
©@ Generous iisurance, hospitalization 


® Advanced sales training 


Here Are The Qualifications: 
About 28 to 40 years of age 
Factory field experience or dealer sales background 
Capacity to assume responsibility 
Aggressiveness with ability to think objectively 


Write today, enclosing snapshot 
Box 3560, c/o Automotive News, Detroit 26. 
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POSITION WANTED 


GENERAL MANAGER or sales manager 
desires position with Ford or Chevrolet 
dealership having 900 or more new unit 
annual volume. Ten years’ automotive 
experience. Can take complete charge of 
operations. Excellent dealer and factory 
recommendations. 36 years old, family 
man, dependable, aggressive and enthusi- 
astic. Go anywhere for right proposition. 
Box 3562, c/o Automotive News, Detroit 
26. 


SERVICE TECHNICAL REPRESENT- 
ATIVE. Past eight years employed as 
district service manager for large auto 
manufacturer. Previous 3 years as air- 
plane engine technical representative as- 
signed with U. S. Airforce mostly in 
foreign service. Family man, 37 years 
old with best of business and character 
references. Interested in position any- 
where in U. S. or any English speaking 
country. Box 3565, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER. 12 years’ experi- 
ence Cadillac, Oldsmobile, Buick, Chev- 
rolet. Seven years Chrysler factory serv- 
ice representative. College education 
Now with one of largest GM dealerships 

U. 8. Past record will prove can 
estabnh good customer relationship — 
manage all departments. Desire locating 
in Florida, Ga. or Tenn. Box 3544, c/o 

ive News, Detroit 26. 








‘ 


«u@qts MANAGER—16 years’ experience, 
MoPar parts, wholesale and retail. Pre- 
fers southwest or west. Excellent refer- 
ences. Box 3563, c/o Automotive News, 
Detroit 26. 


BOOKKEEPER, COLLEGE GRADUATE, 
accounting background, experienced in 
responsible full charge general book- 
keeping positions, recently completed 
intensive course in automobile account- 
ing (General Motors system), desires po- 
sition with dealership in New York 
metrcepolitan area. Box 3552, c/o Auto- 
motive News, Detroit 26. 


GENERAL MANAGER FOR Ford dealer- 
ship. Presently sales manager and. as- 
sistant general manager of major dealer- 
ship in highly competitive market. Ac- 
custcmed to handling over 1,200 new 
units per year. Practice Hull - Dobbs 
methods. Seek general managership of 
volume Ford (or possibly Lincoln-Mer- 


cury) dealership in southern or mid- 
western city where there will be an 
opportunity to buy. Presently well 


situated, but want to move to a more 
liveable community for family, Write Box 
3553, c/o Automotive News, Detroit 26. 





MANAGER. Specializing in sales and ac- 
counting. Seventeen years experience with 
Florida dealers. Chester Edwards, 618 
MecRorie. Lakeland, Fia. 


GENERAL MANAGER or sales manager 
Now employed with midwest Ford dealer 
18 years experience in the automobile 
business. Have trained 40-60 salesmen 
Ford or Chevrolet opportunity preferred 
Wouli assist Ford dealership in Ford 
develupment plan. Have been genera! 
manager for large Buick company. Lo- 
cation definitely open. Box 3525, c/o 
Automotive News, Detroit 26. 


I HAVE had 11 years’ 


BOOKKEEPER: 
experience in General Motors system 
th part of this time assuming full 


esponsibility of office. Interested in go- 
ing to any dealership in the east or mid- 
west. Box 3554, c/o Automotive News, 
Detroit 26. 


FORD PARTS MANAGER position wanted. 
Several years’ cxperience. Midwest pre- 
ferred. Can go anywhere. Box 3542, c/o 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING BUICK and 
GMC — South central section (east). 
Buyer can make $7,000 day deal closed. 
Will discount that much from cost of 
parts and equipment. Will keep receiv- 
ables and used cars, Located in county 
seat of 22,000 with trading area of 70,- 
000. Buyer 1s free to rent own building 
or building and adjoining used car lot is 
available. Write Box 3540, c/o Automo- 
tive News, Detroit 26. 








ONE OF THE ‘‘BIG THREE” in Cali- 
fornia’s agricultural central empire. 168- 
car contract. Doing volume service and 
parts business running from $70,000 to 
$80,000 annually. Attractive lease avail- 
able. $35,000 will handle. Box 3567, c/o 
Automotive News, Detroit 26. 


FOR SALE DEALERSHIP handling 
Dodge-Plymouth, located in a prosperous 
western North Carolina city of 10,000 
with a trading radius of 300,000. No 
building to purchase, may be leased, pur- 
chased or disregarded. Only parts and 
operating equipment to purchase. Princi- 
pals only. No brokers. Box 3568, c/o 
Automotive News, Detroit 26. 


FOR SALE DEALERSHIP handling 
Dodge-Plymouth. Located 60 miles from 
New York city—150 car deal. Good trad- 
ing area. Excellent service and used car 
business. At inventory value. Buy or 
lease buildings. Replies confidential. Box 
3557, c/o Automotive News, 


AGENCY FOR SALE handling Studebaker. 
Located in central Ohio town of 18,000 
population, Only Studebaker dealer in 
county. Several large industries, good 
agricultural area. Excellent location, low 


rent, low overhead, cheaper living con- 
citions. Very cheap price, owner has 
other interests. Write Box 3558, c/o 
Automotive News, Detroit 26. 


DEALERSHIP FOR SALE handling Ford 
in city of 400 thousand. 1000 unit con- 
tract yearly. Profit high per new units 
sold. Personal reasons for selling. Must 
have factory approval, If now approved, 
state this in your letter and also your 
financial status. Write Box 3559, 
Automotive News, Detroit 26. 


DENVER, COLORADO dealership handling 
one of ‘‘Big Three.’’ Same location over 
25 years. Excellent modern facilities 
Sales well over $1,000,000 in 1953. Sell 
at book value. With or without real 
estate. Consider working partner. Owner 
has other interests. Box 3510, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP AVAILABLE—Central 
Illinois. 300 cars -—— handling Chevrolet 
and Buick in prosperous farm territory. 
Will sell for inventory price—reasonable 


lease on modern building. Sox 3556, c/o 


Automotive News, Detroit ° 
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DEALERSHIPS AVAILABLE 


WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult o Specialist 


LEO J. KLEM 


412 Fisher Bidg. Detroit 2, Mich. 








DEALERSHIP WANTED 


WILL INVEST AS active partner Chevro- 
let or Ford. Least 200 car year dealer- 
ship. Prefer southern states. Excellent 
references. Factory approval. Ten years’ 
experience. Box 3555, c/o Automotive 
News. Detroit 26. 


GM AGENCY—NORTH Jersey only. Have 
factory approval. No brokers. All replies 
strietly confidential. Box 3508, c/o Auto- 
motive News, Detroit 26. 


DEALER SERVICES 


Clean Off Your 
Used Car Lot 


AT PUBLIC 
AUCTION 


Results Gusrenteed 
20 Years Experience 
Complete Sales Service 





Phone—Wire—Write for 
Sale Date and Particulars 


WM. A. LEIGH 
ASSOCIATES 


“Nation Wide Sales Service" 
Phone FO 5-5832 or WI 3-8104 


P.O. Box 7061 
Oldahoma City 12, Okia. 





NEW! MODERN! FAST! 
MACHINE RECORDED INVENTORIES 
Eliminates possible error. Cuts time in half. 
Original recordings left with dealer for 
safe-keeping in case of fire. Perpetual in- 
ventory setup or present system revised. Ac- 

curate, confidential. LOW COST. 
INVENTORY PARTS SERVICE CO. 
5050 Joy Road Detroit, Michigan 
Texas 4-7450 








INVENTORY SERVICE 
Parts and Accessories 
@ CERTIFIED REPORTS @ 


Get the facts now —find out if you are in 
shape for '54. Obsolescence and shortages can 
kill profits so don't wait for the year end to 
learn how this department is operating. 


Dealers say our analysis and testing of 
procedures alone worth cost of Inventory 


Full time experts. No pick-up part time help. 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 





TALBOT’S INVENTORY SERVICE, 124 


S. Woodward, Birmingham, Mich., Mid- 
west 4-5355. 
BUSINESS OPPORTUNITIES 
ACTIVE PARTNER WANTED. Used cars 
and car rental established business, 
wholesale, retailing cars up to $500 
carrying paper weekly payments possi- 


loan finance. Excellent lo- 
€arl Helander, 411 N. 
Beach, Fla. 


bility small 
cation. Contact 
Federal, Delray 





WILL BUY CAR RENTAL ORGANIZATION 
OR CAR RENTAL CONTRACTS 


We will pay an attractive price for individual 
and fleet car rental contracts . . . or for an 
entire car rental organization. Write in full 
confidence, Box 3569, c/o Automotive News, 
Detroit 26. 





CARS FOR SALE 
1951 LINCOLN CONTINENTAL coupe. 
Like new, jet black finish—-$1,500. Den- 
nis Hickey, 739 S. Monroe St., Monroe, 
Mich. Phone 1665. 








SOMETHING NEW 
USED CARS DELIVERED 
We have for 


fleet 1952 Chevrolets, 
Piymouths in all body styles. 


leased 
These cars 
can be delivered to your door regardless 


of location. Phone or write for informo- | 


tion: 


Robinson Auto Rental, Inc. 
229 S. Hanson St. Philadelphia, Pa. 
1. E. Spatig, Used Car Manager 
Sherwood 8-1500 








SYRACUSE AUTO AUCTION 
(for dealers only) 
Every Thursday — at noon 
We gvarantee checks and titles 
Located on U. S. Route !!, 3% miles south 
of Syracuse suburbs, 2'/, miles north of 
junction of Routes 20 and 11 (Greyhound 
bus service). 
Auctioneers: Telford Chambers and A. V. 
Zogg, Jr. — Irving C. Mondore, Owner 





Excellent Bodies - 








| 6619 Euclid Avenue 





sale a nice selection of | 
Fords and | 


5920 Hohman Avenue 


CARS FOR SALE 


1947 LINCOLN CONTINENTAL hardtop, 
condition. 
$4,200. Nelson 


18,000 actual miles. Mint 
One owner. Black. Try 


Motors, Columbia, S. C. 





ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Good Motors - 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 


1950-1951 
Plymouths — Fords — Chevrolets 


1 to 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
| SARATOGA 7-2300 





TOLEDO AUTO 
AUCTION COMPANY 


5902 Telegraph Road 
by the National Airport 


SALE EVERY TUESDAY, 1 P.M. 


Checks Guaranteed 


Harold Strait, Jim Vance 
Auctioneers 


Gale Neiswender, 
Manager 


— Open daily 9 to 5 — 
Phone Klondike 4631 








AUTO AUCTION 


TIM ANSPACH 
“Midway,"" Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.AA.P.A. 








USED CARS 


1953 FORDS, CHEVRO- 


LETS, PLYMOUTHS 


See or Call 


ELMER FORD CAR LEASING 
COMPANY 
TULSA, OKLA. 


Phone 4-5195 








ATTENTION DEALERS 
FOR SALE 
1950-1952 Plymouth 4-door sedans 
Ex-Taxis 
Good Bodies, Good Motors, 
Disney Motor Sales, Inc. 


Ut. 1-713! 


WE 
WHOLESALE 
OUR 
USED CARS 


Franklin Weber 


Pontiac Dealer 


6101-25 N. Clark St. 
Chicago, Ill. 





CARS WANTED 


Heaters 


SHERWOOD 7-1700 





Chicago 5, Illinois 
Toledo, Ohio 


NASH PARTS 


1104 East Admiral 


Box 630 


New Upholstery | CLAYTON DYNAMOMETER. 
Cleveland, Ohio 


WANTED TO BUY 





| CASH FOR NEW 1954 Oldsmobiles and 
Cadillacs to take care of heavy oil in- 
transport. Don 
Eastland, 


dustry demands. We 
Pierson Olds - Cadillac Co., 
Texas. 


PARTS FOR SAL} SALE — 





GENUINE 
Lincoln Mercury Parts 


—One of the Midwest's Largest— 


$50,000 


Sheet Metal Inventory 
lf WE don't have it, or WE can't get it 
NO ONE CAN! 
CALL—WIRE—WRITE 


Enslen and Welter Motors 


Hammond, 
Sheffield 8105 








FORD PARTS 


Fast and Slow Moving 
Passenger and Truck Parts 


Write or Telephone 

Al Rowe, Parts Manager 
Midtown Motors, Inc. 

Bigelow Bivd. at Tunnel St. 

Pittsburgh 19, Pa. 





Indiana 


GRant 1|-7250 


PARTS FOR SALE 


“a FREE 


GM ILLUSTRATED 


PARTS 
CATALOG! 


Largest Wholesale Stocks 
of GM Parts For 


® Buick 

® Cadillac 

® Oldsmobile 
® Pontiac 

© Chevrolet 


One day service. Special cash allow- 
ance on Phone Orders. Ali Shipments 
c.O.D. 


GORDON BUICK 


(formerly Robertson Buick) 
1000 S. WABASH AVENUE 


WAbash 2-1030 





SURPLUS INVENTORY 
ALL NEW MATERIAL 


1. TEN FISHER BODY TURRET TOPS 
$28.50 ea. 


Cadillac Part No. 4573066 
Used on 1950-5! 4569 Buick 4-Door; 6169 
Cadillac 4-Door; 3669 Oldsmobile 4-Door. 


2. FIVE FISHER BODY TURRET TOPS 
$20.50 ea. 


Cadillac Part No. 4609386 
Used on 1950-51-52-53 4537 Buick Tudor; 
3637 Oldsmobile 2-Door; 6267 Cadillac 2. 
Door; 6137 Cadillac 2-Door. 


3. DELCO GENERATORS WITH PULLEY, 
LESS VOLTAGE REGULATOR 


Nineteen 12-Volt, Part _ 1102005—$19.00 
ea. Cadillac 1953 Serie 
1102781—$12.00 ea. 


Six 6-Volt, Part No. 
Cadillac 1952 Series. 
Twenty 6-Volt, Part No. 1102770—$18.00 ea. 
Cadillac 1949-50-51-52 Series. 
4. FIFTY-FIVE FAN BELTS—$1.00 ea 
Part No. 1455114 
Cadillac 1949-50-51-52 Series 


The Hess & Eisenhardt Company 
ROSSMOYNE, OHIO 
PHONE: Sycamore 8888 





$5,400. Dealer’s cost. 
Write Box 229, Watertown, N. Y 


AUSTIN-BANTAM PARTS. Hage-Master, 


Laurel, Miss. 





Genuine Willys Parts 


Hard to get items back to 1936 models. 


Freight prepaid—Ship anywhere 


Kaiser-Willys Miami Motors 
Distributors 


Ph. 9-3636 








SHOP EQUIPMENT FOR SALE 


condition, 
cap use to volume potential. 


Inc., 655 Genesee St., 


BEAR HEAVY DUTY frame straightening 
and front end machine with axle press 
including 
No. 94. Also 
Bear precision dynamic wheel balancer, 
model No. 330. Present cost $5,118 and 
$580 respectively. A-1 condition. We are 
closing our body shop and will sacrifice. 
608 Nebraska St., 


assembly, model No. 900-830, 
Bear frame tcol assembly 


Simpson Motor Co., 
Sioux City, Iowa. 


SHOP EQUIPMENT WANTED 


wrecker mounted on 1 ton or larger 
truck (Dodge preferred). Will buy 
wrecker-rig alone. Bowen Motor Co., 


Metter, Georgia. 





AND ACCESSORIES— 
Make an offer. 


Miami, Fla. 


Excellent 
Used one year only. Limited 
space and physical service layout handi- 
Will sacri- 
fice. Write for details. Vaughn & Braun 
Buffalo 11, N. Y. 


— Medium size used 





MISCELLANEOUS 


PROVEN BEST 


By Actual Test 
Our New Model 


TOW BARS 


Meet 1.C.C. Requirements 


Cannot Be Matched 


At Any Price 


Write Today For 
Illustrated Catalog 


FACTORY SALES DIVISION 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 


Phone WO 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 


AUTO SAFETY BELTS. All colors. Made 
in accordance with CAA Technical stan- 
dards. Order C-22. $9.95 list. Dealer in- 
quiry invited, City Lincoln-Mercury Co., 
605 South Arroyo Parkway, Pasadena 1, 


Calif. 
CRASH! CONVERTIBLE TOPS 3- ply 
$18.95. A quality top that is ‘‘Tops’’. 


Order one Request catalogue on com- 
plete convertible supplies. Replacement 
headliners $12.50. Boston Big Buck 
— 278 Cambridge St., Boston. 
ass. 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce St.. 
Lynchburg. Virginia. 





LIVE LONGER, FEEL BETTER, eating 
Riolem juiceful, uncolored oranges 
grapefruits — $2.50 bushel. Riolemaut. 


Palatka, Fla. 

































Automatic Braking 
ONLY. .°51% cue 
Meets 1.C.C. Strength Requirements 
e 

COMPLETE with 
Guide Cables and 

Meets ALL 1.C.C. Requirements! 

—SPECIAL— 

Carrying Bags ................ $1.00 & $3.50 
SAFETY CHAINS, set of 2, only ....$2.50 
QUICK-TOW ce 

ite ae ha $42.50 

WE STOCK ALL MAKES 

FOR AUTOMOBILES and TRUCKS 
TOW BAR SALES CO. 

AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


With BRAKE HOOK-UP 

CABLES 
* . 

$4145 

BRAKE HOOK-UP .......... 61 
Protecto Covers (Tailor Made) .. $6.95 
to-Bumper Tow $19. 50 
TOWING EQUIPMENT and PARTS 

Exclusive Factory Distributors 
40 So. Clinton St., Chicago 6, Ill. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 





ee 


New Subscription Order: 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached ["] or send bill ["] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 
Truck Dealer [] 


Car Dealer [] 


Jobber [] Insurance [] 


Cs OF Os i'n in tien nsdeneeasers 


ibdeeeua ple ceeee SE. Veer 
chkee seas 0 GDS kwadas wen vucaesee 
Manufacturer [) 

Financial [) Supplier [) 








IS THE CURRENT NATIONAL alt: 
ADVERTISEMENT IN THE FEBRUARY \ | 
27th ISSUE OF AY 


car beauty protection is different 


1 en Pa 


, >( y Tv ’ k and why it lasts 3 to 4 times longer 


pre-selling. buyers of 1954 cars on 
the superior merits and advantages 


E 


The old Romans ran their hands over marble sculpture to be 
sure that the surface was free from imperfections concealed by a 
temporary coating. If entirely free, they approved with the words 
“sine cera” (without wax). And the English word “sincere” was 
originated. 

Porcelainize is not a wax—not a coating of any kind. After the 
finish of a car is Porcelainized, not a trace of the Porcelainize material 
remains. But the ¢reatment creates a tough, dry, mirror-like surface 
with the strength to keep its beauty and the stamina to provide 
month after month of all-weather paint protection. 

With nothing to wear off, wash off, peel off or heat-soften and 

Un trap surface grime, Porcelainize maintains the brand new look 3 to 4 
eee lhe Culd Mindarrd fer times longer. Thus protected, millions of the most beautiful cars on 
the road have established Porcelainize as the World Standard for 


A he ° Iu : Fine Automobile Appearance. Visit your New Car Dealer now. 
UNC lilomcbwe A YYlewnce 


Write for Free Informative Booklet, “The Story « 
The car that outshines, outsells! So put your profits 
in high geor—improve your trading position— 
by Porcelainizing every new car before delivery. These PORCELAINIZE SUPERIORITY IS OFFICIALLY RECOMMEND 
satisfied car owners will venue again and agein for Today more automobile factories* have tested and - 
other products and services. Promote Porcelainize approved Porcelainize than have ever approved any other method 
aggressively and you're certain to build your third of automobile appearance maintenance. 
largest source of service revenue. *Names furnished on request. 


eat leek Tal 


DENVER 3 cOLO 








